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A “Socket Wrench 
ne Itself 
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BLACKHAWK 

















HIS Blackhawk Display Cabinet “talks” socket 
wrenches to every customer in your store. Asa 
man looks over the display, you step up and complete 
the sale—often you can sell him a complete set for his 


car. The Wrench Set Manual, with each cabinet, 
tells how to make up sets for all cars. 


Blackhawk Quick Detachable Socket Wrenches are made for 
long and heavy service. The sockets snap on instantly—never 
drop off—never slip. The handles are the proper length for 
leverage and the right shape for convenience. Every car 
owner is a prospect. With the Display Cabinet, sales are 
easy—and run into real money. 


Ask your jobber how to get this powerful sales producer 
FREE. 


BLACKHAWK MANUFACTURING CO. 


Dept. E Milwaukee, Wis. 


July 8, 1926 






There is a 
Blackhawk 
Wrench Set 

for Every Car 
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2 
Economy Set 
for Fords 


A big seller at a small 
price. Complete set of 
handles and 8 detach- 
able sockets suitable 
for all general needs. 
Packed in fiber box. 
Retail price only $4.50. 
(This set advertised in 
our Saturday Evening 
Post ad, July 3.) 


BLACKHAWK 





class matter c- ‘22. 


published weekly by the JRON AGE PUBLISHING CO., 
1913, at the Post Office at New York, under the Act of March 3, 1879. 


at 239 West 39th Street, New York, N. 


Se. each. Vol. 118, No, 2, 


(Printed in U. 8. A.) ) ' $3. 00 Raa year. 


Entered as second 
Single copies 
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Be Sure You Offer the Best— 


The Mechanic and the Handy-man 
both need good Bit Braces. Be sure 
you can offer them Braces that will 
stand the hard, every day use of the 
mechanic and the occasional misuse 
of the Handy-man. 


For general use the Pexto Samson 
Ratchet Bit Brace, illustrated above, 


will give a life-time of dependable 
service and stand up under the sever- 
est “roughing.” They are furnished 
with forged steel jaws, properly hard- 
ened; Ball Bearing Chuck and Head; 
metal parts, nickel plated; head and 
center cocobolo. 


Chuck grips firmly both round and 
square shank Bits. Made with Con- 
cealed or Box Ring Ratchet in sizes 
8” to 16” sweep. 


Fred W. O’Dea of Xenia, Ohio, 
writes: “I have used one of your 
Samson Braces for sixteen years. 
‘Good as ever’.”’- 

Another one: A customer of Co- 
lumbia Hardware Company, Pasco, 
Wash., says: “My Pexto Samson 
Brace is in A No. 1 shape after ten 
years’ use in the bridge and building 
department of the railroad.” 


Write for Tool Catalog 


CEXTO 


THE PECK, STOW & WILCOX COMPANY 


SOUTHINGTON, CONN., U. S. A. 





SPECIFICATIONS 
of No. 1044 Drill 


Aluminum case, finished inside 
and out. Amply ventilated for 
cooling. Level set in top of case. 

Switch in handle, easily con- 
trolled by thumb without shifting 
either hand. 

Wide-faced steel gears, with 
heat-treated, generated teeth. 
These gears run in bronze bearings 
and graphited grease. 

Patented self-oiling motor bear- 
ing, requiring lubrication only 
at long intervals. Sealed against 
leakage. 

Gear-operated self-tightening 
chuck that centers drills accu- 
rately up to % inch capacity. 

Fifteen-foot, rubber -covered 
cable, locked to frame so it can- 
not possibly pull out. 

Universal motor, for A. C., or 
D. C. 110 or 220 volt. 


GOODELL- 


Type 
1042 
1043 
1044 
1045 
1046 
1048 
2042 
2043 
2044 
2045 
2046 
2048 


HARDWARE AGE 


July 8, 1926 





Patented Dec. 8th, 1985 
Others pending 


THE LINE COMPLETE 


Lbs. 
Weigh 

6 
11 
12 
16 
21 
22 

6 
11 
12 
16 
21 
22 


wz" 
AL 
14! 
13" 
54" 


Capacity 
Standard 
Heavy Duty 
Light Duty 
Standard 
Heavy Duty 
Heavy Duty 
Standard 
Heavy Duty 
Light Duty 
Standard 
Heavy Duty 
Heavy Duty 


Approx. 
No Load Speed 
1800 
1100 
700 
650 
600 
550 
1800 
1100 
700 
650 
600 
550 


1008 Stand and Screw Feed complete for 1048, 2048, 1046, 2046. 
1009 Screw Feed only, can be used with or without stand. 






Volts 


110 
110 
110 
116 
110 
110 
220 
220 
220 
220 
220 
220 
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complete line of 
Electric Drills... 


made by the 
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6, 6 











SIX Drills ... from '4 inch to 98 inch... All identical 
in quality ... All made by precision tool specialists 








TRY THIS 


Point a Goodell-Pratt %- 
inch Heavy Duty Drill 
downward on a piece of 
cold-rolled steel. Put the 
last ounce of your weight 
on the grip handle. Get the 
heaviest man you can find 
to kneel on the cable handle. 
Your combined weight 
won’t stall the motor—nor 
will this tremendous over- 
load make it overheat. 


Pass the cable around a 
sturdy beam. Then drop or 
throw the drill as far and as 
hard as you can. The cable 
won’t break or pull out. 








HE increasing use of electric drills has made them a 
logical and profitable line for hardware stores. 

Everything possible has been done to overcome the objec- 
tion to “‘repairs and service’’ in Goodell-Pratt Improved 
Electric Drills. 

Under the most grueling tests, these drills have shown a 
disregard for punishment, and a freedom from need of ad- 
justment or repair, that is almost incredible. 

Goodell-Pratt Electric Drills are used in many of the coun- 
try’s leading manufacturing plants, including General Elec- 
tric, American Brass, American Type Founders, American 
Writing Paper, Fisk Rubber, etc., etc. 

Their long life, capacity for the toughest sort of work, 
comparative freedom from need of repair, and their manu- 
facture in the same supply-source as other parts of the hard- 
wareman’s stock—make Goodell-Pratt Electric Drills the 
logical line for the hardware store. 

By all means, investigate the profitable possibilities of 
this line. Write us today for details. 

GOODELL-PRATT COMPANY, GREENFIELD, MASS., U. S. A. 


Tonlamith 


OD TOOLS 


P R AT T GO ~~ 





6 


One of HOUDINI’ Tricks 
is reading “Popular Science” 


—then he buys t 


Houdini in his laboratory 





Houdini, the most myster- 
ious man in the world, in 
his study, surrounded 
by his books. 


working with his assistants 
on some weird apparatus 
used for one of his aston- 
ishing illusions. 


HARDWARE AGE 


ools 
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Houdini freeing himself 

om a straitjacket while 
suspended head downward 
by block and tackle from 
the top of a skyscraper. 





yy 


HERE aare tricks in all trades. 


But who would have guessed that 
one of Houdini’s tricks is reading 


Popular Science Monthly? 


However, the reason is simple. 
Many of the illusions of the King 
of Magicians are founded on scien- 
tific principles. So he reads Popular 
Science to keep abreast of the latest 
scientific discoveries. And in the 
‘Home Workshop” section he says 
he finds many new ideas which he 
employs in perfecting 








Manufacturers Who Advertise 
in Popular Science Monthly 


To Sell Tools—Hardware—Paint for You 


Brown & Sharpe, Providence, R. I. 
Goodell Pratt Co., Greenfield, Mass. 
E. C. Atkins & Co., Inc., Indianapolis, Ind. 
S. C. Johnson & Son, Racine, Wis. 
L. S. Starrett Co., Athol, Mass. 
Nicholson File Co., Providence, R. I. 
Sargent & Company, New Haven, Conn. 
The Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Co., Millers Falls, Mass. 
Simonds Saw & Steel Co., Fitchburg, Mass. 
Prentiss Vise Co., New York, N.Y. 
Sherwin-Williams Co., Cleveland, Ohio 
Trimont Mfg. Co., Roxbury, Mass. 

K. Porter, Inc., Everett, Mass. 
The David Maydole Hammer Co., Norwich, New York 
Clemson Bros., Inc., Middletown, N. Y. 
C. A. Shaler Company, Waupun, Wis. 
Henry Disston & Sons, Inc., Philadelphia, Pa. 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co., Philadelphia, Pa. 
Yale & Towne Mfg. Co., Stamford, Conn. 


Every tool product advertised in Popular Science 
Monthly is guaranteed after test and approval by 
the Popular Science Institute of Standards. 


the complicated appa- 
ratus used in his stage 
work. Then he buys 
tools for his own pecul- 
iar needs. 


There are people 
everywhere— up in the 
next block; perhaps 














Popular 
Satened 


MONTHLY 





just around the corner from your 
store, who are constant readers of 
Popular Science Monthly. 


These people learn methods for 
making things for their own homes. 
Naturally, they need new tools to do 
the work; and you get their business. 


Leading hardware manufacturers 
advertise extensively in Popular 
Science because they know what 
the eighteen pages in the “Home 
Workshop” section is doing forthem. 


Let us send you a copy so you 
can see for yourself what this 
Monthly is doing for YOU, and for 


all hardware dealers everywhere. 


FREE to Hardware Dealers 


For acomplimentary copy of the August issue, write 
on your business letterhead, to 
Popular Science Monthly, 242 
Fourth Avenue, New York City. 
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14497, less power required to op- 


Patented Rolling Motion Cog “opt 
erate, 


welded to windmill bar. No loose 


1%” Steel Pixton bar. No Toone t 
joints to cause trouble. 


Stuffing Box of Unusaal Size, 2%” 
Deep—Long time wear. 


Extra Large Air Chamber—Full } 
even flow of water. ft 


Compression or Plain 
Spout—interchangeable. 
Can be located either 
right or left or atraight 
away. Simplifies instal- 
lation. 


21 


Takes 2”, 1%” or 1%" Suction Ptpe 


Patented Three In One‘ jon Pipe 
Three Stands in One. 


Heavy Stand with Full Round 
Baxe. Great Strength — Freedom 
from repairs. a 





the handle. Transfers strain from 
top of pump to platform thus 


Substantial Steel Brace. rae} 
eliminating all side strain at top. 





Base Deeply Re- 
cessed prevents 
surface water 
entering well 
Will receive a 7” 
well pipe. 








F you have calls for pump stands, and are looking for a single type 
to take care of most of your requirements, study the accompanying 
descriptive illustration of the Myers Defiance Pump Stand, make com- 
parisons with other stands, and then write us for catalog, information 
and prices. The hot, dry season is peak pump stand time—your 1in- 
quiry will be given prompt attention. 





Handle — Full 
atroke — in- 


i xtra Long 
creased power. 


Malleable Iron 
Head and Fal- 
crum, Fulcrum 


inch long 


connected di- 
rect to brace 
which rests 
on the plat- 
form. Severe 


service— 

Long Life- 

No Break- 
age, 


Back Ou®t- 


he piped in any 


1 y%,” 
let—wuter can 
direction, 
































YERS Defiance 
Pump Stands are 
respected in pump circles 
everywhere. They qual- 
ify without reservation 
where the pumping ser- 
vice is severe, where the 
well is deep, or where 
the volume of water to 
be pumped cannot be 
supplied by an ordinary 
pump stand. 

Defiance Stands have 
established a wonderful 
reputation for themselves 
among both dealers and 
users, and this reputation 
has been built on actual 
performance under all 
kinds of pumping condi- 
tions. When you offer a 
Myers Defiance Pump 
Stand to a customer, you 
offer him practically 
everything to be desired 
in the way of pumping 
service. And this service 
will extend down through 
the years without fre- 
quent interruption by 
breakage or wearing out 
of parts—a_ good-will 


first installed 




















> me for over Fifty Years of MYERS HONOR-BILT PUMPS for re aaron 


WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN,FACTORY 
GARAGE DOOR HANGERS: STORE LADDERS. Etc. 


and 


builder from the day it is | 





FIG. 1 FIG. 
1478 | 1395 
PATENTED i PLAIN 
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CHANCE 


To be assured that illustrated descriptive data of your 
products will be in Hardware Buyers Catalog and on the 
desks or close by of all your best prospects and customers 
in the hardware trade during 1926-1927. 

Don’t neglect this highly important daily sales contact 
service. 


Many times it will be your salesman where your salesmen 
never go or be working for you when your salesmen are 


not on hand. 


This applies whether you do business with jobbers or re- 
tailers or both. 


Besides it will help you to meet the necessity you feel to 
keep the hardware buyer informed at all times regarding 
your merchandise. 


July 10 the Forms Close — Only Two Days Away 


Act now. Send in your reservation at once—it is your 
last chance for another year. 


Don’t miss it. 


HARDWARE BUYERS 
CATALOGUE 


239 West Thirty-ninth Street, New York 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. 10 
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| — s=5) Four- Square Tools 
for Household Uses 


; | 1. Short line —each tool of the correct 
= weight and size for household 


: trade. 


re Individual package for each tool, in 
attractive colors and design. 


x Retail price tag on each tool. 


sagt fyBae 


4. Well known Stanley name and Four- 
Square mark on each tool. 


Bees Sar 


fececer 
Beast 





There is a big market around you for 
tools to the householder. 


For the Dealer 


1. The farmer. 

4 2. The man with repair work around the home, 
é summer camp, and cottage. 

3. The boy who uses real tools. 


4. The woman who wants a few good tools of 
her own in the kitchen closet. 


For the Jobber 


1. Ashort and yet a well-balanced line of tools 


STANLEY 


FOUR-SQUARE 
TOOLS 











Made right, packaged right, priced right 
for the Household trade 





—_ 
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THE STANLEY RULE AND LEVEL PLANT 
| NEW BRITAIN, CONN. 


= nA " ge trade to eatchieg —— nn 
Wit 2. Watch the Four-Square Sales boards as you : 

go among your dealers and keep the stock Stanley makes a complete line of 

up to date. woodworking tools in keeping with 

ti yt the high quality of Stanley Planes. 


SELL THE LINE 


Al This trade-mark is a means of identification 












































Wy New York Chicago San Francisco Los Angeles Seattle f | 
=== STAN LEY = 
(Sw) — 
Vw 





STANLEY TOOLS 
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Always Made From Open Hearth Steel 





The long service that poultry owners get from | 
WICKWIRE BROTHERS Poultry Netting is due 


largely to the materials used in making it. 


In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICKWIRE BROTHERS 
Hexagon Poultry Netting 


LooKING INTO 
THE FUTURE 
The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 
been known for their unvarying quality. 





\ll three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 

Our Galvanized Poultry Staples are also a quality 
product. 


Your Jobber will supply vou. 


ANH 


% in. % in. 1 in. 
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és American 


Selb 





EDI 


Machine Screws 
3K 

Stove Bolts 
x Tire Bolts 


2s 





DA PIES 


pK 


3 





vx 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH S$T., CHICAGO, ILL. 
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WHEELING | 
NAILS 


Wheeling Open Hearth Steel provides real 
strength and bend-resistance in Wheeling nails. 
Heads are well formed and centered on shanks, 
and sharp, penetrating points speed up the work 
of hand or machine driving. Uniformity as to 
size and quality is rigidly maintained by Wheel- 
ing control over all operations from ore to fin- 
ished nails. In buying nails for any purpose, 
it will pay you to specify Wheeling. 
WHEELING STEEL CORPORATION 
Wheeling, West Virginia 
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CAST EN! 


More than 6,000,000 Women, Tourists and 
Campers Know Aunt Sarah 













More than 6,000,000 women, tourists and campers know 
about Aunt Sarah’s Oven—the new $1 Oven that bakes, 
browns, toasts and broils foods right out on top of any gas, 
gasoline or oil stove. They know that it keeps kitchens cool, 
cuts fuel bills and cooks food deliciously. 


Approaching 100,000 in Only Six Months 


Hardware merchants everywhere are cashing in on this $1 utensil ($1.25 
in Rocky Mountain States and West) and are selling it as a leader. 
Almost 100,000 have been sold in the past six months. One store that 
sold two gross writes that it has brought customers never had before. 
More than 50 per cent of the dealers have re-ordered. 




















($1.25 in 
Rocky Mt. 
States and 
West) 














t Sarah's OVEN | 


Fees aaa ae = Semewe eee ee a ae ae ee ae 


* JACKES-EVANS MANUFACTURING CO. 
' 1946 N. Main St., St. Louis, Mo. 







Convince 


Yourself 












: 7 eee: ee: Ge caine ata, omens eae los an 
Q supply you with attractive illustrated folders that go with it. 

: Aunt Sarah’s : 

; | PATENTED Ovens. Try 4 half I ee 
: Construction dozen now and see REET OA ee oe PIT RI Te aT 


Noti the t level k 
for ‘oeher fast " a how fast they sell. 
baking. Double top and This is the big sea- 


double bottom vented to 


2 give constant heat circula- 
i. ma ih oe om i808 for Aunt 


a eter; 8 in. high. Sarah’s Ovens. ET ere ee eee Te TEE CELE CeCe TTT Tree 


eeceuvecoecaececdeeseeseeeaeeeesee¢oeoeoessoea@wOeoespeeveeoegneeoe 060006066 
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Sporting Goods Manuf acturers:- 
Is Your Advertising 


“GOING OVER?” 


Sporting goods are sold by many hardware 














dealers. The number is steadily increasing. 
Why? Because Hardware Age is constantly 
“selling” the hardware dealer upon the de- 
sirability of sporting goods as a line that is 


profitable to handle. 


Sporting goods advertising in Hardware Age 
is read for this reason. Your advertising 
will “go over” when you address it to the 


hardware dealer through the paper he relies 


on for buying information—Hardware Age. 
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NOW 


—and 





watch them 


SELL! 


GTRIKE while the “iron’s hot”! 

Velocipede Days are here NOW! 
The sidewalks are crowded with 
children dashing by on their veloci- 
pedes, wagons, scooters, and autos— 
all followed by wistful eyed young- 
sters who want a vehicle all their 


Own. 


Play up to this—cram your 
windows full of vehicles— 
handsome, brilliantly enam- 
eled PIONEER vehicles — and 
watch the kiddies bring the 


folks in to buy! 


No. §6 
A Big Leader! 


Here’s the PIONEER Vel- 
ocipede that outsells them 
all! Note that third brace 
to axle, the heavy tubular 
frame with brazed joints 
for greater strength. Bright 
maroon finish, gold striped 
and handsome nickeled 
trimmings. , 


— 


THE GENDRON WHEEL COMPANY 


Put them 
in YOUR 
Window 
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COMPLETE 
LINE— 


Automobiles, 
Speed Wagons, 
Scooters, 
Sidewalk Cycles, 
Tot-Bikes, 

Me 8 Velocipedes, 
oat Coasters, 
¥e a3 Doll Carriages, 
on = etc. 







Sens 

































Since 1872—the 
WORLD’S LARGEST 


Manufacturer 












STABLISHED over 53 years 
k ago GENDRON is today 
the World’s Largest Manufac- 
turer. Always first with the 
newest vehicle innovations. 














No detail is overlooked to 
give the utmost in strength, 
quality and beauty. PTONEER 
vehicles are built to endure 
rough abuse and satisfy 
your customers. 











Ask for Catalog! 


Send for the new Pioneer Advertis- 
ing Cut and Copy Service, just out. 










“ “pioneer Line 
Vehicles /orChilcren 


Toledo, Ohic. 
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LANTERNS Aggy 


DIETZ LANTERNS FOR SUMMER TIME 


Peae Wie tz 
—~ LANIEENS 
for CAMPING 
wate: 8s es se. 


NTOLD thousands of people go 


camping each summer. Other 
thousands enjoy _ incidental 
camping while on motor tours. All 


need LANTERNS. 


Why not get more of this summer lan- 
tern business? Dress one of your win- 
dows now with a handsome Dietz Lan- 
tern Window Display! We will send 
you a Display without charge if you do 
not have it! 


R. E. DIETZ COMPANY 
NEW YORK 


Largest Makers of Lanterns in the World— 
Founded 1840. Output Distributed Through 
the Jobbing Trade Only. 
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EIGHT COURSE DINNER 


Latest Al. Foss Creation 


FOSS FROG WIGGLER 


No. 11—% 0oz., 3/0 Hook $] — 





ote 


No. 12—¥ 0z., 1/0 Hook 
Larger Hooks if Ordered 






rT | 
Shae 
oer 


Combination No. 2 


ORIGINAL 





Combination No. 5 


NEW 





Combination No. 7 


An eight course Table d’hote Fish Dinner for any kind of game fish. 
The very last word in an artificial Bait-Casting or Trolling Lure. 


Eight different lures can be made without untying the line, and by using differ- 
ent colored bucktails, or flies, an endless number of combinations can be made. 


IT’S A FROG—IT’S A POLLYWOG—IT’S A MINNOW 
And many strange things never seen or heard of 

It will out-wiggle anything that you have ever tied your line to and the No. 11 
can be cast with the crudest of heavy tackle, while the No. 12 is designed for light 
tackle. 
It is practically weedless and snagproof, keeps line taut and will travel six inches 
or six feet below the surface of the water and function properly under any and 
all conditions. 
A bottle of bass size pork rind and one of the fly-rod size required to make all 
effective combinations. 

The Foss Frog Wiggler can be used as follows: 

Ist. Just as received with bucktail fly. 


2nd. With bucktail and two strips of fly-rod pork rind buttoned to the little 


studs to form legs. 
3rd. Same as No. 2 with fly-rod pork on curve of hook. 
4th. With bare hook only. 
5th. With bare hook and two fly-rod pork strips for legs. 
6th. With bass pork rind impaled on hook and buttoned to center button. 
7th. Same as No. 6—with two fly-rod pork strips for legs. 
8th. Same as No. 5—with bass size pork strip full length on curve of hook. 


This LURE should outsell any other lure now on the market. 
AL. FOSS 
9512 Quincy Avenue Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnows 
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Weary Caddy (sotto voce)—*“That’s right, guv'nor, git on wiv 
n! Bless dear farver and muvver, an’ make me a good 
Amen!""——The Humorist (London. ) 


putter. 


eet drive may be a promise to pay 

—but a putt that sinks is cash in 
bank! Good golfers look to their work 
on the greens! Maybe it’s their putters! 
Here are five Burke models—all suc- 
cessful. Stock them—show them—and 
voull sell them. 


THE BURKE GOLF CO., NEWARK, OHIO 


Burke Golfrite 
Patter No. 8 
Well designed, 
slightly gooseneck, 
responsive to any 

touch. ° 












Burke Stainless Burke 
Steel Putter Hagen Putter 
No. 9 The copy of Sir 
A popular model, Walter's. A com- 
finely balanced, mon sense model 
non-rusting, confi- for ‘te speed 
dence-giving. 86. greens. $5.25. 

Burke Grand 
ee — Putter 
Broad flat base that : o. 91 | 
soles itself in- Upright lie, short 
stantly Gets re face, broad fiat 
sults 75 sole. AN enormous 

seller. $4.75. 
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Summer Sales 
Are Lively 


Because— 


Summer Humidity Has No 
Mercy for Any Neglected 


YOUR customers need Hoppe’s Nitro 
Powder Solvent No. 9 right now. Lots 
of it. Not only for cleaning their trap guns, 
target rifles and pistols after shooting, but 


Gun Bore 


also for cleaning all guns not in use. 
Hoppe’s No. 9 absolutely prevents rust. 

Tides idle guns safely through Summer’s 

damp time in heatless houses. 


shooting condition and resale 


Hoppe’s Oil and Grease 


Sell them these other necessaries 
For proper oiling of gun ac- 
tions, fishing reels, etc., and all heavy 
swabbing. 
Extensive 
Free counter display cases. 
jobbers. 


FRANK A. HOPPE, Inc. 
For More Than 20 Years the 
Authority on Gun Cleaning 


2314-H 


Philadelphia, Pa. 


national advertising. 


All 


North 8th Street 


Representatives: 


Ed. W. Simon Co., Inc. 
H. L. Bowlds, 


Retains best 


value. 





ae 


HOPPE 


UBRICATIN, 
OIL 





258 Broadway, New York 


Mason Opera House Bldg., Los Angeles 


, METALCRAFT 


TRACE MARK REG. U.S. PAT. OF 


Drastic cut in prices, 


sible 


combined 
Construction, 


made pos- 
production, 
with hi-quality Steel 
makes METAL- 


by increasing 


CRAFT PLAYONS the preferred 


line 


of children's vehicles. 


Samples or Catalog? 


METALCRAFT CORP. 


4215-23 Clayton Ave., ST. LOUIS 



































Electrical 
Clocks, 

Typewriters, etc., etc. 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 





For 


HARDWARE, SADDLERY 


and TOY TRADE 


Also for the manufacturers of 
Telephones, 
Registers, 

Special 


Bells, 
Recorders, 
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BY ORDER OF THE 
DIRECTORS IN LIQUIDATION 


ABSOLUTE PUBLIC 


AUCTION SALE 


VALUE $100,000.00 VALUE 
ENTIRE STOCK OF 


Hardware, Tools and Specialties 


FIXTURES, FURNITURE 


GOODWILL and LEASE 
OF 


JOS. F. MeCOY CO., Ine. 


157 CHAMBERS STREET NEW YORK CITY 
(VOLUNTARY LIQUIDATION) 


WEDNESDAY and THURSDAY 
JULY 21 and 22, 1926 


STARTING PROMPTLY AT 10 A.M. EACH DAY 
(Daylight Saving Time) 




















EVERYTHING WILL BE OFFERED | 
IN PIECEMEAL LOTS 





Send for Detailed Catalog 
SALE UNDER MANAGEMENT OF 


INDUSTRIAL PLANTS CORPORATION 


Auctioneers 
25 CHURCH STREET NEW YORK 
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Known as “The Ideal Tire Line 
for the Hardware Dealer” 


ECAUSE the efficiency and economy of Hartford manu- 
facture and distribution make it possible for a dealer to 
offer Hartford Tires and Tubes at attractive prices without 
sacrificing his own profits. 
Because there is a decided demand for Hartford Tires 
and Tubes. 
Because for 27 years, Hartford has been constantly improv- 
ing the quality of these products. 
Because there is a Hartford Tire and Tube definitely suited 
to the needs of every car and every service. 


Hartford Tires and Tubes are distributed by the lead- 
ing Hardware Jobbers of the country. There is one 
near you. Write us if you don’t know the name. 


HARTFORD RUBBER WORKS COMPANY 
1790 Broadway ; | New York City 
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239 West 39th Street, New York City 


GEORGE H. GRIFFITHS, GENERAL MANAGER 
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Coming—Next 
Week 


N the next issue of HARDWARE 

AGE will appear the first of an- 
other series on Builders’ Hardware 
by one of the most well versed men 
in the field, W. N. Thomas. His 
first article is entitled “Builders’ 
Hardware Door by Door,” and we 
earnestly request that you read 
this series and see that all of your 
clerks read it. It contains infor- 
mation that will prove of much 
value to you in the conduct of your 
builders’ hardware department. 

Remember, the _ series’ begins 
next week—Don’t miss it! 


What Readers Say 
About Us 


“We look forward for HARDWARE 
AGE and read each copy weekly. We 
think it the best paper of its kind.” 
(Signed) MEREDITH LUMBER CO., 

Annapolis, Md. 


“Am enclosing check for two years 
as we must have the HARDWARE AGB 
in our business.” 

(Signed) L. C. ORDWAY, 
The Richmond Store, 
Northfield, Vt. 


“Regarding HARDWARE AGB, we 
couldn’t get along without it, as we 
get plans and ideas that are worth 
many times the price of the paper.” 

(Signed) GEORGE E. HOBSON, 

Long Beach, Cal. 
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homes may 


trimmed with 


M°CKINNEY 


FORGED IRON 


 pamee IRON HARDWARE 4s it has 
been made by artists for many 
centuries is a subject of absorbing 
interest—but the history of forged 
iron hardware written in the sched- 
ules of the hardware merchants of 
America has contained many trials 
and tribulations. 


The advent of McKinney Forged 
Iron ushers in a new era in this fine 
hardware—of benefit to consumer 
and merchant alike. 


All McKinney pieces have more 
than beauty to recommend them. 
[n addition they show the result of a 
thorough knowledge of builders’ 
hardware requirements. 


No more anxious moments while 
awaiting made-to-order pieces—for 
McKinney Forged Iron has been so 
designed that stocks can be main- 
tained right in your own store. 


No more difficulties on the job— 
for McKinney Forged Iron is easily 
applied to all types of modern con- 
struction—Designed for use with 
modern locks. 


No more complaints about worn 
finishes or rusting a year or so after 
the job is completed—for McKinney 
has seen to it that an especially ef- 
fective rust-resisting treatment pre- 
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An unretouched photograph of 

the Heartdesign entrance handle 

set in Relieved Iron finish... 

The reproduction shows to some 

degree the exquisite texture of 
this fine hardware. 


cedes the final finish. And rigid tests 
have proved that each McKinney 
finish is capable of withstanding 
wear and exposure. 


Throughout the entire line of this 
artistic and practical hardware there 
are but two sizes of screw-heads 
used. A small open end wrench 
takes care of the complete applica- 
tion. Nothing is marred. 


McKinney has made it possible 
for you to enter into the Forged Iron 
Hardware business whole-heartedly 
and with enthusiasm. All the old 
standard difficulties have been elim- 
inated. 


And the modern force of National 
advertising is rapidly spreading the 
news that—even modest homes may 
be trimmed with McKinney Forged 
Iron Hardware. 


If you have not yet received the 
new McKinney catalog write at 
once—and then make your selection 
of samples. 


McKInNEY MANUFACTURING Co. 


Pittsburgh, Pa. 


Send This Coupon Today! 





Force Division 
McKunney Mee. Co., Pittsburgh, Pa. 


Kindly send me your Free Brochure on 
McKinney Forged Iron Hardware. 





Name ..... 


Address ...... 


Name of your Hardware Merchant 
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Business Needs 
More Than Mere 


Criticism 


Good Merchan- 


dising in 


Milwaukee 


VERY act, good or bad, has its critics. Criticism is met at every turn. It is 
part of man’s nature to criticize, to voice his disapproval of anything and 
everything that does not entirely coincide with his personal opinions. 


And—criticism has its merits. It arouses thought, provokes discussion, and 
often leads to betterment of conditions. It acts as a brake on things radical, 
harmful or wrong, provided, of course, that the criticism is constructive, and 
not destructive. 


However, as R. J. Atkinson, Director of the National Retail Hardware Associa- 
tion, told the Congress in Indianapolis, criticism alone is of little effect. ‘Faith 
without works is dead.” Criticism—no matter how constructive—is ineffective 
unless followed up by intelligent effort to correct the faults. 


Criticising present methods of merchandise distribution will avail very little. 
Howling about chain stores, mail order houses and peddlers will bring scant relief 
to the hardware retailers, unless there is intelligent concerted effort to better retail 
conditions. 


There are reasons for mail order success. The logical thing therefore is to find 
out those reasons and utilize them for individual retail success. There are rea- 
sons for chain store growth. Locate those reasons and use them to increase your 
own growth. There are reasons back of the peddling system. The Glorified Ped- 
dler-did not “just happen.” He is the outgrowth of some need, real or fancied. 


Get the facts and fill that need. 


Criticize if you must. Kick if you have a kick coming. But, don’t allow your 
criticism or your kicking to become chronic. The chronic kicker never gets any- 
where except in a football game, and the retailing of hardware is not a game; it is 
a business. 


The retail hardware trade is fundamentally sound. It is well organized. It has 
sufficient brains and brawn to intelligently tackle any problem, and fight it to a 
finish. Let’s sidetrack worry, and try work for a change. 


ro MILWAUKEE JOURNAL, in a recent analysis of the household appli- 
ance market for that city, says 

“As of January 15, 1926, 56,889 Greater Milwaukee families owned electric 
washing machines.” This represents 40.35 per cent of the total number of families 
in Greater Milwaukee. 


A year prior there were 44,680 families in the same area owning washing 
machines. In other words, 12,209 families in Greater Milwaukee purchased wash- 
ing machines between Jan. 15, 1925, and Jan. 15, 1926. 


During that same period 12,817 Greater Milwaukee families became owners 
of electric vacuum cleaners. Nearly 2000 families in the same area now own 
ironing machines. 


Some one in Milwaukee has seen an opportunity and has measured up to 
it. All of which leads us to observe that while Milwaukee does not differ funda- 
mentally from hundreds of other cities or districts, it evidently does differ from 
a great many in the calibre of some of its merchandisers. 











24 HARDWARE AGE July 8, 1926 


Harrison-Powell Co., St. Petersburg, 
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Special display cases were built for the electrical appliance department of Harrison-Powell Co., St. Petersburg, Fla. 

The business was founded in 1895 as a general store. It was then operated by J. F. and E. P. Harrison. In 1897 

W. P. Powell came into the firm. In 1906 a three-story brick structure was erected and the business then specialized 

on hardware, building materials and furniture. Present officers are W. P. Powell, president and manager of the fur- 

nituve department; J. F. Harrison, vice-president and treasurer; E. P. Harrison, secretary, and A. C. Siviter, manager 
of the hardware department 
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Another complete and well arranged department is that devoted to paints and varnishes. A high grade line of colors 


in oil has been carried for many years. Several carloads are sold each year in this compact department. The com- 
pany’s stock of enamels are also high grade and sold in large quantities. The complete hardware department of Har- 
yison-Powell Co. occupies the first and second floors of the main building. The builders’ hardware and supply depart- 
ment features well known lines of reliable goods. Five live-wire salesmen are busy at all times making estimates on 
jobs. Many of the large buildings in St. Petersburg were equipped by this firm. Window glass is purchased in car 
lots and keeps two or three glaziers busy at all times. 
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Exceeds $1,000,000 Mark in Sales 


OE hs 5 oe 


Mechanics’ tools is one of Harrison-Powell Co.’s most important lines. Only well known tools are sold and these under 
a strict guarantee or a replacement. The sales staff is shown behind one of the tool show cases. It is interesting to note 
that annual sales in 1895 were $12,000; in 1900, $51,563.50; am 1905, $76,529.35; in 1910, $104,159.35; in 1915, $298,577.87; 
in 1920, $449,885.69 and in 1925 the million dollar mark was passed with an annual sales totaling $1,576,153.38. Compare 
these five-year period figures and you quickly realize the stability of the trade territory served by this progressive firm 
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Garden tools are prominently displayed in a section devoted entirely to steel goods. Harrison-Powell Co. follows its 

general selling policy in this section also, handling only high grade, well known lines which can be safely guaranteed 

or replaced if necessary. Note the coils of garden hose, the hose reel, axe display rack and show case with cultivator 

parts. This gives the farmer and home gardener a veal opportunity to pick out the equipment he needs during the 

warm months of the year. Though not shown in any of these views, the sporting goods department is an important 

enterprise, with a golf spon le ios and expert fishing tackle men to offer sportsmen advice, service and worth-while 
suggestions. About 300 dozen golf balls are sold annually 
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Sellers Gets Them With Gloves 


Enterprising Ohio dealer, to attract his farmer trade, mails out 300 left hand 
cotton work gloves with an invitation to drop into the store during 
the following week and receive the mate gratis 


someone else, the recipient has every reason 

to feel hurt or even insulted. However, 
Stanley M. Sellers, manager of the J. W. Lingo 
Hardware Co., Lebanon, Ohio, gave out a lot of mit- 
tens and everyone seemed quite happy about it. 

Mr. Sellers wanted to get his farmer customers 
and prospective customers into the store so he could 
talk over their needs for the coming spring farm 
work. Accordingly he mailed out 300 left-hand 
cotton work gloves, such as most hardware stores 
carry in stock regularly, to as many farmers. Inside 
of each glove was tucked the following circular: 

“We have the mate to this glove and it’s yours 
for the asking—during the week of March 15-20. 

“Frankly, we are doing this to get you to come 
in and see us. If you don’t want to buy a thing we 
want to see you just the same during Better Farm 
Equipment Week. 

“We are firmly convinced that at least one of the 
problems of the farm is the cost of production, and 
that better and larger units of equipment will help 
reduce the cost. We want to show you what we 
have for that purpose. 

“That Better Farm Equipment Week will be worth 
while to you we shall make a special cash discount 
on all implements, harness and stoves in our stock, 
or exchange implements for corn as we have pre- 
viously offered. We shall be looking for you — 
come.” 

During the week specified over one-half of the 
gloves were returned for mates or in other words, 
the stunt brought over 150 farmers into the store. 
No record was kept of the sales made 
to those coming in for gloves ‘but Mr. 
Sellers states that in the majority of 
cases some purchase 
was made and above 
everything else it 
gave him the desired 
opportunity to talk 
over future needs. 

It has been the ex- 
perience of most hard- 
ware dealers that the 
average farmer, who 
comes into town but | 
seldom, is extremely 
loath to sever his con- 
nections with the hard- 
ware dealer. He pre- 
fers to buy all of his 
necessities from one 
store and for this rea- 
son every effort made 


()) someone when one “gives the mitten” to 
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Sellers mailed out 300 left hand cotton work gloves, inside of 
each of which was an invitation to drop into the store during 
the week and receive the mate 


to secure the good will of the farmer trade will be 
repaid many times over in their continued patronage. 

It has also been the experience of hardware retail- 
ers that the farmer is NOT a hard man to sell. On 
the contrary, particularly at times when crops are 
good he is always glad to heed the suggestion of the 
progressive merchant who points out ways of making 
his ardous task of farming easier. The farmers of 
today are not the type pictured in the comic cartoons. 
They are business men, and are coming more and more 
to appreciate the importance of modern, up to the 
minute equipment. 

On more and more farms the tractor and other self- 
propelled machinery is becoming the usual thing. 
Years ago a farmer would rise long before dawn and 
toil in the boiling sun all day until well after night- 
fall, and even then his tasks are not completed. 
Modern equipment has relegated this condition into 
the limbo of the past. Today he regards it as a reflec- 
tion on his ability as a business man and on his 
general intelligence to submit to the obsolete methods 
that made life of his father and his grandfather some- 
thing that could not be looked forward to with envy. 

The farmer’s wife is also a sales prospect who is 
well worth cultivating. Conditions in the home have 
not quite kept pace with those on the farm itself. 
Only within comparatively recent years has labor 
saving equipment been recognized as an essential part 
of the farmer’s household. Many farms today are 
equipped with the electric current, either from some 
central station or by means of 
an individual self-sustained 
plant. 

Address some of your pub- 
licity, circular letters and local 
newspaper advertising directly 
to the farmer’s wife, 
it will pay. Point out 
how modern equipment 
not only makes the 
daily household tasks 
easier but promotes 
health and happiness in 
that they enable her to 
obtain recreation that 
otherwise would be re- 
served exclusively for 
her sisters in the city. 
If you will encourage 
the farmer’s wife to 
the use of labor saving 
devices she will become 
a regular booster for 
you and your store. 
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Two sections of a wall case in the store of the Conde Hardware Co., Sterling, Ill., which are given over to various items 
of sporting goods when they are seasonable 


Handling Sporting Goods the Year Around 
Boosts Business for Conde Hardware Co. 


goods extensively, according to C. J. Conde 

of the Conde Hardware Co., Sterling, IIl., is 
the fact that it is an all-the-year-around proposition. 
This statement may sound a little odd to the dealer 
whose activities in the sporting goods field are lim- 
ited to a small line of fishing tackle or guns or some 
other single line. However, Mr. Conde is convinced 
that if a store can sell one line of sporting goods it 
can sell all others and his stock includes in the 
proper seasons golf, football, hockey, basketball and 
many other items of sport paraphernalia. 

Up until about five years ago the Conde store did 
not carry any sporting goods at all but contented 
itself with sticking to the regulation staple hard- 
ware items. Through the insistence of the jobbing 
house salesmen who called upon him, Mr. Conde 
was persuaded to add sporting goods and go after 
the business in competition with the cigar stores of 
Sterling, all of which carried fairly complete lines. 
Mr. Conde felt that he would perhaps be at a disad- 
vantage as the cigar stores always had a crowd 
hanging around them and it seemed to be his prob- 
lem to attract that same crowd to his hardware 
store. He soon discovered, however, that the cigar 
store crowd was largely a bunch of loafers, with 
little or no money to spend, who talked much and 
bought little. His real customers he has developed 


‘k- main advantage in handling sporting 


among the schoolboys of town and the young men 
regularly employed, two classes that the cigar stores 
rarely saw. 

In order to strengthen his following among the 
school boys, Mr. Conde has cultivated the coaches of 
the various high school teams. As an example of 
the direct benefit of this acquaintance, this spring 
when the track coach instructed about fifty boys to 
get running shoes, Mr. Conde offered to procure the 
entire lot at one time at a rather slender margin of 
profit, his idea being that he could well afford to as 
the shoes were taken by the boys and paid for as 
soon as they arrived at the store and before Mr. 
Conde had even paid for the shipment. Each boy had 
to call at the store for his shoes and this resulted in 
many additional sales, so that the transaction as a 
whole was decidedly profitable. 

While it is to be admitted that any single line of 
sporting goods is highly seasonable, there is al- 
ways some particular line in season. At the pres- 
ent time fishing tackle is perhaps the best seller, 
although Sterling is not at all in a “game fish” ter- 
ritory. The tackle season runs for about six months 
during which time a stock that averages around 
$150 turns better than four times. Mr. Conde’s an- 
nual sales of all sporting goods items will approxi- 
mate $5,000 and the stock investment never exceeds 
$600 at any one time. 
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UNE in on the activities of your local Boy Scout organizations. Their annual summer camping 

equipment will include radio apparatus, axes, knives, rope, tools, tents, camp furniture, camp cook- 

ing outfits, heavy duty table ware, first aid kits, heavy blankets, canoes, bathing suits and countless 

other lines which are or should be featured in your window displays at this time and mentioned in your 

current advertising. Be a friend to these Boy Scouts and they will look to you when buying their 
camping supplies. 
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The Scooter Races Will Help the 
Sale of Wheel Goods 


By Thos. B. Bartlett, Manager Toy Department 
The Williams Hardware Co., Clarksburg, W. Va. 


HAT the kids are looking for is action. They 

\ \ have lots of surplus energy that has to be 

worked off in some way. The hardware mer- 
chant has to cater to the kids to build up a future 
business, and, putting the two together, why 
shouldn’t a scooter race make a desired combina- 
tion? 

On Saturday, May- 22, the Clarksburg Telegram 
staged a scooter race in cooperation with a group of 
enterprising Clarksburg merchants. And the leading 
hardware stores were the first ones to encourage 
this race. It was a well advertised and planned 
arrangement, and the prizes consisted of cash cer- 
tificates redeemable for merchandise at any of the 
stores participating in the race. 

This race was open to both boys and girls. And in 
order to classify the contestants the Telegram ran 
entry coupons like this in the paper each day: 





Telegram “Scooter” Race 


ENTRY COUPON 


Bring or Mail This Coupon to the 
Telegram Office 
Please enter my name in The Telegram Scooter 


Race, Saturday, May 22. Race to be held on 
Chestnut St., Between Pike and Mulberry. 


See ee Scooter 
es ie esi Velocipede 
suis, Coaster Wagon 


ae ae Sidewalk Cycle 
Check the vehicle 
you will use. 











Although this was called a scooter race, it went 
so far as to take in the whole line of wheel goods. 
So there were scooter, wagon, velocipede and side- 
walk cycle races. By covering the whole line, it gave 
the dealer a chance to advertise, display and sell the 
whole line. In order to make this race effective each 
dealer who entered this promotion had a nice win- 
dow display of wheel goods the week before the race 
was pulled off. 

By using this entry coupon the classifications were 
easily made. This race was open to all boys and 





A compact window display of wheel goods in the Newlon 
Hardware Co. store at Clarksburg, W. Va. 
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girls between the ages of 4 and 12 inclusive. Six 
different races were arranged. There were so many 
contestants in some of the races that they had to 
run several preliminary races before the final. One 
scooter race was for children between 6 and 8 years 
of age. Another scooter race was for those between 
the ages of 8 and 10, and a third scooter race was for 
those between 10 and 12 years of age. There was one 
velocipede race for those children between 4 and 
6 years of age. The fifth event was a sidewalk cycle 
race for the children from 6 to 8 years of age. And 
the final and sixth race was the coaster wagon race 
for the children between the ages of 6 and 8 years. 
All the kids were enthusiastic, excited and full of 
pep. Those who won a certificate will have a lot to 
talk about for some time, and those that did not win 
will look forward to another scooter race. 
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There is a fine chance in each town for a stunt 
just like this. The hardware dealer who handles 
wheel goods should line up the other merchants and 
put one on under the retail merchants association 
and let each merchant contribute a prize of some 
sort. If not this, why not the county fair for a 
scooter race as the children’s day attraction. There 
are many ways in which this stunt can be put over. 
This is a wonderful opportunity for the live hard- 
ware dealer to build up a nice kids’ trade on wheel 
goods as well as other merchandise. 

The Newlon Hardware Company kept a line of 
wheel goods in their window the week before the 
scooter race. 

The kids from 8 to 10 getting ready for the first 
heat. There were three heats in this race and the 
final race was between the first, second and third. 





FTER hearing the ex- 
A pressions of opinion 
from various dealers, 
especially those in the small- 
er towns, on which it is 
possible to hold credit sales 
down to a 30-day basis or 
whether more than 10 per cent 
can be obtained as the down 
payment on the instalment plan, it is indeed refreshing 
to hear of a dealer who has solved his credit prob- 
lems to his everlasting satisfaction. Most dealers 
seem to feel that they are forced by competition to 
grant ruinously long credit terms, and it is only a 
question of how far they can go and still stay in 
business. 

J. C. Wade, of Wade and Dawson, hardware deal- 
ers at Monroe City, Mo., on the other hand takes the 
position that credit in any form, either short or 
long terms, is absolutely unnecessary. Mr. Wade is 
frank to admit that he did not always believe this, 
and it was only after a practical demonstration in 
his own store that he became convinced that a strict- 
ly cash business was not only possible but also 
highly profitable. 

The Wade and Dawson hardware store is no differ- 
ent from hundreds of other hardware stores scat- 
tered over the country. It is located in an agricul- 
tural town of about 2000 population, carries from a 
$16,000 to $20,000 stock, has an annual sales volume 
of about $65,000 and has been in existence 20 years. 
For the first 16 years it did the same as most other 
similar stores—extended credit in a rather free and 
easy way, 6 to 12 months usually, according to the 
wishes of the customer rather than the firm’s. 

In 1922, at inventory time, a situation had devel- 





J.C. Wade 


Wade Is Sold on a Cash Basis 


Enterprising Missouri Dealer and Vice-President of the Missouri State 
Association Tells Why He Is in Favor of the 
“Sell for Cash” Idea 


oped that had become unbearable and nearly un- 
solvable. The boom days of 1920 were well over, 
collections were terrible and the annual checking 
up found the store with over $9,000 outstanding in 
open book accounts—an amount that was nearly 
60 per cent of their entire stock. Of this amount 
$600 was hopelessly uncollectible and a good share 
of the balance none too certain. Mr. Dawson insisted 
that he wanted his profits represented by cash in 
the bank and not accounts scattered around the 
territory and that the store must adopt a cash sales 
policy. Mr. Wade was equally insistent that it 
couldn’t be done, that it would mean a sacrifice of 
their sales volume and ultimate ruination of the bus- 
iness. Mr. Dawson’s comeback was that the business 
was fairly well ruined by the credit plan, and after 
16 years of it they might as well finish the job by 
trying the cash plan for a year. 

Mr. Dawson won the argument, and the first of 
the following month saw the inside of the store 
plastered with large cards announcing the change, 
while newspaper advertisements and circular letters 
explained in detail that the store was forced to make 
the change and why. Much to Mr. Wade’s surprise 
the vicissitude caused no appreciable difference in 
their sales volume or in their customers’ attitude 
toward the store. Farmers who had been in the 
habit of paying their bills when they got ready took 
the announcement of the change at its face value 
and did not even ask for credit, paying cash with 
no comment. Some of the older customers, who 
seemed to take a personal interest in the store, even 
congratulated the partners on the wisdom of the 
move and expressed surprise that it had not been 
made before. 
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The above photograph of the builders’ hardware display room of the Samuel McKnight Hardware Co., Pittsburgh, 


Pa., is secluded and the stock is so arranged that the buyer can concentrate upon the merchandise under discussion 


Advertising Builders’ Hardware 
in the Right Way 


Pacific Coast Hardware Merchant Says Builders’ Hardware 
Must Be Placed on Basis by Itself So That It Is 
Distinct Store Department 


properly handled,” according to M. A. Hanna 

of the Spokane Hardware Co., Spokane, Wash. 
By “properly handled” he means that it should be in 
the hands of men who know the line, of men who 
know how to sell it, who know how to read blue 
prints and also how to get the right prices for the 
goods they sell. 

In the opinion of Mr. Hanna one of the most im- 
portant things for the hardware merchant to do if 
he hopes to be successful with builders’ hardware 
is to place the line on a basis by itself so that it is 
a distinct department of the store. A competent 
builders’ hardware man should be in charge. After 
this has been done and the right outside salesmen 
have been put on the job, it is necessary to adver- 
tise, consistently and in terms that mean something 
to the average man who doesn’t know anything about 
builders’ hardware. The right kind of advertising in 
the newspapers, in local business and fraternal asso- 
ciation papers, in programs of social and athletic 
events and by direct mail, window displays, cata- 
logs, etc., is half the battle, Hanna believes. 

The most valuable type of advertising, he says, 
is to advertise some new building or residence being 
erected when it is nearly completed; that is, of 
course, provided you have the builders’ hardware 
contract for that building. A good deal of the Spo- 
kane Hardware Co. builders’ hardware advertising 
is of this type. 


B prec hardware is “a profitable line if 


It can well afford to do this. During the past 
five or six years it has furnished the builders’ hard- 
ware on practically all State and county buildings 
in and around Spokane—buildings such as court 
houses, public schools and state institutions. By 
showing photographs of these buildings, one at a 
time as they were completed, in their advertise- 
ments, and by stating that the Spokane Hardware 
Co. has furnished all of the builders’ hardware it 
not only couples up the Spokane Hardware Co. and 
builders’ hardware generally with a new building, 
but it also inspires confidence. 

It is only natural that people should think of the 
Spokane Hardware Co. when they want builders’ 
hardware. The State government buys from the 
Spokane Hardware Co. Practically all of the large 
office buildings and many of the finest residences 
in and around the city have been supplied with 
builders’ hardware by this firm. Certainly, people 
are likely to reason, this firm must know its busi- 
ness. It can afford to carry a good line at reason- 
able prices. So this kind of advertising has been 
a developer of new business in other departments 
of the company as well. 

Hanna calls it specific advertising; tying up 
your line with some one specific thing that every- 
body knows about. The firm also does this same 
kind of advertising in the moving picture houses 
in Spokane and in the adjoining towns. 











32 HARDWARE AGE 





July 8, 1926 


“The Moscow Plot” 


By Saunders Norvell 


LONDON, ENGLAND, June 10, 1926. 
YEAR ago after visiting England, I wrote sev- 
A eral articles in the HARDWARE AGE on Soviet 
Russia, emphasizing their efforts to break 
up the “Capitalistic Forms of Government.” I re- 
ferred particularly to Russian Government, wealth 
and propaganda. I stated then that there was no 
more interesting undercurrent in political and in- 
dustrial history than the drama then being enacted 
between Soviet Russia and England and England’s 
Colonies and influence in India, Egypt and China. 


;* * * % 
' 


Some of my good friends, after reading these arti- 
cles, wrote me good-naturedly that I was “seeing 
things.” Several were very humorous in their criti- 
cisms. One very prominent and wealthy American 
wrote me several long letters stating that my articles 
would do a lot of harm and that I clearly did not 
understand the aims and purposes of the Russian 
Soviet Government. 

* % * 

On the ship coming over I sat next at table to 
an American mining engineer just returning from a 
year in Russia to report to his English employers. 
He confirmed all I have written before. He also 
gave me some most interesting information on Rus- 
sian methods. They have a branch of the Govern- 
ment called the “TCHEKA.” If one goes to Russia 
on business, you report to this office. If they do not 
O.K. you after a most searching investigation, you 
cannot do anything—all doors are closed to you. 


* * * 


However, upon my arrival in London, I read The 
Daily Mail of June 9, 1926. Its leading editorial and 
articles confirm so fully what I wrote a year ago 
that I cannot better inform the intelligent readers 
of the HARDWARE AGE than by clipping and repro- 
ducing these articles. 

& ¥* % 

Several leading American papers since the be- 
ginning of the General Strike have stated that the 
Moscow Government had very little or no influence 
on the English strike—that it was purely and only 
a question of miners’ hours and wages. I invite 
their attention to the following articles. 

Headline across entire top of The Daily Mail: 
MR. COOK HELPS ON THE MOSCOW PLOT. 
THE SOVIET PLOT AGAINST ENGLAND. 
The “informal conversation” between the repre- 
sentatives of the British colliery owners and the 
miners’ leaders last evening came to nothing. No 
one had ever expected any other result in view of 
Mr. Cook’s and Mr. Smith’s constantly repeated 

“Never! Never!” speeches. 

The failure of this step to secure peace will fill 

Moscow with glee and fit in admirably with Mos- 


cow’s plans for the ruin of Britain, on which inter- 
esting light is shed by a Reuter telegram from Mos- 
cow. It tells how the Bolshevist official Tomsky has 
just addressed a “plenary sitting of the General 
Council of Soviet Trade Unions” on the defeat of 
the British general strike. It need scarcely be said 
that under the Soviet régime there is no such thing 
as an independent trade union. There never has 
been since Lenin and Trotsky seized power. The 
Russian “trade unions” are the servants and pup- 
pets of the Bolshevist Gevernment which exercises 
complete control over them. 

If there had been any doubt on the subject it was 
removed by Tomsky’s report last February in which 
he announced that strikes in Russian State under- 
takings are forbidden and that Russian “trade unions” 
must have none but Communist leaders who are bound 
to obey the Government. 

The Bolsheviks are masters of the art of camou- 
flage. Nothing is easier than to create a State de- 
partment, call it “General Council of Soviet Trade 
Unions” and pay in money to its credit in the Soviet 
Government Bank. All that is needed is an order to 
the secret police and the thing is done. If anyone 
makes trouble so much the worse for him. The sec- 
retary of the All-Russian Printers’ Union, for at- 
tempting to tell a British Socialist Member of Par- 
liament the truth about the fashion in which Rus- 
sian trade unionists were treated by the Bolshevist 
authorities in 1920, spent several years in prison 
and had finally to seek safety in exile. By the offi- 
cial statistics there were on June 1, 1925, 89,000 
persons in prison or exiled from Russia for political 
offenses, and among these are numerous trade union- 
ists. 

In fact it can be said that the Russian “trade un- 
ions” are only called trade unions for the purpose 
of deceiving British trade unionists and also for the 
purpose of tricking the British people and Govern- 
ment. There is no sort of freedom for workers in 
Russia today—certainly no freedom of speech. Such 
newspapers as exist are allowed to print nothing 
but what the Soviet approves. The country is 
muzzled. 

In the report of his Moscow speech Tomsky an- 
nounces that his puppet, “General Council of Soviet 
Trade Unions,” has issued a manifesto. It lays “the 
responsibility for the defeat of the British general 
strike not only on the moderate leaders of the Labor 
Party, but still more on the British Trade Union 
Council’s left wing, as having capitulated. The Bol- 
sheviks, in other words, are disappointed not only 
with the moderate British Socialists but also with the 
British extremists. Their collapse (after so many 


boasts and promises) is described in the manifesto 
as ‘a partial defeat of the entire international prole- 


tariat.’ ”’ 
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But though the extremists in England have failed 


them for the simple reason that England is much | 


too strong for them and has a will and soul of her 
own, the Bolsheviks have not lost hope. Toward the 
end of his speech Tomsky shows his hand. He 
hopes now to use the miners in their country to do 
more slowly the work which the general strike was 
to have done rapidly. He appeals for “a close con- 
nection between trade unions in Soviet Russia and 
Great Britain in the common struggle for united, 
active and international support for British miners.”’ 
He calls for a joint effort in which all the strength 
of Bolshevism is to be used to bring about world 
revolution, a revolution which is to begin in Eng- 
land. 

In the land of make-believe, which is what Russia 
is at the present time more than ever in the past, 
everyone knows that the Russian “trade unions” are 
under the thumb of the Moscow Communists. As 
for their contributions to maintain British strikes, 
M. Andreieff, chairman of the Russian Railwaymen’s 
Union, in a speech which he ventured to make last 
August, explained precisely how these were exacted. 
He declared that the “workers are compelled by the 
Government to become members of State organiza- 
tions such as associations for promoting aerial or 
chemical warfare or for international support of 
revolutionary parties” and that in this way 10 to 
12 per cent of their meagre pay was often forcibly 
taken from them. That is what the Soviet under- 
stands by “making a collection.” It is made with 
the help of the secret police and with the Tcheka 
prisons in the background. 

Never before in history has a foreign Govern- 
ment attempted to intervene in a British industrial 
dispute by sending huge sums to prolong the stop- 
page of work. The action of the Soviet in shower- 
ing this money on England is an outrageous abuse 
of all principles of international relationship and is 
a most grave infraction of the Anglo-Russian Treaty 
of 1921. It should be stopped at once.” 

“MINERS’ LEADERS BLANK REFUSAL. 
NEVER, NEVER, NEVER! 

M.P.s AND THE MOSCOW GOLD. 
DEMANDS IN THE HOUSE TOMORROW. 
CLEAR OUT ALL THE BOLSHEVIKS 

Today is the fortieth day of the British coal stop- 
page. 

The miners’ leaders, yesterday, at 2 meeting with 
the officials of the Mining Association, the owners’ 
organization, reiterated their blank refusal to dis- 
cuss the possibility of coal peace negotiations on any 
terms other than their own. Not a penny off the 
pay, not a second on the day. 

The never-never speeches by Mr. H. Smith, the 
president of the Miners’ Federation, and Mr. A. J. 
Cook, its secretary, had not led anyone to expect any 
other result. 

Meanwhile the news of the continuance of the 
coal stoppage will be received with great satisfac- 
tion by the Moscow Bolsheviks who are financing 
the British Miners’ Federation to keep the industry 
closed down so that they may strangle Britain’s coal 
trade and industry in general, grab orders them- 
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selves and also keep the British miner out of his 
job. 

Further details of the Bolshevist plots, just re- 
ported from French, Italian and Greek ports, show 
that orders for Bolshevist instead of British coal 
are coming in rapidly. With the aim of capturing 
still more markets and lessening the British miners’ 
chance of work when the stoppage ends, the Soviet 
Government has appointed a commission to consider 
ways and means of increasing its own coal output. 

Important questions will be put up in the House of 
Commons tomorrow with regard to the distribution 
of Moscow gold in Britain. 





M.P.s’ DEMANDS 
“RECOGNITION OF RUSSIA MUST BE WITH- 
DRAWN.” 


By the Parliamentary Correspondent. 

The Government will be given an opportunity to- 
morrow of making a full statement on its attitude 
toward the Moscow plotters who are devoting every 
ounce of their energy and every rouble on which they 
can lay their hands to prolong and increase the in- 
dustrial troubles of Britain with the aim of bring- 
ing the country to the standsill at which they have 
aimed for so long. 

Notice was given last night by Commander Oliver 
Locker-Lampson, M.P. (C., Birmingham, Hands- 
worth) of two questions to the Home Secretary for 
answer tomorrow. In one he asks for the immediate 
publication of the documents seized last summer in 
the police raid on the headquarters of the British 
Communist Party. 


THE MOSCOW GOLD. 


In a second question the Home Secretary will be 
asked what is the attitude of the Government toward 
the payments made to the Miners’ Federation from 
Russia during the present coal stoppage, and will 
be pressed to give the House of Commons the fullest 
information at his disposal regarding the various 
money transfers which have taken place both in 
connection with the recent general strike and the 
coal stoppage. 

Among many other Conservative M.P.s who are 
taking up the whole of this quéstion vigorously with 
the object of securing firm action by the Govern- 
ment may be mentioned Sir Philip Richardson, Col. 
John Gretton, Sir Henry Page Croft and Sir Wil- 
frid Sugden, but it is probably not an exaggeration 
to state that a substantial majority of the Govern- 
ment’s supporters shares their anxieties. 

A number of Cabinet Ministers are also strongly 
in favor of firm action, but throughout the tenure 
of office of the present Government it has been made 
clear on numerous occasions that the department 
which has invariably prevented action from being 
taken is the Foreign Office. 


M.P.s STATEMENT 


In support of his view that the time has now come 
when the industrial recovery of Britain is depen- 
dent on its riddance of the whole of the Soviet plot- 
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ters now resident there, Commander Locker-Lamp- 
son made the following statement to me last night: 

“The Daily Mail is to be congratulated, not mere- 
ly upon its stand for freedom during the general 
strike but also for its battle now on behalf of lib- 
erty in England from the Moscow menace. 

“It is monstrous that after years of war during 
which we were able to prevent a single enemy 
soldier or sailor from landing upon our shores 
we should in peace time have invited a far dead- 
lier foe—the Bolshevik—to lodge in our house and 
with his stolen gold to work for the destruction 
of our Empire at its heart. 

“Although the Soviet had murdered and robbed 
our nationals it was affectionately recognized by 
our Labor Government, and this premium upon 
fraud and faithlessness has merely enabled Mos- 
cow ‘diplomatically’ to pour into the country 
agents septic with hatred and guile. 


SOVIET SHEKELS 


“Recently Communist headquarters were raided 
in London, and if only the documents then seized 
were published it would be clear to all the world 
that for years official Communism in England has 
been nourished by the shekels of the Soviet. Now 
further money is being sent from Russia to sup- 
port the miners during the lockout in England. 

“In itself it may be a laudable act for miners 
in one country to support miners in another, but 
how can it be supposed that the impoverished 
hewers of coal in the Donetz basin, mere starving 
helots, can possibly spare their few debased 
roubles to help anyone in England! 

“Obviously the money sent over is political in 
its origin and anarchical in its purpose. The Soviet 
cares as little for the miners in England as it did 
for the moujiks it shot down in thousands for 
corn or for the priests it murdered in Kiev be- 
cause they feared God. 


FOREIGN PESTILENCE 


“Its sole object is to destroy the fabric of En- 
glish society and order upon which the livelihood 
of every miner depends. 

“T feel with other M.P.s so strongly upon this 
matter that we intend, if permitted, to raise the 
question in the House this week, and come what 
may we shall spare nothing to expose this foreign 
blight and pestilence. 

“Let there be no illusion any longer: The 
recognition of Russia must be withdrawn; her 
plague parasites must go from Chesham House 
and Arcos; and Moscow must no longer masquer- 
ade in our midst as the miner’s friend.” 


% * % 


“TOMSKY AND THE MINERS. 
MOSCOW HELPING THEM IN A COMMON 
STRUGGLE. 

Moscow, Tuesday. 


At a plenary sitting of the General Council of Soviet 
Trade Unions yesterday Tomsky declared that: the de- 
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feat of the British general strike had not altered the 
task of the Anglo-Soviet Unity Committee, whose 
existence had been fully justified by recent events. 

He announced that the General Council had issued 
a manifesto to workers in all countries laying the 
responsibility for the defeat of the general strike not 
only on the moderate leaders of the Labor Party but 
still more on the British T. U. C.’s Left Wing as hav- 
ing capitulated in spite of the great influence it 
possessed. The result, he added, was a partial defeat 
of the entire international proletariat. 

Commenting on the attitude of indifference adorted 
by the Amsterdam International toward the British 
general strike, Tomsky remarked that the Soviet trade 
unions were appealing for closer connection between 
trade unions in Soviet Russia and Great Britain in 
the common struggle for united, active and interna- 
tional support for the British miners. —Reuter. 


ae a 


“REDS GRABBING BRITISH MARKETS. 
MOSCOW’S PLOT TO PROLONG MINES STOP- 
PAGE TO GET ORDERS FOR RUSSIA. 


The deeper the Bolshevist plot against British indus- 
try and trade is probed, the greater its ramifications 
and the more audacious its intentions are found to be. 

The Soviet diplomatic institutions, the Russian 
trading organizations and the crowd of people who 
represent themselves as company directors or man- 
agers, most of whom have never until now been sus- 
pected of being in the revolutionary movement, are 
all flagrantly ignoring the bond given to the British 
Government that as long as they are permitted to 
remain in Great Britain they will not play Moscow’s 
game. 

With utter contempt for the British authorities and 
for pledges, money is flowing from Moscow to London 
so that the miners’ stoppage may be prolonged until 
all industry is ruined and to finance the agents ap- 
pointed to foment revolution among the unemployed 
workers. 

The Daily Mail has exposed another motive behind 
the lavishness of the Soviet and the Moscow Interna- 
tional. It is hoped to keep the miners from working 
as long as possible so as to commit treachery against 
them by seizing the British export markets and hand- 
ing over their legitimate employment to the Russian 
miners. 


SELLING STOLEN OIL 


But another and equally impudent aspect of the plot 
is revealed by an official Soviet publication, Kooper- 
ativnaya Zhizn, dated May 29, which reached London 
yesterday. In it Friedman, the vice-president of the 
Soviet Oil Department, who visited Great Britain last 
month, declares that every effort must be made to 
utilize the stoppage of coal production for the expan- 
sion of the Russian oil trade. 

The authorities are understood to be paying particu- 
lar attention to the Soviet Oil Department, which is 
known in London as Russian Oil Products. Part of 
the plan of this organization is to disguise itself as a 
British company and in Glasgow and other industrial 
districts it is assuming the name of the towns for its 








‘Sas 


July 8, 1926 


trading branches. Information has also been received 
from Moscow that the latest move is to form a British 
syndicate to take over the whole distribution of the 
Soviet oil and petrol, which is almost entirely produced 
by confiscated British capital and plant, so that the 
Russian taint may be concealed from prospective 
buyers.” 


“MR. COOK SMILES” 
OWNERS’ REPORT OF MEETING WITH MEN’S 
LEADERS. 


The meeting between the officials of the Mining 
Association and those of the Miners’ Federation yes- 
terday lasted three and a half hours. The following 
official statement was afterward issued on behalf of 
the owners: 

“In his letter to Mr. Herbert Smith, Mr. Evan 
Williams, president of the Mining Association, re- 
minded the miners’ leader that the stoppage in the 
coal industry must be terminated at some time by 
negotiations between those engaged in the industry 
and suggested an informal meeting between three 
or four members of each body to see whether any 
progress could be made toward a resumption of such 
negotiations. 

“The owners sought this interview in the hope of 
discovering some ground upon which an agreement 
might eventually be based. They were therefore 
prepared to discuss the whole question as an open 
situation with the sincere desire of arriving at a 
satisfactory and lasting settlement within the 
economic ability of the industry. 

“The miners’ representatives made it clear that 
they were not disposed to move from the position 
they had taken up all along. In the circumstances 
the owners conclude with regret that there appears 
to be no immediate hope of carrying the matter any 
further. 


NO COMMON GROUND. 


“The Press Association understands that the 
owners found it very difficult, owing to the challeng- 
ing attitude adopted by the miners’ representatives, 
to carry on discussions with any degree of patience. 
It was impossible even to find common ground. 

“Mr. Herbert Smith proposed the artificial rais- 
ing of the prices of inland coal for the home market. 
Mr. Evan Williams asked him how many pits he 
thought would be able to start even if this ex- 
traordinary course could be followed and wages and 
rates remained unaltered. Mr. Smith replied, ‘Some- 
thing over 50 per cent.’ 


EFFECT ON EXPORTS. 


“It was then represented to him that this would 
mean that approximately 500,000 of his men in the 
exporting coal fields would be permanently unem- 
ployed. He said in effect. ‘We cannot help that; 
they must get what exports can be got. If they 
cannot get the trade at competitive prices, then 
somebody must come along with a subsidy.’ 

“The representatives of the miners urged that 
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there must be a selling combination. They stated 
that they must have a voice in the sale of coal and 
they wanted to join with the owners in setting up 
what would mean a monopoly. 

“In reply to a question as to what they thought 
would be the effect of such a move on other indus- 
tries, particularly on the steel industry, which de- 
pends on cheap coal, they said in effect that they 
were not concerned with carrying on other indus- 
tries. 

“Mr. Cook left the meeting smiling.” 


* * * 


2,720,000 OUT OF WORK IN BRITAIN. 
TOTAL OF UNEMPLOYED 1,600,000 MORE THAN 
BEFORE THE STRIKE. 

LAST NIGHT’S FIGURES. 

MORE THAN 1,600,000 PERSONS ON REGISTERS 
EXCLUSIVE OF MINERS. 


The Ministry of Labor last night announced that, 
exclusive of miners, there were 1,614,200 persons on 
the unemployment registers on May 31. 

According to the last available official figures there 
were 1,107,129 persons employed in the mining indus- 
try on April 24, a week before the stoppage. 

The total number of persons now out of work is, 
therefore more than 2,720,000. 

On May 3, the day before the general strike began, 
the total number of unemployed was 1,105,916. 





Official Worrier for County 


ORRY and curiosity are supposed to have 

\ \ killed a cat. The Kalamazoo Rotary Club has 

an Official Worrier, to do all the worrying for 
the club members. The Scarsdale Supply Co., Scars- 
dale, N. Y., in its monthly bulletin, The Home News, 
comments on this Michigan activity, and suggests a 
County Worrier for Westchester County. The item 
reads as follows: “* 

“When Llew S. Soule, editor of HARDWARE AGE, 
visited the Scarsdale Rotary Club a week or two 
since, he told of -a novel idea used by the Rotary 
Club of Kalamazoo. , 

“This club has an Official Worrier. When any. mem- 
ber arrives at a meeting looking blue or worried or 
sour on life, he is steered gently but very firmly to 
the little table where sits the Official Worrier, and 
there he is required to unburden himself. Thus the 
member gets rid of his worry, and as the trouble is 
hardly personal to the O. W., and his ear, while 
sympathetic, is not a one-way affair, he finds no diffi- 
culty in assuming the burden of worry. So every- 
body is relieved and life can go on more merrily in 
Kalamazoo. 

“We are providing in the new county charter for 
an Official Worrier for every village in the county. 
We could contribute quite a volume of worry our- 
selves, what with all the fall-downs and slip-ups that 
can occur, despite our best efforts, in the running of 
a business of so many details as ours.” 
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Toy display in the store of H. W. Morse at Meriden, Conn., showing a large number of small items which Mr. 
Morse says are always in demand. 


Small Toys Are Always in Demand, 
Says H. W. Morse of Meriden, Conn. 


Morse, hardware merchant of Meriden, Conn. 

The entire second floor of the Morse hardware 
store is devoted to toys of all kinds. “Toyland” is 
the name given this section. You are invited to visit 
Toyland all year round if you read the Meriden 
papers or enter the Morse store. Annual sales of 
toys average about $25,000 at this store, which is 
said to have the second largest retail toy department 
in the New England States. Toys entered this store 
in 1917. The first year sales amounted to $2,000. Two 
years later the gross sales were $7,000, and so it 
climbed until, today, Morse is known as a big man 
in the toy business of his section. He is also a past 
president of the Connecticut Hardware Association 
and its present treasurer. 

“There is an all-year demand for the many small 
toys we handle,” Mr. Morse told us recently. “Our 
middle window will feature toys at least once in each 
month, and consistently during October to December 
season. Someone has a birthday nearly every day. 
For a kiddie’s birthday there is no more acceptable 
gift than a toy of some kind. 

“Miniature autos, fire trucks, small wheel-toys, 
miniature taxicabs, dump carts, trucks, steam en- 


[vor have always been a hobby with H. W. 


gines, games, juvenile books, construction sets, edu- 
cational toys, dolls, doll furniture, drums, horns, 
jigging coons, musical toys and countless other 
small shelf items are sold every day. The volume 
possible on these small items is not generally appre- 
ciated. 

“It is essential that we carry toys of varied price. 
We must be able to fill the needs of the family with 
only 25 cents to spend on a tin horn or game box, and 
we must be as courteous with such a customer as 
with the other extreme, who will wish to spend $200 
for an elaborate electric train outfit. 

“We encourage folks to stroll through our Toyland. 
Whenever practical, we make a special invitation to 
customers, suggesting that they look over our new 
lines. We take on all new toys which look likely and 
which look worth the money asked for. Buying and 
selling toys is like buying and selling any hardware 
line, only a little easier and mighty interesting. 

“It is essential to study the toy needs of children 
as they grow older. It would not do to sell an eight- 
year-old boy a humpty-dumpty clown any more than 
it would do to select a construction toy-set for a two- 
year old. You must remember the development of 
toy requirements in the different ages. 
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rS* good methods for dis- 
playing the many small 
shelf toys which have an all 
B year round sale. These photos 
a were taken in hardware stores 
and give you an idea of the 
pyramid table idea, the wall 
shelf plan and the combination 
of two shelf tables against a 
section of wall compartments 
display boxes. As Mr. Morse 
says, there are birthdays for 
some kiddy every day in the 
year. If you are able to cater 
to this demand, you will find 
toys profitable all twelve months 
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Recommendations 


By Frank Mappes — Store Engineer 


operation of a retail store is not unlike any 

other machine that is expected to produce a 
given result. As the machine has a definite func- 
tion, it is an assured fact that the machine is only 
as efficient as all of the components comprised there- 
in act as a unit. The machine for operating a re- 
tail store must necessarily be made up of human be- 
ings, which, to be successful, must function like a 
baseball or football team that wins championships. 
In these teams, each player has a definite position 
to play and the team is only as good as the combined 
work of all its players. 

A careful study of the individuals comprising 
your organiaztion in the retail store leads me to the 
conclusion that the material as a nucleus for the de- 
velopment of an efficient organization is there, but a 
lack of definite responsibilities and division of work 
exists. This is detrimental to the successful opera- 
tion of the store. I am, therefore, submitting to you 
the following recommendations: 


The organization should consist of— 

Manager. 

Assistant Manager and Price Man. 

Credit .Manager. 

Sales Promotion Manager. 

Receiving and Shipping Clerk. 
Builders’ Hardware Department. 
Tools and Cutlery Department. 
General Hardware Department. 
Paints and Varnishes Department. 
Stoves and Ranges Department. 
China, Glass and Kitchenware Department. 
Sporting Goods Department. 
Specialties Department. 


Each department should be allocated to a definite 
section of the store. This section to be confined, as 
nearly as possible, to a specific line of merchandise 
or group of lines so as to constitute a department, 
or number of departments. 

If the number of people with executive ability at 
any time are not sufficient to provide one person 
for each department ,two or more departments can 
be placed in charge of one person and as many 
rookies or junior clerks as requirements demand 
should be assigned to each department. The main 
object is to have definite responsibilities placed on 
different persons, so as to insure systematic opera- 
tion of the store without the usual lack of definite 
assignments which is expressed in the quotation, 
“Everybody’s job is nobody’s job.” 

It shall be the duty of each person designated as 
a department head to take care of the physical con- 
dition of the stock and displays of the section or 
sections constituting his or her department. It 
shall be their duty to keep in proper order the mer- 


ik machinery necessary for the profitable 


chandise and samples in shelves and cases under 
their charge, and maintain these in such condition 
that the entire personnel of the store can sell in 
their departments as well as their own, when he or 
she is absent or busy in some other part of the store. 

It shall be their duty at all times to remain in 
their own departments until such time when duty 
requires them to go elsewhere. When waiting on 
customers it is advisable that the same sales person 
go with the customer to any of the departments and 
serve the wants of the customers, if, they, them- 
selves, are familiar with these other lines. 

In cases where a lack of knowledge of other lines 
prevails, then it is the duty of the person to turn 
over the customer to the one in charge of the depart- 
ment, or to someone else who is better qualified than 
themselves to do the work. 

The manager, as his name implies, shall act as the 
guiding spirit of the entire organization. He should 
maintain discipline, see that everyone attends to the 
dutes required of him or her, and exercise in every 
instance his best judgment when decisions of what 
the proper conduct of the business should be are re- 
quired of him. 

His Place 


He should remain on the sales floor as much of 
the time as it is possible for him to devote to it, 
meeting the customers, adjusting any differences or 
claims of customers and bearing in mind that it is 
the greatest business asset to assume that the cus- 
tomer is always right, and adjust each complaint 
from that angle when the slightest doubt exists. 

The assistant manager and price man should act 
in the capacity of general buyer. In this capacity 
he shall maintain a central file with all the price 
information, both costs and selling prices, in such 
order as to enable anyone of the sales force to have 
access to this information at all times. 

He should cooperate with the heads of the depart- 
ments, place orders for the merchandise required 
and shall, in no instance, place orders for new goods 
or items of a parallel line without the consent of the 
department head, who, in this way, will assume the 
responsibility of the sale of the goods purchased. 

No orders shall be placed unless the printed forms 
provided for this purpose are used and copies prop- 
erly filed. These orders, must, in every instance, 
be signed by the manager, who, in this manner as- 
sumes the responsibility for the inventory as mer- 
chandise manager. 

Orders shall be made in triplicate. The original 
to be sent to the vendor, the duplicate to be filed in 
the buyer’s files, and the triplicate in the receiving 
clerk’s file. The third copy is to be used in check- 
ing the invoice to insure proper terms, prices, etc. 

In order to reduce the present inventory, and to 
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prevent overbuying, a budget shall be established. 
Such a budget could be made upon the basis of 
monthly sales, using a certain determined upon per 
cent of the sales of the previous month as a budget 
for the purchases of any given month with slight va- 
riations on account of pre-season commitments. 
Such a budget may also be established upon the basis 
of last year’s sales and inventoried stock on hand. 

If we were able to attain an ideal in the retail 
hardware business, a volume of $200,000 may be 
reached with an inventory of $50,000. This would 
assure about three turnovers per annum. It would 
necessitate the purchase of approximately $100,000 
for the entire year with an average inventory of 
$50,000 during the entire year. 

As you have an inventory to start with of about 
$120,000, your budget would necessarily be less to 
carry on the business, and at the same time would 
reduce the standing inventory. 

On the theory that there is at least 40 per cent 
overstock, the budget should be constructed so as to 
enable the purchase of stock to replace that sold, 
minus the percentage of overstock minus the per- 
centage of markup, so that at the end of the present 
year a material reduction of inventory will be ef- 
fected. 

On the basis of the volume of business last year, 
with a possibility of a decrease on account of elimi- 
nating cost-plus and preferential prices, we can as- 
sume that the volume for this year will be, in round 
numbers, about $200,000. On this basis we can as- 
sume that the cost of the merchandise sold will be in 
the neighborhood of $130,000 if the total volume is 
done on a strictly retail basis. 


Inventory 


Therefore, if we set out to reduce the present in- 
ventory to the amount of $40,000, our budget for the 
entire year’s purchases should be $90,000, and a 
schedule based on the sales each month so that 
commitments shall be charged to the month the pay- 
ments are to be made, rather than to the month in 
which the goods are to be ordered. Thus, using the 
sales record of last year, we would set up a budget 
as follows: | 


January.... 4% of the year’s purchase 
February... 5% of the year’s purchase 
March...... 6% of the year’s purchase 
Bs 8 x8 8% of the year’s purchase 
May........10% of the year’s purchase 
ES ee 10% of the year’s purchase 
July........ 9% of the year’s purchase 
August..... 9% of the year’s purchase 


September.. 9% of the year’s purchase 
October.....12% of the year’s purchase 
November... 9% of the year’s purchase 
December...10% of the year’s purchase 


It remains, then, to determine the amount we can 
safely estimate which will sufficiently reduce the in- 
ventory without hindering the operation of the busi- 
ness. : 

It is my judgment that it will be possible to re- 
duce the stocks on hand during the year by intro- 
ducing a stock-control system, and a budget. The 
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amount reduced can be safely estimated as being be- 
tween $30,000 and $40,000 if a rigid buying control 
and budget is strictly adhered to. This, in my opin- 
ion, will result in maintaining the satisfactory 
status of the merchandise on hand to supply the re- 
quirements for the operation of the business, and I 
firmly believe should show a handsome net profit at 
the end of the year. 

In order to control the purchases and to know the 
exact status of the relation between the budget and 
the sales, a report shall be prepared, showing the ex- 
act state of the budget at the end of each month 
and compared with the sales of last year in the same 
month. When the sales materially differ from those 
of the same month in the previous year, such dif- 
ferences shall be added or deducted from the next 
month’s budget, thus keeping the purchases within 
the prescribed limits. 

Pricing of merchandise should not be left to the 
discretion of any one person, but should be de- 
cided upon by the general policy of the management. 
The details are to be handled by the buyer in co- 
operation with the manager and the department 
heads. In the lines where list prices are the estab- 
lished accepted retail prices, there need be no ques- 
tion but to establish such at the price at which to 


sell. 
Resale Price 


Where the manufacturer suggests a resale price, 
it may be accepted as the proper practice to main- 
tain such prices, because the manufacturer with his 
research and analysis is better able to suggest prices 
for general distribution than in a retail organiza- 
tion, located in a specific district. 

In the lines where judgment and experience are 
needed to establish the retail selling price, it is ad- 
visable to shop around and ascertain prevailing 
prices asked by those similarly situated in nearby 
cities and towns. However, this can be used only 
as a means of assistance in arriving at a possible 
markup. 

Manufacturers’ anil jobbers’ salesmen can fre- 
quently help, if asked, to give the price that others 
in nearby cities are asking for their goods. It is 
not a good practice to follow definitely the judgment 
of the salesmen that call upon you; because, very 
often in their judgment, it would be better to get 
volume than net profit—even though they would try 
to be unbiased in their opinions. Then, again, local 
conditions too frequently control the price situation. 

For your guidance in establishing the physical 
limits of the various departments, I have carefully 
surveyed the store with a view of dividing the work 
and stocks to maintain in such manner that I believe 
to be equitable to each individual designated as a de- 
partment head. It is possible that by careful re- 
view, it would be necessary to make some slight 
changes in dividing the lines or the points of de- 
markation, so that each person would have no more 
work that could be done with reasonable effort: 


Builders’ Hardware Department 


The right side of the west store, commencing at 
the door and running back to the third opening in 
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the partition and any part of the equipment where 
goods usually designated as Builders’ Hardware are 
found. 

This department being located near the front 
door, the man in charge could also act as floor-walk- 
er insofar as greeting the customers and seeing that 
they are waited upon. When others are not busy 
with customers he should direct the most proficient 
one to wait upon customers. 

He shall act in the capacity of buyer of the lines 
constituting his department insofar, however, only 
as selection of goods is concerned. He shall place 
orders through and buy in cooperation with the gen- 
eral buyer. 


Tool and Cutlery Department 


The left side of the west store, back as far as the 
paint department. The three counter cases in the 
middle of the room and any other part of the equip- 
ment or warehouses wherein is found any of the 
merchandise comprising the tools and cutlery. 

He shall act in the capacity of buyer of the lines 
constituting his department, insofar, however, only 
as selection of the goods is concerned. He shall 
place orders through, and buy in cooperation with 
the general buyer. 


Paints Department 


Located on the left side of the west store room, 
commencing at the rear of the tool department and 
such other spaces as are required in the warehouse 
and other part of the equipment necessary for con- 
ducting the paint department. 

The man in charge shali act in the capacity of 
buyer of the lines constituting his department, inso- 
far only as the selection of the goods is concerned. 
He shall place orders through, and buy in coopera- 
tion with the general buyer. 


General Hardware Department 


Located in the west store room. The wall fixtures 
back of the builders’ hardware at the third opening 
in the wall. The rear wall and shipping room to- 
gether with broken stock of nails, steel goods and 
other items carried in the rear on the floor or re- 
quiring wall space. It should be personally super- 
vised by the buyer, leaving the details and care to 
the man appointed to take care of it. 

This man shall not-act in the capacity of buyer 
of the lines constituting his department. The gen- 
eral buyer shall place orders for requirements and 
make selections. 


Household Goods Department 


Located in the east store room. All of the wall 
space on the left side, and that on the right side 
back of the sporting goods. As much of the floor 
space and horseshoe cases required on the first floor 
for showing the goods generally classified as house- 
hold goods—Silverware, Nickelware, Pyrex-ware, 
China, Glassware and other lines which can be in- 
cluded. 

As much of the second floor as may be required 
for showing large electrical appliances, refrigera- 
tors and surplus stocks of household goods not re- 


July 8, 1926 


quired on display on the main floor. 

The lady in charge of this department will also act 
in the capacity of buyer of the lines constituting her 
department, insofar only as the selection of the 
goods is concerned. The orders shall be placed 
through, and bought in cooperation with the general 
buyer. 


Sports Goods Department 


Located in the east store room. The right side, 
including the wall cases, tables and other floor fix- 
tures and floor space required for the proper con- 
ducting of the sporting goods department, and such 
space on the second floor and parts of the warehouse 
as may be required for the storage of surplus stocks. 
In this department, toys may be considered a sub- 
department. 

The man in charge shall act in the capacity of 
buyer of the lines constituting his department, inso- 
far only, as the selection of the goods is concerned. 
The orders shall be placed through, and in coopera- 
tion with the general buyer. 


Stove Department 


Located in the rear of the east store room, com- 
mencing at the foot of the stairs, to the second floor, 
running back about 50 ft. to the extreme rear, and 
such other floor space as may be required during the 
height of the heating stove season. 

This is a department in which turnover plays a 
prominent part. Cook stoves and ranges, if proper- 
ly selected, should be ordered as sales require re- 
placement. If this is done, five or six turnovers are 
possible. Care, however, must be exercised to keep 
a well-balanced assortment at all times, to enable 
customers to select from a wide enough range to 
satisfy. 

In the case of heating stoves, where the season is 
practically over immediately after the holidays, it is 
wise to anticipate requirements for a good start at 
the beginning of the season; repeat orders can then 
be placed as stock dwindles. Buying should stop as 
soon as demand commences to wane, shortly before 
the holidays. The man in charge shall act in the 
capacity of buyer only insofar as the selection of 
the goods is concerned. The orders shall be placed 
through, and in cooperation with the general buyer. 


Shipping, Receiving and Warehousing 


This department shall receive all the merchan- 
dise, check the invoices, distribute the merchandise 
required for retail sales to the department to which 
it belongs, and store the surplus in the proper space 
in the warehouse. ) 

No goods shall be distributed on the floor or sent 
to the floor or warehouse until properly marked and 
changes, if any, have been made in the price-book, 
and invoices properly filed after checking. 

The man in this department shall have charge of 
the truck drivers and warehousing, and maintain 
the warehouses with the help of the truck drivers 
and other help found necessary. 

While the department heads have the responsibil- 
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A neatly arranged window display of woodworkers’ hardware in the store of the Washington Hardware Co., Taco- 
ma, Wash. This company focuses people’s attention on woodworkers’ hardware, and as a result finds that its 
annual sales of this class of goods have materially increased 


W oodworkers’ Hardware 


What It Is, How It Is Sold and Who Sells It 


OULD you put nails and wood screws in your 

window? 

The Washington Hardware Co., Tacoma, 
Wash., does and makes money by doing so. It special- 
izes in woodworkers’ hardware. 

Woodworkers’ hardware consists of all kinds of tools 
and other manufactured products used by carpenters, 
cabinet makers, wood working shops, sash and door 
factories, saw mills, etc. It is sold at retail in differ- 
ent ways, according to the merchandising ability of the 
particular merchant selling hardware of this kind. 

Every hardware store in the country sells wood- 
workers’ hardware. But comparatively few hardware 
men call it by that name. Yet every store that sells 
carpenters’ tools, roofing nails, roofing paper, glue, 
sandpaper, wood screws, locks for doors and cabinets, 
etc., all sell workworkers’ hardware. 


Grouping Lines 

The Washington Hardware Co. groups all of these 
related lines together under this general heading in 
a separate department and features woodworkers’ 
hardware as much as it does sporting goods and other 
profitable lines. The accompanying illustration gives 
a good idea of the type of window display that may be 
arranged by grouping this class of merchandise. The 
display of roofing nails is uncommon, and so is the use 
of steel wool and sandpaper. Look it over; it’s worth 
close scrutiny. 


Is there money in doing this, in grouping these dif- 
ferent items in one department? Well, the Washing- 
ton Hardware Co. carries a stock of this kind of mer- 
chandise valued at $40,000, which it turns over three 
times annually. 

Of course, Tacom& is a woodworking town. It sup- 
ports a number of saw mills, sash and door factories 
and similar industries that use large quantities of 
wood and woodworkers’ supplies. The Washington 
Hardware Co. has one man out calling on factories, 
wood working shops, builders, carpenters, etc., every 
business day of the year. At the busy seasons it puts 
out other salesmen. It doesn’t wait for business to 
come in the front door, it sends men out of the front 
door to go after business and bring it in. 


Increases Sales 

H. E. Anderson, president of the company, says that 
in this class of goods his company’s annual sales have 
materially increased since it began to specialize and 
focus people’s attention on woodworkers’ hardware. 
A window display such as illustrates this article might 
not pull very strongly in a city devoted to steel mak- 
ing, but in the lumber country and in towns where 
there are wood workers, and householders who do their 
own carpenter work, this kind of concentrated selling 
pays, as the experience of the Washington Hardware 
Co. testifies. 





hold a “Dollar Sale.” 


| hold spring the merchants of Norfolk, Va., 


quite rightly, 
opposed to sales 
on the _ ground 
that they tend to 
demoralize prices 
and tend to force 
the merchants 
participating in- 
to a position 
where they must 
continue sales as 
a regular policy. 

As an annual 
event, however, 
a sale serves a 
really worth- 
while purpose. 
It clears the 
shelves of an ac- 
cumulation of 
odds and ends 
and keeps’ the 
merchant’s 
money at work. 
This’ particular 
sale is sponsored 
by the Norfolk 
Board of Trade, 
and in anticipa- 
tion of the event, 
which _ usually 
lasts for two 
days, advertise- 
ments are run in 
local newspa- 
pers. We pre- 
sent on this page 
an advertise- 
ment prepared 
by one of the 
partie i-« 
pants. This was 
prepared by the 
Ferratt Hard- 
ware Co., Inc., 
and brought 
crowds, prestige 
and profits. 

Mr. Ferratt 
has long been a 
believer in the 


This has come to be 

an ipstitution in this progressive city and by 
eliminating much slow moving or excess stock, 
served the purpose of a business spring tonic. 
majority of the hardware merchants in Norfolk are, 


HARDWARE AGE 


Ferratt’s ‘Dollar Sale’ 
A Spring Business Tonic 


The 


minds of householders. 








i 





FERRATT’S 
Gigantic 


DOLLAR 


SALE! 


For Friday and Saturday Only 
Just Call Us On The Phone --We’ll Deliver It 














Ferratt 


PHONE 
23108 


Electric Iron 
inet = (Garbage 
S 
This 8-gallon 
galvanized lock- 


cover 




















Scrub Set 
1 25¢ Scrub Brush. 
1 8-qt. Galvanized 
Pail. 
1 Mop. 
1 Handle 








Hardware C 


666 Church Street 


ae 











Paint and 


Brush 


For these two days 
only we will give 1 
quart of Sherwin-Wil- 


= 4] 


Brush 








Flat Paint 
any color 
1 25¢ 

Floor Wax 
As @ special for Friday 
and Saturday, 








o., Inc. 


PHONE 
23108 

















July 8, 1926 


potency of local newspaper advertising and has 
adopted a type of advertisement that has proved 
quite successful in identifying the company in the 
This is accomplished by 
means of locating the advertisement on the same 
page, and in the same spot, and through the per- 


sistent use of 
the slogan: 
“Ferratt’s  Bar- 
gain Counter.” 
Under this cap- 
tion are listed 
numerous sea- 
sonable items, 
the ad always 
concluding with 
the words, “Use 
Your Phone.” 
The items list- 
ed in the ad are 
always placed 
on open top dis- 
play tables, 
where they are 
accessible to 
close inspection 
and handling by 
prospective pur- 
chasers. Mr. Fer- 
ratt has_ been 
something of a 
pioneer in the 
use of open top 
display tables, 
and was using 
them long before 
the merchandis- 
ing engineers, 
taking their cue 
from the chain 
stores and the 
five- and ten- 
cent stores, be- 
gan extolling 
their merits to 
the more con- 
servative hard- 
ware retailers. 
From the _ start 
Mr. Ferratt has 
made a practice 
of using price 
tickets in con- 
nection with his 
displays, and has 
found it very sat- 
isfactory. 
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Do You Want to Know More About 


Builders’ Hardware? 


For the Window 
For the Door 
For the Building 


Its Selection 
Its Use 
Its Application 





W.N. Thomas 


N the next issue of Hardware Age will begin the first of another 
| series of articles on builders’ hardware, pronounced by experts in the 
f trade as “‘the most practical and comprehensive”’ they have ever read. 


These articles were written by the man whose portrait appears above—W. 
N. Thomas. Many of our readers know him personally. They will remem- 
ber when he sold builders’ hardware on the road; when he read specifica- 
tions and interpreted blueprints for them. They know that he knows builders’ 
hardware from the raw material stage to the finished product, and that he is 


an acknowledged builders’ hardware expert. 


Mr. Thomas is going to tell the readers of Hardware Age in an 
interesting, practical way the things that every hardware merchant and every 
man behind a retail hardware counter should know about builders’ hardware. 


His first article is entitled “Builders’ Hardware Door by Door.” It will 
appear in next week’s issue. Read it and see that every clerk in your store 


also reads it. 


YOU CAN’T AFFORD TO MISS THIS SERIES 
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Hardware Retailers Must Adopt Modern 


Methods if They Expect to Stay in 
Business, Says Spokane Merchant 


United States are going to be forced out of 

business during the course of the next ten 
years, unless they change their ideas and readjust 
themselves to modern methods of doing business, 
John T. Little, hardware retailer, Spokane, Wash., 
told a representative of HARDWARE AGE in a recent 
interview. Mr. Little believes that one of the most 
important things about retailing today is not so 
much knowing how to sell as it is knowing how to 
display what you want to sell. The best illustration 
of his theory is his own store in Spokane, where 
practically everything he has in stock is displayed in 
open bins, counters, tables and racks. He practises 
what he preaches. 


“How did the drug stores get such a large share 
of the cutlery business away from the hardware 
store? By feature displays. By filling an entire 
window with cutlery, pocket knives, if you please, 
and nothing else but pocket knives and one single 
price card, Naturally people on the street, seeing a 
window filled with pocket knives at 49c. apiece, or 
whatever the price happened to be, ‘stopped, looked 
and listened.’ Who wouldn’t? ‘The result was that 
the drug store sold a lot of knives, not becase the 
druggist knew a lot about cutlery, but because he 
knew a lot about displaying merchandise. He did the 
same thing with razors, with scissors and shears, 
with watches, cameras, razor blades and a dozen 
other things that the hardware man had always 
thought and been taught to believe were his own 
exclusive and inalienable property to sell as he 
thought proper in accordance with the time-honored 
dignity of the hardware trade. 


| LOT of hardware men in all parts of the 


Small Items, Too 


“The same thing is true of a hundred and one small 
items, which many hardware dealers never knew they 
had in stock until the newspapers began telling them 
about the nickels and the dimes that helped to build 
the Woolworth tower in New York. What made the 
nickels? Was it the super-knowledge old man Wool- 
worth had about the way small articles of hardware 
and household utensils are made and sold? Not on 
your life! I'll bet he didn’t know the difference 
between a colander and a potato masher, or how 
either one was made. But he did know how to dis- 
play them in his windows and inside his store. Look 
at the clerks in any five-and-ten-cent store. Go in 
and ask one of them how and why a colander is made. 
They don’t know and they dcn’t care. But look at 
the displays the five-and-ten-cent stores have, and 
consider how easy it is for customers to get what 
they want in the least possible time. That’s the 


reason for the success of the “Five and Ten” as a 
merchandising system. 

“Look at the department stores and the chain 
stores. Why do women like to go to them in prefer- 
ence to a hardware store. In the first place they see 
more merchandise on display; they know where to 
find certain articles; everything is in order and in 
its proper place, and the prices are as a rule more 
satisfactory—odd numbers that please the woman 
and make her think she is getting a bargain. What 
made the department store and the chain store so 
successful? Departmentization, specialization, con- 
centration, bargain sales, continual and frequently 
chaged displays, attractive prices—the result of a 
bigger turnover and better buying—neatness, ad- 
vertising, assortments, and so on. And all this on the 
main street, not in some back alley and dark store. 

“The hardware man must follow the same methods. 
He must realize this is 1926 and not 1886. That may 
sound queer, but there are many hardware firms still 
trying to do business along the genera! lines that 
were popular and modern before the Spanish War. 


The Result 


“What’s the result? They’re losing business. That’s 
apparent to anybody except some of the men in the 
hardware trade, who refuse to admit its posibility. 
The hardware store, from one standpoint, isn’t near- 
ly as important as it was twenty years ago. There 
are hundreds of things that people can get today in 
a half dozen stores that they could not have bought 
anywhere, twenty years ago, except in a hardware 
store, The hardware store has lost quite a bit of that 
business. This is especially true in the cities; per- 
haps not so much in the smaller towns. But in the 
small towns they’re up against something else, the 
automobile, which enables the people in the smaller 
communities to go to the larger cities, to the bright 
lights, the movies, the big stores, etc. 

“What are the hardware men going to do? If 
they keep on going the way many have been doing, 
there won’t be many hardware stores, as we know 
them, in another twenty years. There’ll only be spe- 
cialty stores and department stores. And in my opin- 
ion, that is exactly what the hardware men ought to 
do—make their stores over into departmentized 
hardware stores; into departmentized specialty 
shops, into stores where everything carried in stock 
is always on display, easy to get at by customers, and 
priced so as to make people feel that if they don’t 
help themselves and buy the darn stuff they’ll be 
passing up a bargain. I don’t mean cut prices. I 
mean prices that will help to move the goods faster, 
that will help the dealer to increase his turnover, and 
thereby his profit.” 
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There on the Ford truck was the washing machine 





The Most Peculiar Sale I Ever Made 


' Related by Geo. M. Ward, the Man Who Made It 


NE Monday morning I called on Mrs. Abbott 
and had a talk with her about putting a wash- 
ing machine in on demonstration. At first, 
she was very nice, but when I came right down to the 
point of putting in a machine and the time when it 
would be most convenient for her to have a washing, 
she balked, and the more I talked the more irritated 
she became. As it happened, I did not have a single 
demonstration lined up for the next four or five days, 
but I did not want to admit that. I could come any 
time. I told her I was very sorry but I had Tuesday 
and Wednesday afternoons and Thursday morning all 
taken up. I was trying to get permission to bring 
a machine Tuesday forenoon, but after much object- 
ing that she did not want a demonstration at all, she 
finally said that if she did want one, Wednesday after- 
noon was the only time she would be at home anyway. 
“I am very sorry, Mrs. Abbott, but I have a very 
important demonstration Wednesday afternoon, and 
I don’t see how I could possibly get away.” 
“Well, I don’t want a demonstration at all, but if 
I did have one, I would be at home Wednesday after- 
noon and that’s about the only time I would be here.” 
I expressed my regret and carefully withdrew, go- 
ing on my way, calling from house to house. The 
next forenoon, I called her on the telephone: “Mrs. 
Abbott?—This is Mr. Ward. You will remember 
I was talking to you yesterday morning about Wed- 


nesday afternoon being the only time you could pos- 
sibly have a demonstration. I am very glad to say 
that I was finally successful in getting my other ap- 
pointment changed to Wednesday morning, so it is 
now possible for me to come out to show you a ma- 
chine. I had a little difficulty in doing this, but finally 
succeeded. I have just been wondering if 2:30 would 
be too early? I could bring the machine right with 
me.” 

“Well,—I don’t know—I guess 

“I am sure the water in your range boiler will be 
warm enough so you won’t have to bother with a 
single thing. Only some dirty clothes—and I would 
be glad to have you collect all of the dirty clothes you 
can find, any old overalls, work clothes—and the dirt- 
ier the better. By the way, do you have any old car- 
pets or rag rugs that we could wash?” 

“Yes,—I guess there are a couple of pieces around 
here some place.” 

“Fine. I’m awfully glad I was successful in get- 
ting my other demonstration changed to Wednesday 
morning; and, if it is all right with you, I will be out 
tomorrow afternoon about 2:30. Don’t go to any 
bother only to get lots of dirty clothes.” 

The only answer was a feeble, half-hearted “All 
right,” and I hung up. 

That night when I went home I took an extra ma- 
chine on the truck, so I wouldn’t have to go back to 
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the store. I was afraid she would cancel the demon- 
stration and I did not want to know anything about it. 

The next afternon at exactly 2:30, I drove up with 
a shiny, new washing machine on behind. I jumped 
out, dashed up to the door, with the biggest smile on 
my face that I know how to get. After the usual 
greeting, she said, “I telephoned your store this morn- 
ing that you needn’t bother to come out this after- 
noon for a demonstration, that I have decided that I 
didn’t want one.” Of course, I acted very much dis- 
appointed but said that I was very glad I had the 
machine with me instead of having to wait for it, 
and asked her where I could put it to do the washing. 
She was very much confused and finally said: “Well, 
I guess right here in the kitchen.” 

Well, we started in with the washing. I did very 
little talking other than to make a remark occasionally 
that here really was the finest thing of its kind in the 
world; there was nothing that I could say about it 
that would add to the impression that the machine 
itself would make. After the washing was really 
under way, everything I said was said in such a way 
as though I took it for granted that she was going to 
buy the machine. I could see that the machine was 
making a wonderful impression on her; however, she 
took a very obstinate attitude on everything. Very 
reluctantly she admitted the superiority of every point 
I mentioned. Before the washing was over, the con- 
tract was made out, lying on the table with a foun- 
tain pen. She was very non-committal about every- 
thing and when I came right out and asked her to 
sign the contract, she shook her head and would not 
give any reason. 

Didn’t Know 

I asked her what her husband did and very re- 
luctantly she said he worked for the city. She added 
that she didn’t know exactly what he did. Neither 
did she know where he did his banking. I volunteered 
to leave the machine another day or so if she would 
consent and this she readily did. I left with the re- 
mark that I would be back in a day or so and that in 
the meantime I wanted her to try it. 

All this time I was trying to satisfy my mind as to 
just exactly what the situation was. I could not un- 
derstand her attitude and her apparent ignorance of a 
very ordinary question. I immediately went to the 
city hall and the clerk informed me that there was no 
one working for them by the name of Abbott. I lo- 
cated his name in the directory, but apparently with- 
out classification. After calling five banks, I found 
one which had carried his deposit, but it had been 
withdrawn. I called on the banker and he told me 
that he had nothing there but a checking account and 
that apparently there had been some trouble over 
financial affairs and the entire amount had been 
checked out. 

The further I got into the matter, the more sus- 
picious I became and decided the next day to call and 
get the machine. Mrs. Abbott said that she hadn’t 
had an opportunity to use the machine at all yet, but 
she thought she would tomorrow and said if I could 
leave the machine one day longer, she would be glad 
to have me do so. I called again the next Monday, but 
no one was at home, and I could see the washer 
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through the kitchen window. I called again early 
Tuesday evening and she said she had just about de- 
cided that she would keep the machine but wanted to 
see her husband first. She asked me to call again 
Thursday afternoon. I talked with her awhile, and 
while she was not looking, I left my portfolio, my 
photographs, a bundle of letters, a blank contract, etc., 
lying on the window sill. I thought I might want to 
come back again the next day and wanted an excuse 
to do so. The next afternoon I called again, but no 
one was at home and I could see a number of boxes, 
evidently packed, sitting in the kitchen. 

I told all of this to the salesman who worked with 
me on the truck and we started to keep a very close 
watch of the premises. We drove by a number of 
times after dusk and the curtains were pulled down 
and a Ford truck was standing in the back yard be- 
hind the kitchen. We parked the truck around the 
corner, walked up the alley and found them loading 
boxes into the truck under cover of darkness. I crept 
closer and once when both of them were in the house, 
I ascertained, with the aid of a flashlight, that the 
washing machine was in the front of the truck, down 
on its side, very carefully covered over. I went back 
to the alley and waited. About midnight they pulled 
out and started west on the main road for the country. 
A short distance out of town they turned off on a side 
road, not very much traveled. We followed along for 
about six miles and finally overtook them, stopped our 
truck across the road and asked them where they were 
going. 

I won’t write down the conversation that followed, 
but we gently reminded him that we could very easily 
call the sheriff. We told him that we had come to 
collect for the washer. He was inclined to argue but 
we told him there was only one of two things, either 
the cash for the machine, or else turn around and take 
the machine back into town and unload it. The result 
was he handed a bunch of bills out of the cab window 
and we counted them in front of the headlights—$155. 
We cranked up our truck, drove back to town and the 
next morning I handed in a report, “Cash sale to Mrs. 
J. R. Abbott.”—Reprinted from the Maytag Profit 


News. 





Goals of the Hardware Man 


SPECIAL sale that leaves the margin of profit 
A intact. 
A set of clerks whose sales far outweigh 

their sporting proclivities. 

An overflowing measure of customers who would 
rather kill weeds than to kill time. 

Suggestion enough to stimulate trade, but not 
enough to wet-blanket it. 

Cutting out the little, unnecessary losses that 
often develop into profit-cancers. 

The maximum of sales, and the minimum of dead 
stock. 

A red letter tomorrow after a stormy today—the 
result of the entire force hustling while it rained. 

Giving customers such a square deal that the bar- 
gain-levers of competitors are powerless to pry them 


off. 
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ARSHALL FIELD once wrote the following 
for retail store employees: “All fixtures and 
property of the house should be treated with 

the greatest care. The first scratch paves the way for 
carelessness.” Hardware store salesmen are not more 
careless with store property than employees in other 
stores. Just the other day I saw two soda clerks in 
a Liggett store amusing themselves by tossing ice 
cream dishes the length of the soda bar as they put 
them away between drinks, and the utensils and equip- 
ment of a hardware store ought to stand up under 
such usage better than the crockery. But any care 
in handling that slows down depreciation helps add 
to the store profits. 
* * * 

“Why should I bother about my handwriting?” a 
young fellow asked. “Nobody writes by hand any 
more.”’ 

“One reason,” replied his boss, “is that if you could 
write a legible hand, the delivery man wouldn’t have 
taken that oil stove clear out to 798 Seacord Street 
this afternoon when it was intended to go to 798 
Second Street.” 

e196 

Ed Dobey’s boss had been on the jump all day, rush- 
ing from one thing to another, until at four o’clock he 
told Ed, “I’m used up. You look after things and shut 
up the store. I’ve had so much on my mind all day 
that I’m wrecked.” 

Ed knew all about the forty things the boss had 
been trying to do during the day and he had seen him 
going from one to another, trying to do this, that and 
the other thing all at one time. As soon as the boss 
had walked out, Ed tackled one of those jobs that had 


SS ge ee a 


HARDWARE AGE 47 


~ see 


. ‘ih 
Ms 2 a 
x bevels J 
oo - ae <r 
Paty z y ag * 
. ee ae ghee @ Waa F . 
i Lert 2 oy y 
. BPA Ar a 
ee> ¢ et Byrs 
* a . od » . a 
6 SR 
< . 5 ; 
% Pore i 
~ 





eS. 
* De We 9 

















been hanging fire all day, and finished it up. Then he 
finished another, and another and by closing time, 
he had most of them out of the way, just by sticking 
to each until it was done instead of thinking of them 
all at one time and wasting his time going from one 
to another. The retail salesmen aren’t the only ones 
who waste time by scattering. 
* * * 

A well dressed, prosperous looking man came into 
the hardware store and said to the salesman, “I won- 
der if you have something in your silverware stock 
that would answer for’a wedding present?” 

The salesman said he guessed so, and he got behind 
the big showcase in which the line of silver was shown 
and set out on the glass several patterns in spoons. 
As the showing progressed it was plainly to be seen 
that the customer was not becoming interested. He 
kept looking around as if seeking something that was 
not there. Just as he was obviously on the verge of 
saying, “I guess you haven’t anything I want,” another 
salesman, older and more experienced came up and 
greeted the man by name and asked if he was finding 
what he wanted. “No,” the customer responded. “I 
was looking for something for a wedding present, but 
I guess you haven’t anything I want.” 

“The thing that would make the nicest gift,” said 
the older salesman, “Is a chest of silver. Now you see 
that pattern there,” picking up a spoon. “That’s a 
very handsome pattern and a twenty-six piece set of 
that pattern, six teaspoons, six tablespoons, six forks, 
six knives, a sugar spoon and a butter-knife, in a hand- 
some satin-lined box, would cost only fifteen dollars in 
this twenty-year plate.” The salesman pulled out one 
of the filled cases that was in the showcase but not 





48 HARDWARE AGE 


opened. “That’s a nice gift, but I want to show you 
something a good deal nicer,” and out came a big 
catalog and the picture was shown of a really hand- 
some chest. “Now here is a chest that contains the 
different pieces in dozens instead of half dozens, and 
it is a fifty-year guaranteed plate—practically sterling 
silver as far as one family’s use is concerned. We can 
get this for you in a few days—with each piece marked 
if you wish , 

The customer had shown a little interest at the 26- 
piece set, but the chest idea got his full attention and 
he seemed to be feeling, ““Now you’re getting around 
to something like what I had in mind.” And he or- 
dered a chest worth in the neighborhood of $100. 


* * * 


When I watch some men stand behind the counter 
and slide a box or a parcel along toward a customer 
who may be several feet away, I always feel like 
calling, “Shoot it, kid!” The way some fellows handle 
merchandise in getting it into the hands of the pur- 
chaser reminds me of a ball game more than of a 
business transaction. I believe the salesman ought 
to walk to the customer and lay the parcel down in 
front of him or place it in his hands. The amount 
of shoe leather worn out by walking instead of shoot- 
ing the goods along the counter won’t make any ap- 
preciable difference in the year’s shoe bills. 

* * 

Hush-a-bye, salesman, asleep at the switch; 

Just get up and hop if you want to be rich. 

If you take it too easy, the business will fall, 

And down will come business and your job and all. 

—Hardware Mother Goose. 
~ ~ * 

When it becomes desirable to fill in the chinks in the 
conversation with remarks about the weather, why 
isn’t it better to take an optimistic view of the weather 
than the reverse? “This is a fine rain, just what the 
crops need,” sounds to me like a better line of talk 
for keeping customers good natured than, “Nasty 
day, ain’t it?” “Is this hot enough for you?” might 
be varied with “Acts as if we were going to have a 
thaw.” In extremes of weather anything to get a 
smile on people’s faces helps make them better buy- 
ers. There’s a poem of Douglass Malloch’s, familiarity 
with which helps to make one optimistic about the 
weather. Probably you have read it. The last lines are: 

“Yesterday a cloud of sorrow fell upon the way; 

It may rain again tomorrow, but 

Ain’t it fine today!” 
* * «* 

George M. Pullman’s first sleeping car was called 
“Pullman’s folly.” I don’t mean that they named it 
that, though, goodness knows, that’s no worse than 
a lot of the names they use. The public who knew of 
Pullman and his idea of developing a sleeping car, 
thought of the whole plan as a joke. But he had 
faith in his idea and he stuck to it until it got across. 
The first thing is an idea that is fundamentally right 
and the next thing is faith in it. When you get that 
far you are on your way to success. 

Don’t accept the hardware business as a perfected 
thing. There are going to be further new methods 
and plans and systems of distributing such merchan- 








July 8, 1926 


dise at retail and just such young men as you are 
going to evolve those improved ideas and get rich by 


means of them. os 


Orison Swett Marden quotes the following old ad- 
vertisement as telling plainly enough the story of one 
man’s downfall: 

Auction! 

Will be sold by public vendue, Friday the 18th of 
August, at the house of Lemuel Poorsoul, in Nopenny 
Township, in the County of Lackthrift, a litter of 
pups, two gamecocks, three jugs, one checker board 


and a euchre pack. ie 


Despite the fact that in these days women volun- 
tarily garb themselves in scanty apparel, most of your 
feminine customers will be embarassed if you allow 
your gaze to wander to the exposed portions of their 
anatomy. Don’t think they don’t know it when you 
are taking them in. The salesman who wants to get 
an eyeful might better go to the “Follies” and get 
it at wholesale than to drive away the trade of women 
who haven’t quite acquired the courage of their sar- 
torial convictions. 

* * #* 

I once applied to a man for a position. He took me 
into his office and had it all planned for me to sit 
where the light would be fully in my face while his 
face would be in the shadow. I didn’t want the sizing 
up to be all one-sided and I maneuvred until I sat 
where I could at least get some idea of how he looked. 
Then he developed a waiting plan. He must have been 
waiting for me to give myself away by something I 
would say, while he refrained from giving any inkling 
of his own attitude. You see, he seemed to want my 
services, but he wanted to get them just as cheaply 
as he could. Efforts to pry an offer out of him proved 
just as unavailing as his efforts were to get me to 
advance a proposition. I don’t know how well that 
man got me sized up, but I got his number all right 
just by discovering that his game was to get all he 
could and give as little as he could. I sometimes 
think that too few young men try to size up prospec- 
tive employers and get the right sort. They assume 
that employers are standardized and that employees 
must adjust themselves to fit the standards. Person- 
ally I think employers vary almost as much as the 
men they hire and that he is a wise young man who 
exercises some care in picking him who is to be his 
boss. — 


One of P. D. Armour’s men, years ago, was about 
as homely a man as you ever saw, but he was also 
about as good a salesman as you could find. Someone 
asked Mr. Armour how he came to pick out this man. 
“Because,” was the reply, “he was so homely I knew he 
would have to work his head off to make good.” 

According to that, homely men are handicapped 
in the selling game. I wonder whether you young 
hardware Adonises realize the advantage you have 
over your more unfortunate fellows. I hope, how- 


ever, you will not get the impression that your good 
looks will carry you through without work. There 
must be an inclination to that faith or it would not 
be the case that the average efficiency of the handsome 
salesman is below that of others. 
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Why These Store Employees Were 
Raised by ‘Their Employers 


By Frank H. Williams 


HY do hardware merchants voluntarily raise 
their employees? 


Is it mainly because the employees have been 

with the stores for long periods of time? 

Or are there other factors entering into the matter? 

Recently the writer inquired of a considerable num- 
ber of hardware merchants as to just why they volun- 
tarily raised the wages of specific members of their 
staff. And it will, no doubt, be interesting to em- 
ployers and employees alike, to learn of the things 
said by these merchants. 

Here are the reasons assigned by the merchants for 
voluntarily raising the wages of certain members of 
their staffs: 


RAISED SALESMAN’S WAGES BECAUSE 
SALESMAN SHOWED STORE HOW TO MAKE 
MORE MONEY—“Yes, I’ve raised Joe’s wages,” said 
a western hardware merchant, referring to a live wire 
young salesman employed by the store. “Joe had a 
little raise coming to him because he had been with 
us for some length of time and because his greater 
familiarty with the store’s methods and goods made 
him more valuable to us, but I gave him an even 
greater raise than he expected because he helped us 
make more money. 

“Our sporting goods department used to be a good 
deal of a joke. Everyone in the store took a kick at 
it and I’d just about come to the conclusion that it 
would be the best thing to throw the department out 
of the store when Joe came to me with the sugges- 
tion, one day, that he try to develop the department 
into a sort of specialty department for fishermen. 
He suggested that there wasn’t any specialty fishing 
department in any other store in the town—fishing 
goods being just carried along with other sporting 
goods—and he thought there might be a chance for 
putting such a department over pretty good in our 
store. 

“He had the whole thing worked out pretty 
thoroughly. He suggested that we have maps show- 
ing where there was good fishing within a reasonable 
radius of our store and information about camps and 
hotels at the fishing resorts, pictures of fishermen 
with their catches, and all that sort of thing. 

“Of course, I told him to hop to it. He hopped. And 
the result was that now our fishing specialty depart- 
ment is going big and it has helped our entire sport- 
ing goods department until the department is one 
of the store’s really good departments. 

“That’s why I voluntarily gave Joe a good raise— 
because he showed some initiative in helping us make 
money. 


SALESMAN GETS RAISE BECAUSE HE GETS 
NAMES OF ALL CASH CUSTOMERS TO WHOM 
HE SELLS GOODS—“I always feel more like giving 


a raise to an employee when the employee works for 
it instead of simply asking for it.” 

The hardware merchant who made this statement 
operates a very successful store in a town of about 
30,000. He is a former clerk himself, so he has the 
slant of both the employer and the employee on this 
salary proposition. 

“Some clerks never work for raises—they seem to 
think that all that is necessary in order to merit a 
raise is lengthy service. Well, perhaps lengthy ser- 
vice does merit a raise but I’m always much happier 
to give a raise to a man because he is worth more 
to the store than simply because he’s been with us a 
long time. 

“Well, we’ve recently given a good, healthy raise to 
Ed. Ed sure deserved it. Ed overheard me wishing 
I had a good mailing list, one time, and what did he 
do but right away step out and get a mighty good list 
for me. ; 

“Ed got up the mailing list by getting the name and 
address of every cash customer he sold goods to. He 
got the names and addresses, too, without me asking 
him to get ’em, which made me feel that much more 
like showing my appreciation by giving him a raise. 

“Believe me, there’s so comparatively little extra 
special constructive helpfulness that the average hard- 
ware store gets from its employees that we surely 
appreciate it when we do get something along that 
line.” 

“Yes, I’ve voluntarily given a raise to one of my 
employees recently,” replied a hardware merchant in 
a town of about 40,000, when the question was put 
to him recently. “I’ve given a raise to Fred. Fred 
acts as salesman and also trims our windows for us. 

“T hadn’t thought much about giving Fred a raise 
until he came to me a couple of months ago and said 
something like this to me: ; 

“Just about all the people that pass our store in 
the course of a day are the same people that pass it 
every day. We’re in a location where few transients 
come and that’s why all the passersby are regulars. 
Now we’re changing our show windows about every 
two weeks. I figure we ought to change ’em every 
week, at least, because during the second week every- 
one who passes our store will already have seen them 
and so doesn’t have any interest in them. By chang- 
ing the displays more frequently we’ll get a greater 
freshness and appeal into them and so make them just 
that much more attractive to the regulars.’ 

“Well, it sounded good and I told Fred to go to it if 
he wanted to. I was curious if he’d ask for a raise 
on the strength of what he was doing. But he didn’t 
and when I found that his little stunt was actually 
helping business why, of course, I had to show my 
appreciation by voluntarily giving him a raise.” 
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Question: Have you any figures showing the cost 
of operating electrical apparatus? R. N., Los An- 
geles, Cal. 

Answer: To figure the exact cost of operating elec- 
trical appliances, one has only to look on the name- 
plate where there will be seen the volts, and either 
the amps. (amperes) or the watts. If the volts and 
amps. are given, multiply the volts by the amps to 
get the watts. For example, 110 volts x 6 amps equals 
660 watts. Any appliance using 660 watts will con- 
sume in one hour 660 watt-hr. or 0.66 kw-hr., since a 
kw. hr. equals 1000 watts. At 10 cents per kw. hr., 
0.66 kw.-hr. will cost 6.6 cents; at 5 cents per kw-hr., 
3.3 cents, etc., according to the electric service com- 
pany’s rates in the locality. 


Question: Some time ago I saw some statistics on 
the purchasing power of a penny. I think that these 
facts could be used with good effect in window dis- 
play cards. I think I saw these in HARDWARE AGE 
and would appreciate your advising me if I am 
correct. B. L., Milwaukee, Wis. 

Answer: We think the statistics you refer to were 


as follows: 
“A penny still has buying power if spent for electrical current. 
“A penny will run an electric cleaner for approximate 40 


minutes, 
“A penny will heat a waffle iron long enough to cook 20 


waffles. 
“A penny will operate an electric washing machine for nearly 


50 minutes. 
“A penny will keep warm a heating pad from 3 to 6 hours. 
“A penny will heat a 6-pound iron for about 25 minutes. 
“A penny will run an electric sewing machine for approxi- 


mately 3 hours. 
penny will heat a toaster long enough to toast 16 slices 


of bread 
“A penny will brew 5 cups of coffee in a percolator. 
“A penny will operate a vibrator for a 20 minute treatment 


daily for 11 days.” 


Question: How should cement or concrete surfaces 
be painted? R. O., Oklahoma City, Okla. 

Answer: A solution, consisting of 1 lb. of sulphate 
of zinc to 1 gal. of water, should first be applied. 
This should stand for twenty-four hours and a prim- 
ing of paint made especially for this purpose ap- 
plied prior to the finishing coat. 


Question: What is the best way of preparing plas- 
ter board for painting? J. B. K., Minneapolis, Minn. 
Answer: In the first place all nail holes should be 
filled with putty and linseed oil. When dry, a prim- 
ing coat, consisting of 1 pt. of turps and 1 qt. of 
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boiled linseed oil to 1 gal. of outside paint. In the 
second coat, % pt. of turps to one gallon of outside 
paint should be used. 


Question: What are the various classes of locks? 
J. B., St. Paul, Minn. 

Answer: If you are interested in getting a good 
background of information on this subject we recom- 
mend that you read “Builders Hardware” from the 
ground up. Locks are used in so many different 
places and are called upon to do such a variety of 
things that frequently the distinction between two 
locks is so slight as to be scarcely noticeable. How- 
ever, there are a number of well defined classes or 
groups into which locks can properly be divided: 

{ Upright 
- | Horizontal 
“Latch Bolt only 

Latch Bolt 


and 
| Thumb Bolt 
Bit Key 


[Knob Locks. . 


| Knob Latches.. 


(Rim ... 4 = 
Night Latches... are 
Drawback 


with 
Dead Bolt 
Flat } weed 


an 

Cylinder 
Bit Key 

Folding Ke 


A 


‘ Dead Locks.... 


and Flat Key 
Store Door Locks 
Sliding Door.. 


f One Bolt 
Knob Latches.. { Two Bolt 
Three Bolt 
, { Bit Key 
Locks. Night Latches.. ; and 
| Cylinder 
hunt nob 
um no 
Bit Key 
j — Stile 


French Window 
1” to 2” 














| 
Mortise. 


3%” 
Regular Stile. | j 1” 
hi Locks... 4 or Backset. 414” 
2%” to 2%” 5” 
514”-6"-8” 


Hotel Locks 
Front Door.. Bit Key 


and 
| Office Locks.. | Cylinder 
Half Mortise 





Sliding Door... }) Mortise 
A natal 

Store Door.... Cylinder 
Latches 

“Unit” 

*Mono” 


Front Door Locks 
“Union” Locks. { Vest. Door Latches 
Office Door Latches 
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First Shade: All my illusions about 
Saint Peter have been destroyed. 

Second Shade: Go on. 

First Shade: When I came to the 
pearly gates he swore at me. 

Second Shade: What! 

First Shade: “Go to Hell,” he said. 

—Yale Record. 





“IT saw your husband going by the 
Gayety last night.” 

“Going by?” 

“Yeh.” 

“Then it wasn’t my husband.” 





“T’ll sell you the Brooklyn Bridge 
for five,” said the slick, sharp-faced 
gentleman. 

“Naw,” answered the hick, “I reckon 
I’ll want that ’ere Woolworth Buildin’, 
stranger. How much kin ya take for 
it?” 

“That'll cost you ten. Now if you’re 
looking for something good, here’s the 
Aquarium you can get cheap.” 

“Reckon I'll take it.” 

He took the postal card from the rack 
and handed the clerk a dime. 





“T just love to see a man smoke,” 
said Ina Claire, as she inspected the 
crematory.—Yale Record. 





Ku Klux Klan of Water Valley, 
Miss., warns that automobile petting 
parties must cease. Ford sales agents 
take notice.—Williams Purple Cow. 





“Well, I’ll be damned,” said the 
brook, when the fat woman _ broke 
through the bridge. 





“Why all the pans of oil sitting 
around in the corners?” 

“T put ’em out for the mice. I hate 
to hear them squeak.”—Ohio Sun Dial. 





“Her name was Bell. They called 
her ‘Dinner’ Bell.” 

“Why?” 

“Every time you gave her a ring 
she’d say, ‘When do we eat?’” 






Judging by appearances, ladies’ 
AS skirts are being modeled after the old 
rule that they should be a little over 
two feet. 
Young Motorist — “Pardon me, 


madam, but would you care to take a 
ride?” 

She—‘“Sir, I’m a lady.” 

Young Motorist—‘“Sure, I knew that. 
If I wanted a man, I’d go home and 
get my brother.” 








Ho—‘“T just had a wonderful chicken 
dinner.” 

Bo—“No!”’ 

Ho—“Yes, an egg sandwich.” 





“I’ve taken quite an interest in you, 
too,” he said reproachfully as he looked 
at the fake oil stock.—Notre Dame 


Juggler. 
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Ed—‘“A coed and her car were in an 
accident on Sheridan Road yesterday.” 

Coed—“Anybody hurt?” 

Ed—“No, only a little paint chipped 
off both.”—Save the Surface. 





“IT want one lamb chop, and see that 
it is a good one.” 

“Well, going to have company, Mrs. 
Katz?”—Harvard Lampoon. 





It was at a negro revival service, and 
the minister had just made a fervent 
appeal to his fervid audience to stand 
up and testify, when a buxom young 
damsel rose and cried: “Last night I 
was in the ahms of the debil, but to- 
night I is in the ahms of the Lord!” 

And a male voice from the rear 
asked: “Is you gwine to be busy to- 
morrow night, sistah?” 





Salesman—‘‘Hey, waiter, I don’t like 
so many flies around me.” 

Tough Lady Waiter—‘‘Well, pick out 
the ones you don’t like, and I’ll kill ’em 
for you.” 








Caller—“I want to see the boss.” 

Office Girl—“Sorry, but he’s in con- 
ference with the vice-president and 
general manager.”’ 

CaHer—“Let me in, I know a funny 
story, too.” 


Lady—‘“I’d_ like to 
pumps, please.” 

Clerk (of modern department store) 
—“Yes, ma’am; stomach, bicycle, or 
dancing?” 





see some new 





Teacher—“Johnnie, what are the 
chief products of Italy?” 
Johnnie—“Wine, ruins, and immi- 


grants.”—Princeton Tiger. 





A Collegiate Ford, 

All twisted and bent. 

A cross marks the spot 

Of a big accident. 

Wires that were shorted, 

A leak in the gas, 

And good old St. 

Enlarges his class. 
—Ohio Sun Dial. 


Peter 





>999 


“Where you goin 
“T am taking this cow to the bank.” 
“Wha’ for?” 

“To hev her milk certified.” 
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Dan C. Swander Heads 


Reorganized Columbian 


Hardware Company 


Becomes 
Which Will Be Known as 
Columbian Vise and Mfg. 
Co., Cleveland, Ohio 


Dan C. Swander, formerly genera! 
manager of the Perfection Spring Co., 
has been made president of the re- 
cently reorganized Columbian Hard- 
ware Co., Cleveland, Ohio. 

The new company, headed by Mr. 
Swander, is known as the Columbian 





Dan C. Swander 


Vise & Mfg. Co., a name which it is 
believed, more aptly describes the prod- 
ucts manufactured. H. F. 


vice-president of the new concern. 

Mr. Swander is widely known in the 
hardware and automotive fields. For 
nine years he was with the Firestone 
Tire & Rubber Co. in charge of the 
eastern branches and export business. 

Later he became vice-president in 
charge of sales of the Standard Parts 
Co., and after the sale of that company, 
became general manager of the Per- 
fection Spring Co. 





Fyrac Mfg. Co. Merges 
with National Lock Co. 


An announcement of interest to the 
trade has been made during the past 
week of the merger of the Fyrac Mfg. 
Co., manufacturer of the Fyrac Night 
Guide, a through the windshield spot- 


light, with the National Lock Co., both | 


of Rockford, Ill. The Fyrac company 


President of Concern | 
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Hiram W. Colton 


Hiram W. Colton Acquires 


| 


j 
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Karl J. DePrez Dies 
While in the West 


on Business Trip 


Secretary and Sales Manager of 
Chambers Mfg. Co., Shelby- 
vill, Ind., Passes Away in 
Dallas, Texas 


Stricken with pneumoccocus meningi- 


_tis while on a western business trip, 
Karl J. DePrez, secretary and sales 





Winburn B. Adams Company | 


The Menotomy Hardware Co. is the | 


new name of the firm of Winburn B. 


Adams Co. of Arlington, Mass., which | 
has been purchased by Hiram W. Col- | 


ton of West Harwich, Mass. This went 
into effect on Monday, June 14, and the 


flags were displayed in Arlington on | 


that day for this particular occasion. 

Mr. Colton has moved his stock and 
fixtures from West Harwich and added 
them to the stock which he has pur- 
chased in Arlington. 


The store is on the main street in | 


Arlington, opposite the church and is 
_in a very favorable location. 





Seymour, | 
former president of the company, is | 


C. E. Thomas Missing 


The following is published at the 
request of a friend of the missing 
man’s family: 

Information is wanted as to the 
present whereabouts of C. E. Thomas, 
formerly of Boston, Mass., who has dis- 
appeared from that city leaving his 
affairs in a somewhat confused condi- 





tion. It is probable that he will en- 
deavor to establish a connection as a 
builders’ hardware expert in some 


other locality. 
He is a young man of slight build, 


about 5 feet 4 inches high, with dark 


hair and brown eyes, modest in appear- 
ance and manner. 





Richards Succeeds Ashby 
as Adv. Mer., 


Western Clock Co. 


|97 Chambers Street, New York City, 


also controlled the Clymer Mfg. Co., so | 


the three concerns are involved in the | 
_tising manager of the Western Clock 


merger. 
Maxim Konecky, who for a number 
of years was in charge of Fyrac sales 


in Chicago, has been selected as general | 


sales manager for the new Fyrac divi- 
sion. The Fyrac division is also estab- 
lishing branch offices in Columbus, 


Cleveland, St. Louis and Detroit. 


W. S. Ashby has resigned as adver- 


Co., LaSalle, Ill., to make his future 
home in Manitou, Colo. 

_ L. B. Richards has been appointed to 
succeed Mr. Ashby as advertising man- 
ager of the company, and will also as- 
sume the editorship of the firm’s house 
‘organ, Tick Talk. 


lege, 





manager of the Chambers Mfg. Co., 
Shelbyville, Ind., died recently at a 
hospital in Dallas, Tex. 

An infection of the inner ear and 
nasal trouble is_ believed to have 





Karl J. De Prez 


brought on the meningitis trouble that 
resulted in his untimely demise. 

Mr. DePrez was born in Shelbyville, 
Dec. 13, 1892, the son of Mr. and Mrs. 
Albert DePrez. He attended the local 
public schools and was graduated from 
the high school in Shelbyville as presi- 
dent of the Senior class. Following 
his graduation he entered Wabash Col- 
where his prominence in high 
school affairs was continued. A serious 
injury to his leg, however, prevented 
him from continuing his college activi- 
ties. 

Seven years ago Mr. DePrez became 
identified with the Chambers Mfg. Co... 
as manager of the sales department. 
In that position he arose to the heights 
of perfection in the sales and advertis- 
ing field. Later he was made a secre- 


| tary of the firm. 





Besides his wife and parents, he is 
survived by three children. 





Murray Going to Europe 
Marshall Murray, of Abbey & Imbrie, 


leaves for Europe on July 24, on the 
annual purchasing trip for the com- 
pany. He will be away about six 
weeks, during which time he will 
visit England, Scotland, Norway and 
France. David Abercrombie, of the 
David T. Abercrombie Co., 311 Broad- 
way, New York, City, will accompany 
Mr. Murray. 
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Spring Frolic Feature 
of Boosters Meeting 


Chief Booster Robert Taylor Pre- 
sides Over Party Held at 
Hardware Club in New 
York on June 26 


The (New York) Hardware Boosters | 


finished up their spring season with a 
spring frolic, just a little different and 
just a little better than previous af- 
fairs of this kind. The party was 
held at the Hardware Club, 253 Broad- 
way, New York City, Saturday, June 26, 
with Chief Booster Robt. Taylor, Star 
Expansion Bolt Co., presiding during 
the extra special dinner served for 
about 35 members. After dinner the 
meeting was turned over to Junior 
Chief Booster Chas. Pincus, Stanley 
Works, who is also chairman of the 
entertainment committee. Bert Con- 
ner, Pike Mfg. Co., and Fred Hinch- 
man, John Russell Cutlery Co., were 
the other members of the committee. 
Will J. Graham, Francis Keil & Son, 
was song leader, and a good one. 

Secretary Roy C. Schmidt, Stanley 
Works, brought his book of minutes, 
but the party was all fun and no busi- 
ness, so Roy hid the book under his sec- 
ond piece of pie. 

Past Chief Booster Seymour Sears, 
Tucker Co., spoke on the coming con- 
vention of the National Council of 
Traveling Salesmen’s Association, of 
which he is expected to be the next 
president. ° 

Mar-vee-le-ous Maurice, magician 
and humorist, entertained with card 
tricks and other feats of magic, taking 
rabbits out of Fred Pfeiffer’s coat and 
catching Fred Ritterbusch, Reading 
Knob Works, stealing some of his trick 
cards. 

Souvenirs were donated by Pike Mfg. 
Co., John Russell Cutlery Co., Sargent 
& Co., Tucker Co., Surpless, Dunn & 
Co,. Fred Pfeiffer, Chas. Pincus, Worth 
Hdwe. Co., and HARDWARE AGE. 


Bad Account Losses 
Exceed Fire Costs 


Losses to American business through 
improper and inefficient methods of col- 
lecting accounts are greater by several 
million dollars every year than the an- 
nual fire losses of the country, E. B. 
Moran, manager of the interchange 
bureaus of the National Association of 
Credit Men, said recently in his report 


of last year’s work. Millions of dollars | 


could be saved yearly if business men 
would only investigate credit applicants 
more thoroughly. 

The Association now conducts over 
60 credit interchange bureaus, making 
it possible for members to obtain up- 
to-date information about concerns 
throughout the entire country so that 
commercial fraud may be anticipated 
by warnings about the poor credit 
status of dishonest firms. 
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| 
Neb., | 


Alliance, 
whose election to the board of | 
directors of the National Retail | 
Hardware Association was re- | 


J. S. Rhien, 





ported in last week’s issue of 
Harpware Ace. This cut of Mr. 
Rhien was received too late to 
appear in the July 1 issue, which 
contained the complete report of 
the twenty-seventh annual con- 
vention of the N. R. H. A. held 
in Indianapolis, Ind., June 20 to 
24. Mr. Rhien is a past president 
of the Nebraska Retail Hardware 
Association. 
































S. H. Cornell to Cansiane | 
S. W. Cornell Business 


Since publication of a news item an- 
nouncing the sale of the S. W. Cornell 
hardware store at 121 Court Street, 
Brooklyn, N. Y., to Stephen H. Cornell, 
who with his two brothers, H. A. and 
Vincent Cornell, had owned the busi- 
ness since the death of their father in 
1913, we have received an announce- 
ment that the business will be contin- 
ued at the same location by the pur- 
chaser, now the sole owner. Accord- 
ing to the announcement Mr. Cornell 
will assume complete charge on July 26. 

A fourth son of the late S. W. Cor- 
nell is Frank E. Cornell, who was also 
brought up in the hardware business. 
In 1908 he organized the Montauk 
Paint Mfg. Co., of Brooklyn, and is its 
secretary, treasurer and general man- 
ager. 


Fire Damaged Firm 
Wants New Catalogs 


Isadore Lipson, who conducts a re- 
tail and wholesale hardware store at 
289-291 Washington Ave., New Haven, 
Conn., advises that in a recent fire, 
which severely damaged his store and 
stock, all catalogs and price lists from 
manufacturers and jobbers were de- 
stroyed. 

New catalogs, price lists and other 


effective July 1. 





information is desired at once. 
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J. V. Smith Resigns 
From Hubbard & Co. 


General Manager of Company’s 
Shovel Interests Resigns, 
Effective July 1 to Enter 
Manufacturing Field 


Joseph V. Smith, general manager of 
shovel interests of Hubbard & Co., 
Pittsburgh, Pa., resigned that position, 
The company’s Pitts- 
burgh shovel plant was recently de- 
stroyed by fire, and instead of rebuild- 


; ing, it has been decided to concentrate 





Joseph V. Smith Poe 


upon the production of shovels at 
Montpelier, Ind. 

This change would have entailed the 
removal of Mr. Smith to Montpelier, 
and a desire on his part, for family rea- 
sons, to remain in the East, led him 
to resign. After a much needed vaca- 
tion of a month or two, Mr. Smith ex- 
pects to engage in the manufacturing 
end of the hardware business, having 
negotiations now pending for the ac- 
quisition of an interest in a going con- 
cern. 

Mr. Smith was with Oliver Brothers, 
Inc., for sixteen years, starting as an 
office boy in the New York office, be- 
coming manager of the Pittsburgh of- 
fice in 1910. In 1915 he joined the 
firm of Hubbard & Co. as general man- 
ager of the shovel interests. 

He is a member of the American 
Hardware Manufacturers’ Association 
and has been a conspicuous figure at 
hardware conventions during the past 
seventeen years. He was also chair- 
man of the simplification committee of 
the American Shovel Institute and 
played a prominent part in the formu- 
lation of the new standards, which are 
scheduled to go into effect July 1. 

Mr. Smith’s home address is at 5544 
Wellesley Avenue, Pittsburgh. 
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Curtain Buys Out Partner 


The retail hardware firm of Paige & 
Curtain, Medford, Mass., has been suc- 
ceeded by Andrew F. Curtain & Son. 
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Seymour Sears Heads National Council 
of Traveling Salesmen Association 





New Executive Founded N. Y. Hardware Boosters in Offices of 
HARDWARE AGE, 16 Years Ago and Is Active in Many 
Organizations. He Succeeds Frank Armstrong 
Who Presided at 1926 Convention 


NEYMOUR N. SEARS, vice-president, Tucker Co., New York 
City, was elected president of the National Council of Travel- 
ing Salesmen Associations at the closing session of the 1926 con- 
vention held at the Hotel Pennsylvania, New York City, June 28, 
29 and 30. Repeal of the Pullman surcharge, mileage books, and 
other pertinent problems were discussed at the business sessions. 
Mr. Sears, a veteran of more than 30 years as a traveling hard- 
ware salesman, is one of the very few road men listed in America’s 
Blue Book, commonly known as ““Who’s Who.” He not only founded 
the N. Y. Hardware Boosters in 1910, but was also this organiza- 
tion’s first Chief Booster. The organization and other early meet- 
ings took place in the offices of HARDWARE AGE. When the Nut- 
meggers was formed for hardware salesmen traveling in Connec- 
ticut, Sears was chosen as a member of the executive board and 
was very helpful in the organizing and formation of this associa- 
tion’s constitution and by-laws. 
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New | The abolition of wartime Pullman 


He is also a member of the 
England Hardware Associates, a past | surcharge and the pre-war mileage book 


grand councilor of the United Commer- | question were discussed at the opening 
cial Travelers for the New Jersey and | business session. 

Delaware district; vice-president of the About one hundred officers and dele- 
Cliffside Park National Bank, Cliffside, | gates, representing 38 associations and 
N. J.; very active in Masonic work, |the interests of 900,000 commercial 
building loan associations and a well | travelers, attended. Frank L. Arm- 
known and active participant at na- | strong, president of the association, in 
tional and State hardware conventions. | an address characterized the surcharge 

Other officers of the National Coun- | as uneconomic, unsound and unjust. 

First vice-president, Leo Got- | “The carriers never have justified 
tesman, Associated Millinery Men; | the surcharge as a rate, and it is not 
second vice-president, Reuben Hecht, |a rate in accordance with the rules of 
Southern Travelers’ Association; third |the Transportation Act,” he declared. 
vice-president, Robert B. Smith, Boot | “They do not render any service not 
and Shoe Travelers’ Association; fourth | already fully compensated for in their 
vice-president, Edward N. Mayer, Jew- | contracts with the Pullman Company 
elry, Leather and Fancy Goods Asso- | and through extra fare charges. Never- 
ciation; secretary, Sol Wolerstein, Gar- | theless, they now receive, by Govern- 
ment Salesmen’s Association; treasurer, | ment permit on the surcharge alone, 
A. E. Foise, National Association of a subsidy amounting to ten times the 
Men’s Apparel Clubs. revenue previously received. 
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“If this form of arbitrary surcharge 
rate-making is allowed to persist, and 
become a recognized feature of rate- 
making, no one knows what other sur- 
charges may not be imposed on this or 
that branch of the transportation ser- 
vice from time to time. It is uneco- 
nomic, unsound, unjust and should be 
abolished without further procrastina- 
tion.” 

Arthur M. Loeb, special Assistant At- 
torney General at Washington, ad- 
dressed the meeting on the pending 
bills before Congress to remove the 
Pullman charge and to provide for the 
interchangeable mileage books bill. 

“There is one big question which this 
association has hardly touched,” said 
Mr. Loeb. “I refer to the valuation of 
railroad properties. The Brotherhood 
of Railroad Men has started it, but has 
not sufficient money to spend to carry 
it on. 

“The Esch-Cummins law was one of 
the greatest ‘handouts’ to the railroads. 


Pullman Surcharge Repeal 


The bill, went on Mr. Loeb, told the 
railroads how their property should be 
valued, but it forgot to say that there 
were lands which were given by the 
Government to the railroads which have 
increased enormously in value and 
which they now include in their valua- 
tion on this improved basis. 

Resolutions were adopted thanking 
Mr. Loeb for his legal services at Wash- 
ington on behalf of the council. 

Managing Director W. G. Adams, 
quoting from letters he had received 
from members of Congress on the coun- 
cil’s railroad legislation, said that one 
pointed out that the market valuation 
of the railroads stocks had increased 
25 per cent, while another referred to 
the “crippled” conditions of the rail- 
roads. 

The rest of the session was taken np 
with informal reports of committees. 
The financial statement showed the or- 
ganization to be in a better condition 
than at the last annual meeting. 

Monday noon the delegates were re- 
ceived at City Hall by Mayor James J. 
Walker. In the afternoon they were 
guests of Charles A. Stoneham, at the 
Polo Grounds where they witnessed the 
game between the Giants and Boston 
Braves. That evening a boxing ex- 


hibition was enjoyed at the New Gar- 





den. There were 12 amateur bouts 
and one wrestling match. 


R. H. Witbeck Takes on 


Abbey and Imbrie Line 


R. H. Witbeck, Pound, Wis., has 
taken over the Wisconsin, Minnesota 
and Michigan territories as sales rep- 
resentative for Abbey & Imbrie Fish- 
ing Tackle. 

Mr. Witbeck is an old-timer on the 
road and his many friends will be 
pleased to learn that he has secured the 
Abbey & Imbrie line, thus assuring 
them of a closer touch with this old line 
concern, and of receiving more fre- 


| quent visits than in the past. 
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Treasury Department Suspends Countervailing Order 
Against Iron and Steel Imports from Germany 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 


ing order against imports of iron and steel products from Ger- 


G ine order a by the Treasury Department of the countervail- 


many may mean that if the order is applied at all it will per- 
tain more to hardware and other highly finished lines than to roll- 
ing mill products. The German Embassy, making an appeal through 
the State Department, succeeded in having the order suspended on 
the ground that none of the products listed in the Treasury order 
was the subject of bounty as had been claimed. The Treasury De- 
partment evidently felt that its position might not be entirely se- 
cure, so it accepted the suggestion that the matter be investigated 


further. 


With this view in mind a joint commission, made up of 


two Americans and two Germans, representing their respective 
governments, will conduct an inquiry and make a report. Should 
there be a dissenting report it also will be filed. 


The attitude of the German Embassy 
seems to be that where bounties are 
paid they apply to the finished lines 
and the matter is so intricate that con- 
siderable time will be required to com- 
plete the study. On the other hand the 
American Government apparently be- 
lieves that the question can be settled 
definitely within a comparatively short 
time. 

Inasmuch as the bounties are sup- 
posed to be paid by the Raw Steel 
Syndicate, which produces rolling mill 
products, it would seem. that there 
might be something in the contention 
of the German Government that it 
would be absurd for them to pay boun- 
ties to themselves. Being representa- 
tives of the basic industry, there is 
no other source from which bounties 
would be paid, unless it would be the 
German Government itself, and there 
is no contention in any quarter that 
the German Government pays boun- 
ties. 

On the other hand, it is claimed that 
members of the syndicate may also 
own finishing units which are granted 
subsidies and on the face of it this 
would look like a case of taking money 
out of one pocket and putting it in the 
other pocket. Reply to this, however, 
has been made that one of the pri- 
mary objects of the bounties is to coun- 
teract alleged dumping into the Ger- 
man market of French and Belgian iron 
and steel products for use in further 
manufacture. This is held to be neces- 
sary to offset the effect of the depre- 
ciated French and Belgian franc since 
the adoption of the Dawes reparation 
plan and the establishment of the Ger- 
man fiscal policy on a gold _ basis. 
Moreover, it is maintained that the 
protective tariff policy of the German 
government is counteracted in part by 
the bounties because the tariff affords 
protection to German remanufacturers 
who use German iron and steel as 
against German users of foreign iron 









































and steel. Particularly as it applies 
to the finished lines it is asserted that 
the bounty is an aid in meeting prob- 
lems arising from steel mergers that 
are developing in Germany and that it 
is necessary to learn how economically 
different units of consolidated compan- 
ies are operated. 

It has been pointed out, for instance, 
one finishing plant is near a port of 
shipment, while another plant of a 
similar kind, or even a rolling mill, is 
located inland and the costs and profits 
are distributed among the plants so as 
to bring about equalization and arrive 
at a net return which is allowed with- 
out being subjected to a tax. 

Whether or not this situation is found 
to exist, it does signify the fact that 
not only the iron and steel producer 
in the United States but the manufac- 
turer of heavy and even light hardware 
is vitally concerned in the outcome of 
the investigation because of its effect 
on competition with the German pro- 
ducers. 





The importance of the maintenance 
and increase of the export trade of the 
United States in hammers and hatchets 
cannot be overestimated at the present 
time when European competitors are 
struggling so hard not only to regain 
but also to increase their export busi- 
ness lost to the United States during 
the war, says a statement issued by 
the Hardware Section of the Bureau of 
Foreign and Domestic Commerce. It is 
observed that the United States makers 
and sellers of hammers and hatchets 
made particular gains in Latin America. 
Cooperation of manufacturers of ham- 
mers with the Iron and Steel Division 
of the Department of Commerce in 
building up foreign trade is evidenced, 
it is stated, in the heavy increase of ex- 
ports of these products during the past 
three years. In 1923, the United States 
shipped 761,528 hammers and hatchets, 











valued at $398,925, to foreign coun- 
tries. A slight drop occurred in 1924 
when the United States exported 705,- 
324 hammers and hatchets, valued at 
$348,867, but the 1925 exports more 
than made up for this deficiency with 
805,438 of these articles, valued at 
$418,867. Latin America led as a pur- 
chaser, buying 275,652 hammers and 
hatchets, valued at $157,527 in 1923; 
282,852, valued at $159,916 in 1924, and 
257,063, valued at $157,910 im 1925. 





The same bulletin says that Ameri- 
can cutlery exports rose from $4,700,000 
to $9,250,000 in 1924 and reached a 
total of more than $13,000,000 in 1925. 
Safety razors and safety razor blades 
account for the greater part of these 
exports, but shipments of various types 
of cutlery are steadily increasing. 
Trade Information Bulletin No. 415, 
available at the Government Printing 
Office for 10c., is a report on various 
world markets for cutlery recently pre- 
pared by G. E. Phoebus. 

Old Dobbin certainly is not the fac- 
tor he once was in playing the principal 
or most difficult role in courting jour- 
neys. Dan Cupid has transferred his 
reliance more on speed and thrills and 
is using the automobile and airplane 
to keep up with this dizzy age of hurry- 
we-are-on-the- way -but-do-not-know- 
where-or-why-we-are-going. Evidence of 
the relegation of faithful old Dobbin 
to the background is seen in figures 
just issued by the Bureau of Census. 
It shows that nine establishments en- 
gaged primarily in the manufacture of 
whips reported for 1925 a total output 
valued at $308,039. This is a decrease 
of 58.5 per cent as compared with 1923, 
the last preceding census year. The 
amount paid in wages shows a decrease 
of 59.7 per cent, while the average 
number of wage earners showed a de- 
crease of 48.5 per cent. 








Edwin Bates of Summerfield, Ohio, 
has been appointed as domestic market- 
ing specialist in the Domestic Com- 
merce Division of the Bureau of For- 
eign and Domestic Commerce. Mr. 
Bates is reentering the service of the 
Department after an absence of sev- 
eral years during which time he has 
been engaged in market research and 
as instructor in domestic marketing at 
the Washington University, St. Louis. 
Following the completion of his work in 
connection with the department’s sur- 
vey of the building material situation 
in Florida which is being conducted at 
the request of State organizations Mr. 
Bates will be permanently assigned to 
one of the district offices of the bureau. 
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Stove Bolt Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on these sizes 
and knowing the margin you wish to make on bolts, you can readily determine a price for any desired quantity. 
For example: On 3-16 inch bolts, % inch in length, let us assume you buy at a 60 per cent discount, and that you 
wish to sell at 331% off list. You would find the % inch co!umn and run along it until you were under the 33% off 
list discount, which in this case would be 40—your selling price. Should you on the same number have a quantity 
order, you could quote 40 or 50 off list by the same method. In this case the quotations would be 36 and 30 


respectively. List prices are per 100. 


STOVE BOLTS, Large Head, Round or Flat STOVE BOLTS, Large Head, Round or Flat 
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This is the twelfth installment of a complete series of bolt prices to be published weekly. 
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General Market News 








Hardware Sales Satisfactory— 
Collections Are Improving 


ARDWARE sales throughout the country, although retarded 
somewhat by unfavorable weather conditions, have shown 
substantial improvement during the past week, according to re- 
ports from the various hardware market centers. Prices on staple 
lines are displaying no tendency toward weakness. Advance orders 
on some winter goods are reported by some of the wholesalers, but 
there is room for considerable improvement in this respect. 

Retail sales are reported as fair, and in some sections, particularly 
the Northwest, uncertainty regarding the crop situation is a retard- 
ing factor at the present time. That business conditions gener- 
ally, however, are favorable, is indicated by the fact that collections 
are improving. 





result of this factor. Compared with 
May a year ago, sales were generally 
larger, and for the five months ending 
in May total sales of all the reporting 
stores were larger than for the corre- 
sponding period in any preceding year 
for which records are available. 


June Better Than May in 
Steel 


A number of steel companies found 
new bookings running higher through 
June than in May, according to The 
Iron Age. Nearly all, especially those 
producing bars, had heavier specifica- 
tions in June. Apparently the recent 
stiffening in prices of the heavier prod- 
ucts has tended to swell both specifi- 
cations and new buying. It is not clear 
how far larger requirements of steel | 
and how far the price situation have 
figured in the recent improvement, since 
reports from consuming industries are 
somewhat conflicting. 





Price Reduction in Wooster 


Brushes 


The Wooster Brush Co., Wooster, 
Ohio, announces a reduction on all 
Wooster brushes, effective June 28. The 
company states that this reduction has 
been made possible through improved 
manufacturing processes. 











Freight Traffic Increases 


Freight traffic on Class 1 railroads in 
the United States during the first four 
months of 1926 was the greatest on | 
record. It amounted to 148,065,839,000 | 
net ton-miles, an increase of 1.2 per 
cent over the best previous record, 
which was in the first four months of 
1923. April, with 36,316,958,000 net 
ton-miles, showed a decrease of 5.2 per 
cent from the best previous April on 
record, which was in 1923. 


Collections Improving in 
Pittsburgh 


There is a good movement of such 
things as camping supplies, sprinklers, 
screen doors and windows and a num- 














who have checked up that find their 
sales to be up to the average of other 
years. An encouraging development of 
the recent past, however, is that col- 
lections seem to have grown slightly 
better. Among the price changes in the 





Retail Sales Increase 


Trade at retail stores reporting to | 
the Federal Reserve system was larger | 
in May than in April. Sales of depart- 
ment stores, 5 and 10 cent variety chain | vacuum sweepers. New rope prices for 
stores and shoe chain stores increased | the 60-day period beginning July 1 
more than usual in May, but sales of | show a drop of 2c. per pound in the 
mail order houses and grocery chain | base price of Manila rope. There has 
stores declined. Weather conditions | been a slight revision of roofing paper 
were generally more favorable for | prices. The expectation is common 
spring trade in May than in the pre- | here that in the next week or so there 
ceding month, and the growth in sales | will be a revision downward of automo- 
of seasonal merchandise was largely a | bile tires and tube prices. 





quotation of a well known make of 








‘the crops. 


ber of other items which usually sell | 


well at this time of the year in Pitts- | Probably be a fair crop, with fall busi- 


burgh, but it is rare to find distributors | : 
‘are well filled, and prices are holding 


| steady and firm all along the line. Col- 


| past week is one of $10 in the retail | 


Steel Market Stronger 


Developments of the week in the 
steel trade have been encouraging to 
the mills in the Pittsburgh and nearby 
territories. Not only has the volume 
of new orders and specifications shown 
an increase, but the price situation has 
exhibited signs of strengthening. News 
of the advance of $2 a ton on structural 
shapes by the Bethlehem Steel Co. was 
received here with interest, and while 
its immediate effect may be merely to 
drive in hesitating tonnage at 1.90c., it 
is a move which other steel companies 
have been considering. The Jones & 
Laughlin Steel Corporation, within 
twenty-four hours after the Bethlehem 
announcement, decided to raise its price 
on shapes to 2c. per lb. to take effect 
at once. Following the recent advance 
on steel bars to 2c., which is now effec- 
tive on all business for third quarter, 
the strengthening of these prices, it is 
believed, will give the mills somewhat 
larger orders to carry through the sum- 
mer months than might otherwise have 
been expected. 





Changes in Bridgeport Chain 
Price List 


A number of upward price revisions 
_affecting items listed in its Catalog 
No. 14 are announced by the Bridge- 
port Chain Co. of Bridgeport, Conn. 








| Look for Good Fall Business 


in Northwest 


Business in this part of the country, 
the Northwest tributary to the Twin 


Cities, awaited favorable crop condi- 
‘tions all the spring. Lack of rain in 
/'many districts cut down purchases, and 
the rains in many of these districts 


came too late for the greatest good of 
However, on the general 
average over the Northwest, there will 


ness reflecting this condition. Stocks 


lections show a slight improvement. 
Rope Lower and Sheet Lead 
Higher in Boston 


The only changes of importance re- 


| ported in the Boston hardware market 
'the past week were a drop of 2c. a 
| pound in Manila rope and an advance 


of %c. a pound in sheet lead. Some 


'of the jobbers have dropped prices on 


hack saw blades about 10 per cent, but 
that practice has not become common. 
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Hardware Sales Gaining 
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in Northwest— 


Prices Firm— Collections Favorable 


(Minneapulis office of HARDWARE AGE) 


URING the past week, trade has shown some signs, over the 


Northwest, 


in the territory tributary to the Twin Cities, 


of gaining. But the tendency toward sluggishness, which is 
always manifest in the middle of the summer, is in evidence also. 
Which of these conditions is in the majority depends upon the dis- 


trict of this territory. 


In some districts, merchants claim as much 


business as last year, and better, and in other districts sales are, the 
merchants state, below last year. 
conditions, and prospects of the growing crops. 

Stocks in most of the country dealers’ stores seem to be well 
filled. While they are not buying in any great quantity, they are 
buying frequently enough to keep up their assortments. 

Prices seem to be very steady in this market. There is not enough 
demand to cause any change upward, and the trend of the market 
at the present time does not seem to be downward. Stocks with job- 
bers are well filled, and jobbers are eager to pass these stocks on 


to the merchants. 


Much depends upon the local 


Collections seem to be keeping up to those of last year, and in 
most of the districts they are better. 


AXES.—Demand is fair, with stocks | 


—— ————— 





1 dozen cartons, $16 per dozen. Little 


Helper, $2 per dozen. 


| CHURNS. —Sales are well up to the 


in good condition. Prices have not | 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 


axes at $16 per dozen and 


weight 
weight axes at $21.50 


double bit base 
per dozen net. 
BOLTS.— 
little indication of any increase. Stocks 
are ample for the call. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent: machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Brads are selling fairly well, 
as building operations are progressing. 
Stocks are well filled, with prices firm. 


We quote jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads In 25- 
lb. boxes at 75 per cent from list. 


from 


BUILDERS’ HARDWARE. — Building, are in good condition. 


in this part of the country, is somewhat | 
like the crops. It is “spotty,” even in | 
the larger cities, where construction 
work is advancing rapidly in one part 


Call for bolts is steady, with | 


| 


| 
| 
| 


average, with ample stocks in dealers’ 
hands. Prices are firm and steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 35 per cent from list. 


EAVES TROUGH CONDUCTOR PIPE 





| 


of the town, and is quiet in another | 


part. In the country districts, there is | 
some building, though not sc heavy as 
had been hoped for the first part of 
the year. On the whole, totals will 
compare favorably with those of last 
year. Finishing hardware for small 
homes is the most in demand. 
CARPET SWEEPERS.—Call is normal, 
with stocks well filled. 
not changed. 


We quote from 
f.o.b. Twin Cities: 
Carpet Sweepers, 


jobbers’ stocks, 


American Queen, 


$54 per dozen; Elite, $60 per dozen; 
Grand Rapids, nickeled, 15 in., $48 
per doz.; same jap., 17 in., $60 per 
doz.; Parlor Queen, $56 per dozen; 
Princess, $50 per dozen; Universal 
nickeled, $46 per dozen, and jap., $42 
per dozen. 

Toy sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per dozen; Little 


Jewel, 1 doz. cartons, $10, and Junior, 











Prices have | good. 


| 


AND ELBOWS.—Sales are fairly good, 
with stocks well filled. Prices have not 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 


bead 28 ga. eaves trough at $5.50 per 


100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100 ft. and 28 ga. 3 in. el- 
bows at $1.73 per dozen, net. 


| FIELD FENCE.—Call for field fence is 


steady, and the demand as tb localities 


depends upon the crop prospects. Stocks 
Prices have not 


| changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate 


type of fence at $30 04 per 100 rods 
with other sizes and weights In pro- 
portion. 


FILES.—Sales are running better than 
last year. Stocks have been kept full, 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Demand for 
galvanized ware is steady and fairly 
Stocks are in very good condi- 
tion, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. I 
galvanized tubs at $7.50; No. 2, $8.25; 
No. 3, $9.45; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15: standard 10 
qt. pails, $2.70; 12 qt., $3.05; 15 qt., 
$3.40: stock pails, 16 qt., $5, and 18 


qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Call is light at | 
Dealers sell an | 


_ occasional light, but the heavier trade | 


present in this line. 














will not develop untill fall. Stocks are 
ample for present call, and prices are 


firm. 


We quote from jobbers’ stocks: 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-)b. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Call 
for hammers and other small tools is 
fairly good, but is slightly disappoint- 
ing in some districts, where construc- 
tion work is rather slow. Stocks are 
well filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 61114, $12; 
Plumb Broad, No. 2 hatchet, $16.40: 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen, net. 
HOSE.—So far, this has been an ex- 
cellent year for the sale of lawn hose. 
Dealers have turned their stocks rapid- 
ly, and jobbers are well pleased with the 
volume of business in this direction. 


Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, % 
in., 3 ply, $8.25; Leader, % in., 5 'ply, 


$9.50; % in., 5 ply, $10.75; Good Luck, 
5, in., 6 ply, $10.75; Bull Dog, % in., 
7 ply, $14; Riverside, molded, % in., 
black, $14: 5 in., black, $12.50: red, 
% in., $14.50; 5 in., $14 per 100 ft., 
et. 


ICE CREAM FREEZERS.—Demand is 
increasing in this line with the advent 
of the warmer weather. Stocks have 
been ready for the call for some time. 
Prices are firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 aqt., 
$3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each: 4 at, $5.70 each, 6 qt., 
$7.25 each; 8 q $9. 35 each; 10 at.. 
$12.50 each. Totes are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 


stocks, 


$5.65 each; 3 qt., $6.75 each; 4 aqt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each; and 10 qt., $18 each. 


These are list prices and are subject 
to a dealers’ discount of 50 per cent. 

Auto-Vacuum Freezers. — No. 1, 
3.33 net: No. 2, $4 net; No. 3, $5. 33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33%, per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 8 per dozen; same 
size, enameled- galvanized, $10 per 
dozen: 4 qt. size, enameled-galvan- 
ized, $18 per dozen. and 1 qt. size, Ju- 
nior enameled, $4.80 per dozen. These 
are net prices to dealers. 

Cy ane —1 qt., $4; 2 aqt., 
$4.60: , $5.55; 4 qt., 
$8.60: ; = $11. 10: 10 at., 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list. 


LANTERNS.—Call for lanterns is light 
at present. Stocks are ample for the 
demand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz., 
net. 
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July 8, 1926 


LAWN MOWERS.—tTrade shows some | 


improvement in this line. Stocks are 
well filled, with prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, styles 
A and C mowers at 35-5 per cent; 
Style E, 40-5 per cent; style K, 35 
per cent, and Riverside ball bearing, 
$8.75 each, net. 
MILK CANS.—Demand for milk cans is 
steady and strong. With the develop- 
ment of dairying in the Northwest, this 


is an excellent territory for sale of 


cans. Stocks are well filled, with prices 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Railroad 5 gallon 
milk cans, $2.60; 8 gallon, $3.10 and 
10 gallon, $3.20 each, net. 


NAILS.—Volume of nail sales reflects 
clearly the amount of building. Stocks 
are being kept well filled, dealers 
“sorting up” frequently. Prices show 
no changes. 


We quote from 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Sales are showing a 
tendency toward dropping off, with the 
coming of warmer weather. Stocks are 
still ample for the call, and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. ‘Twin Cities: No. 12 oil heaters, 


jobbers’ stocks, 


japanned and ~»polished steel, $3.66 
each, and No. 016, nickel polished 
steel, $5.32 each, net. 


PAINTS AND WHITE LEAD.— While | 


some of the conditions have not been 
the best for painting this spring, there 
has been a fair volume of business and 
dealers are looking for an increase in 
the fall painting. Stocks are in very 
good condition, with prices unchanged. 
from jobers’_ stocks, 


We quote 
f.o.b. Twin Cities: First grade house 
gallon, in 1 gallon 


paint at $2.80 per ; 

cans, and white lead in 100 lb. con- 

tainers at $13.84 cwt., net. 
PAPER.—Building paper is selling at 
a fair rate. Stocks are well filled, and 
prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities:. Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 

PUMPS.—tThere is a good market in 
the Northwest for pumps, and the deal- 
ers are beginning to realize it, and urge 
the better water systems for their cus- 
tomers. Pumps and well supplies are 
selling better than a few years ago, 
and the market has only been scratched. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 


§-in. stroke, $6.85: adjustable stroke, 
$7.50: No. 495, underground discharge 
windmill force, adjustable stroke, 
$14.35: No. 415, $14.65: No. 403, hand 
lift, 6-in. stroke, $4. 25: No. 182 hand 
lift, 6-in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVENWARE.—Call is light at 
present in this line. Stocks are ample 
for the call, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casseroles, 
at $1.17: No. 197 casseroles, $1.17; No. 
202 pie plates, 50c.; No. 210 pie plates, 
67c.: No. 212 bread pans, 60c.; No. 231 
utility pans, 67c.;: No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net 


REGISTERS.—Sales 
stocks well filled. 
changed. 


fair, with 
have not 


are 
Prices 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel reg- 
isters at 40 per cent from lists. 

ROPE.—Demand for rope is_ good, 
especially for haying rope sizes. Stocks 
are well filled, and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 26%c. I|b., base, and best 
grade sisal rope at 18c. Iib., base. 


SAN DPAPER.—Sales in this line keep 
pace with building and decorating oper- 
ations. Stocks are full, with prices 
steady and firm. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 
grade No. 1, $6 per ream ,and garnet, 
No. 1, $16.50 per ream. 


SASH CORD AND WEIGHTS.—Call is 
steady, though not so heavy as had 
been hoped for this year. Prices have 
not changed. 

We quote 


stocks, 


from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb., and second grade at 
37%c. Ib.; cast iron sash weights at 


$2.10 ewt., net. 

SCREEN DOORS AND WINDOWS.— 
Sales show an increase with the ap- 
proach of the heavier insect season. 
Stocks are still well filled, with no 


changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 


2-8 x 6-8, $2.44 each; Sherwood ad- 


justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per dozen, net. 
SCREWS.—Demand is_ steady, with 
stocks being kept well filled. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Flat head bright 
wood screws at 80 - 10 per cent; flat 
head, japanned, 72 2-10 per cent; 
round head blued, 77%4-10 per cent; 
flat head brass, 77% ‘eT per cent; 
round head brass, 75-1 10 per cent from 


lists. 
SCYTHE SNATHS.—tThere is a fair 
demand for snaths, with stocks ample 
for the call. Prices have not changed. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: No. 50 scythe 

snaths at $13.20 per dozen, net. 
SOLDER.—Prices are _ steady, 
sales showing no particular points of 
interest. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 39c. Ib., and strictly 
half and half solder at 38c. Ib., net. 


STEEL SHEETS.—Demand is steady, 
though not particularly heavy. Stocks 
are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.60 cwt., base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 


TIN.—Call is steady, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 


8 Ib. coating roofing tin at $15.25 per 
box. 
TORCHES.—Sales are good, with stocks 
ample for the call. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 


Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53: No. 47, at., $7.08: No. 48, at., 
$7.48 No. 49, qt., $8.54; No. 52, qt., 
(flat), Bo os" each, Turner Standard 
zine, No. $5.33: No. 14, qt. 


qt. ) , 

$5.76; No. >, at., $6.53; No. 30, qt., 
. 38. at. $5.76; No. 39, qt., 

; 049; . 9d, Qt, 
. 105, qt.., $4.88; No. ad qt., 
=. each. gorurner firepots, 53, 
No. $7.97: No. 66, 310. 18; 
i. 6, $7. 13° No. 34, $8.67 each, net. 
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WHEELBARROWS.—Sales are fairly 
good, with stocks ample for the call. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrow, $37 doz.; No. 2, 
tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 





| WIRE CLOTH.—Demand has shown a 











_without dependents, 














material increase during the past few 
weeks, but stocks are heavy enough to 


care for it. Prices are firm as last 
quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 x 12 
mesh, $2.35 per 100 sq. ft. base; 
galvanized, 14 x 14 mesh, $2.70 per 
100 sq. ft. base, and 16 x 16 mesh, 


$3.10 per 100 sq. ft., base. 
WIRE.—Fence wire has been selling 
very well in some districts. Woven 
fencing has to a great extent taken the 
place of barbed wire for many purposes. 
Smooth wire for construction work is 


selling fairly well. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle 


wire at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt.; and galvanized 
smooth wire No. 9, $3. 70 cwt. 


Insurance 


T is possible nowadays to obtain in- 

surance against practically any- 
thing that has any possibilities for the 
loss of life or money, and the insurance 
companies seem to be doing an increas- 
ing business every year. I believe that 
there are far too few people who insure 


| against the common losses which may 


occur; far too few of the men behind 
the counter who have their lives in- 
sured. Those who do carry some in- 
surance do not carry enough. 

Do not become alarmed. I am not 
an insurance agent, nor do I know 


with | much about the insurance business ex- 


cept from the standpoint of the insured. 
I have found that many young men, 
think that they 
have no reason for insuring their lives, 
but I believe that they owe it to their 
parents or whoever has given them 
their education, to carry insurance. | 
believe that this idea works both ways, 
in that every married man owes it to 
his wife to carry insurance and when 
he becomes a parent he owes it to his 
child to increase the amount at least 
$1,000. 

No one feels that he can afford to 


own a home without having fire insur- 


ance, or drive a car without insuring 
it against accident and theft, and sure- 
ly a life is more valuable than a house 
or acar. To those who for one reason 
or another have failed to buy insur- 
ance, I would ask that they inquire as 
to the amounts for which some of our 
big men of the country are insured. 
They consider it a good policy to carry 
insurance and they are insured for 
amounts that would stagger some of 
us, but if some of these fellows think 
they are worth a million dollars or so, 


_why shouldn’t we value ourselves at, 
_at least, a couple of thousand? 
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Some Improvement Noted in Chicago— 
Several Price Changes — Stocks Sufficient 


(Chicago office of HARDWARE AGB) 


ARKET conditions continue to be somewhat erratic. There 
is an active demand for some items, both staple and sea- 
sonable, while on other merchandise sales are rather dis- 

appointing. Prices, too, are showing the effect of this somewhat 
unusual condition—some prices being quoted as strong with upward 
tendencies while others are sagging decidedly. 

Retailers for the most part are reporting satisfactory business 
with sales equal to, and in many cases running ahead of last year. 
In spite of the continued unfavorable weather conditions, some 
items of summer merchandise are moving very well. 

The general irregularity of business is also evident in the steel 
industry in the Chicago area—structural steel and bars having an 
active demand with prices strong, while sheets are weak in both 
sales and price. However, the mills are operating at about 85 per 
cent capacity and the total volume of business compares very favor- 
ably with the same period last year. 

Collections are reported to be increasingly good. 


AUTOMOBILE ACCESSORIES.— 


Sales are increasingly good and prices 


are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each: Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 5S6c. A. C. Special Ford, 44c. 
each. 

; _ Light — Anderson, No. 3286, 

6. df 

poe ks.—National Standard No. 21, 
$1.20 each. 

ee — Rose, 1% in. cylinder, 


Chains. Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes—30 x 315, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 3%, 
$1.80 each; red inner tubes, 30 x 3%, 
$2.25 each. 





BOLTS AND NUTS.—The demand is 
normal for this season of the year. No 


change in prices has been made. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount: small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts, cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 

BUILDERS’ HARDWARE. 
mand is only fair. Prices show 
change this week. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set: 
wrought brass bit-keyed front door 
sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 





CHAINS.—Prices are unchanged and _ 


sales are showing a normal volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof. coil 
chains, $8.50 per 100 lb.; Henso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% _ electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.—A 
good volume of business is being re- 


ceived and prices are unchanged. 


The de- 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
_PIPE.—There is a good steady demand 
and prices are strong. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5 in., $4.50 per 100 
ft.; corrugated conductor pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 
1% in., $4 per tT ft.: a ited con- 
ductor elbow, 3 in. $1. 51 doz. 


ELECTRICAL AND RADIO. MER- 
CHANDISE. 
‘of the haalbatanil season. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, $7.50 per 1000 








ft.; in 1000 ft. lots, $7.25; No. 18 lamp 


cords, $14.25 per 1000 ft.; in 1000 ft. 
lots, $13.65: “% in. brush brass key 
sockets, 15l4c. each; two-way plugs, 
45ec. each; in lots of 10, 40¢. each; 
two-piece attachment plugs, _§ 12c. 
each; dry cells, boxes of 50, 32c. each; 
less than case lots, 36c. each. 

Radio Supplies. —Radio B batteries, 
No. 766, $1.40 each; No. 767, $2. 62 
each; No. 770, $3.33 each: No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers. —Western E lectric, 
No. 522W, 2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—Prices are firm, al- 


though sales are only fair. 


| 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 
100 rods; 1948-6-14%, $43.62 per 100 
rods, 2158-6-144%4, $48.98 per 100 rods. 


FILES.—There is a normal volume of 


orders being received and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FISHING TACKLE.—With the fishing 


season in full swing the sales of all 


kinds of tackle are very good. 


GALVANIZED WARE.—Pail and tub 
prices appear to have hit bottom, but 


manufacturers’ prices on oil and gaso- 
line cans are easy, to induce specifica- 
tions. 























We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.35; No. 2, 
$7; No. 3, $8.25; 10-qt., galvanized 
after-made pails, $2.20; 12-qt., $2.45; 
14-qt., $2.75; 5 gal. galvanized oil — 
galvanize -d breast, $7.25 doz.; 1 
galvanized baskets, $6. 25 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—A slight but steady increase 
in the demand is noted as the season 
advances. No change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, % in., 12%c. 
per ft.; % in., 14%c. per ft.; 5 ply, 
good quality, wrapped, % in., 9%c., 
per ft.; % in., lle. per ft. Lawn 
sprinklers, Rail King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38 in. high, $24 doz. 


GLASS AND PUTTY.—Manufacturers 
have guaranteed against decline to Aug. 
1, presumably with the idea of stim-- 
ulating business. The jobbers have not 
as yet made a similar offer to the deal- 
ers, however. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25 in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. brack- 
et, 82 per cent discount; single 
strength A, all other brackets, 81 per 
cent discount; double strength A, all 
sizes, 82 per cent discount; double 
strength B, up to 4 in., 87 per cent 
discount; balance, 85 per cent. Putty, 
pure grades, $3.75 per 100 lb. com- 
mercial, $3.40 per 100 Ib. 


HATCHETS.—The demand for the 
cheaper grades is good, while the bet- 
ter grades are moving slowly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; first qual- 
ity hatchets, No. 2 broad, $16.40 doz.; 
medium quality hatchets, No. 2 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLED HAMMERS.— Prices on 
the cheaper grades are strong, with 
sales in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 doz.; 10 oz. machined ham- 
mers, first quality, $9.20 doz.; Com- 
petitive grade, 16 oz. nail hammers, 
$6 to $8. 


HANDLES, AGRICULTURAL.— The 
demand is holding up well with no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork Handles. 
checked and bored, best grade, 4% 
ft., $4.50 doz.: 5 ft., $5.50 doz.; XX, 
414 $4 doz.; 5 ft., $4.80 doz.; X, 
a? , $2.40 doz.; 5 ft., $2.80 doz. 

Fork Handles.—Bent chucked 
ey red, best grade, with strap, 
ferrule and cap, 4% ft., $7.50 doz.; 
5 ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4 ft., $5.50 doz.; 4% 

t., $5.75 doz.; XX, bent, 4% ft., $4.50 
doz.; 5 ft., $5.50 doz.; X, bent, 4% ft., 
$3 doz.; 5 ft., $3.40 doz. 

Manure Fork “ee get ee best 
grade, 4 ft., $4.75 doz.: 4% $5.10 
aos.: A. bent, 4 ft., $4. 15 } nel 4%% 
ft., $4.40 doz.; bent, 4 ft., $2.60 doz. ; 
4% ft., $2.95 doz. 

Garden Hoe {iandles. —XX, 41% ft., 
$3.45 doz.; X, 4 $2.40 doz. 

Garden Rake Hlanidier —XxX, 5% ft., 
$5.25 doz.; X, 5% ft., $3.25 doz. 

Shovel Handles. —Regular pettere. 
XX, 414 ft., $5.90 doz.; X, 4% ft., $3.90 
doz.: D handle, best grade, $7. of doz.; 
xX grade, $6 doz. 

Spade Handies.—D handles, best 
grade, $7.75 doz.; second grade, $6 doz. 
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HAN \DLES, TOOL.—The demand is Ovens : bets a a. —a —— 
| f.o.b. Chic om No. 1 Manila Standar 
fair and prices are unchanged. No. 211 1 burner plain door...... $2.50 brands, 221% to 23c. per lb.; No. 2 
We quote from jobbers’ stocks, No. 211G 1 burner glass door..... 2.70 Manila, 2le. to 2144c. per Ib.; No. 1 
f.o.b. Chicago: | No. 121G 1 burner glass door..... 4.90 | Sisal, 174¢c. per lb.; No. 2 Sisal, 16%4¢c. 
Axe Handles.—No. 1 hickory, $4 112G 2 burners glass door.... 6.00 per Ib. 
doz.; No. 2, $3 doz.; second growth | INO. BETE scccccsccccsscosscvecece 6.15 ~ - : Pat 
Dealers’ discount, on 10 or more, SASH CORD.—There is a fair demand 


and prices remain unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 
doz. hanks. 


SASH PULLEYS.—Prices are firm and 


hickory, $5 doz.; finest selected sec- | 
ond growth hickory, $6.50 doz. 30 and 5 per cent; less than 10, 30 
Hatchet and Hammer Handles.— | per cent. 
No. 1, 90c. doz.; finest second growth | PURITAN— 
hickory, $1.80 doz. | No. 42G 2 burners glass door... .$5.50 
| 


: ; ; Dealers discount, 10 or more, 30 
HINGES.—Sales are showing some im- 


and 5 per cent; less than 10, 30 per 
cent. 


provement at the new reduced prices. NESCO— 
We quote from jobbers’ stocks, No. 05 1 burner solid door...... $2.00 there is a good steady demand. 
f.o.b. Chicago: Heavy strap hinges in | No. 5 1 burner glass door...... 2.15 | We quote from jobbers’ stocks, 
bundles, 4 in., 90c.; 5 in., $1.24; 6 in., No. 010 1 burner solid door...... 3.50 f.o.b. Chicago: Common sash pulleys, 
$1.50; 8 in., $2.52; 10 in. $3. 87 per doz. | No. 101 burner glass door...... 3.79 50c. doz.: barrels, 54c. doz. Common 
pairs; extra heavy T hinges, in bun- No. 020 2 burners solid door..... 4.25 Sense, 2 in., 60c. doz.; barrels, 54c. 
dles, 4 in., $1.40; 5 in., $1.46; 6 in., | No. 20 2 burners glass door..... 4.50 doz.; No. 105, 52c. doz.; barrels, 48c. 
$1.84; 8 in., $3.14; 10 in., 34.47 per doz. a 030 2 ae rs solid door..... 4.90 doz. 
pairs. No. 30 2 burners glass door oe ad 5.20 le . y ; — . 
| Dealers’ discount, 30 and 5 per SCREEN DOORS AND W INDOW 
ICE CREAM FREEZERS.—Sal | : ry 
-—soales are Water Mesters | SCREENS.—Sales are very good as the 
rather small, due to the unseasonably | ” | season reaches its peak 
sshd quntes | Perfection eee $40.00 me ; 4 - ; 
‘ | Yerfection No. 421............<- 80.00 | fe quote from jobbers’ stocks, 
We quote from jobbers’ stocks, Perfection discount, 30 and 5 per f.o. b. Chicago: Screen boors; : No. 
f.o.b. Chicago: White Mountain, 1-qt., cent in lots of 10 or more; less than 266, 2-8 X 6-5; $20. 89 doz.,; No. 296, 2-8 
$4.80 list; 2-qt., $5.60 list; 3-qt., $6.75 10, 30 per cent. | x é-8, $24.55 doz.; No. 311, 2-8 X 6-5, 
list; 4-qt., $8.25 list; 6-qt., $10.45 list; ; $29. 20 doz. Window Screens, No. 1833, 
8-qt., $13.40 list; 10-qt., $17.90 list; Wicks, Etc. $4.35 doz.; No. 24338, $0.20 doz. 
* 91 5 tot: oe re are 7 a 
soe” 33°30 eg eae” $40 60 ay Rockweave wicks, 25c. each. SCREWS.—Prices are unchanged and 
‘A ‘tic pen 4.00 ice a0 eee ry Perfection and Puritan, $4 per doz. ° ; ; 
wg ic, aw 2 i ist; 2-qt., $4.60 and $48 per gross. _there is an active demand. 
6-at., $8.60 vist: BS at.. $11.10" list. wit TR crcl yn yg na on oil cook We quote from jobbers’ stucks, 
the above less 50 per cent discount. , (i a | f.o.b. Chicago: Flat head _ bright 
Alask: i »« _ ‘ Seat o YT T . . screws, 1% -2()-1( rece Ww ist: 
Alaska, Tat. $2.0" 2-at- 4345 list; PAINTS AND OILS.—Linseed oil ad-)  Shnu"ngad ued, 22-80-10 ‘por con 
$6.30 list; 8-qt.; $8.20 list; '10-at.. |vances another 2c. per gallon, while | new list; - head brass, 75-20-10 per 
75 list: -at. . a - . 9, ~ od : cent new list; und head _ brass, 
$10.75, list; 12-at $1f ligt; 13-at.. $17 | turpentine goes up 3c. Sales are im-| {$1910 percent mew list. Jap: 
20 and 10 per cent on all above prices. | proving. | anned, 70-20-10 per cent new list. 
>. re 2 _y r . € | “i 
sunaeel, TSAAW pak Gam: tk. anbaeel, _ We quote from jobbers’ stocks, | SOLDER AND BABBITT METAL.— 
ey nigh IP hy ey 1, | .o.b. Chicago: ‘ 7 ary 
$18.00 per doz. Above prices are net. Linseed Oil.—Raw, barrel lots, 95c ' Sales are showing a good volume and 
IN ae . per gal.; 5 barrel lots, 92c per gal. | ic 
LAWN MOWERS.—The demand is_ nt te aed men a | ee oe 
showing some improvement as the sea- | si per gal.; 5-barrel lots, 95c. per ~ e quote from jobbers’ stocks, 
. ‘ , , gal. | f.o.b. Chicago: Waranted 50-50 sol- 
son advances. No change in prices. Turpentine.—Barrel lots, 98e. per pore wth per 100 Ib.; medium 45-55 
. _ a gal. solder, $40 per 100 Ib., tinners’ 40-60 
f.o b. So jobbers’ stocks, Pacey Alcohol.—Barrel lots, meer $39 ner, 100 lb.; high speed 
qe linn : a ’ c. per gal.; steel drums extra, $6, aabbitt metal, $20 per 100 lb.; stand- 
spite, Il ins wheels, $12.26 ence; returnable. , ard No. 4 babitt metal, $13 per 100 Ih, 
a tn tl Ganeieen @ 7 fe. "10% 3 _ White Lead.—100-lb. kegs, $14.00; alae . ‘ ; 
iebenh, Ga ae a Se he in. 500-Ib. lots less 10 per cent: 50-Ib) | STEEL SHEETS.—No change in price 
ing, 4-knife, 10% in, wheels, 38.65 ae tf os 25-Ib. kegs, $3.65; 12-Ib. is expected and the demand is rather 
_—_ URLS $7.85 each; 16" in. plain Shellac.—(4% Ib. cuts) white, $2.60 sluggish. 
bearing, 4-knife, 9 in. wheels, 7.35 ~~ Se $2. = eae =m We quote from jobbers’ stocks, 
agg ~~ in., ball bearing, 4- knife, s | $3.50 oo $6. 75 per 100 Sb —In_ barrels, | f.o.b. x 28-gage galvanized 
in. wheels, $8 each; 16 in., plain bear- m1 | sheets, $5.25 per 100 Ib., 28-gage 
Dry Paste.—Barrel lots, 7’ec. per lb. | black sheets, $4.25 per 100 Ib. 


ing, 3- knife, § in. wheels, $5.85 each. 


NAILS.—The volume of orders being 
placed is satisfactory. Prices are firm. 


are very 





PYREX WARE.—The demand con- | WIRE PRODUCTS. 
_tinues to be only fair and prices remain | active and prices are firm. 











electrical set, $4: No. 101 Master Ser- 


, We cAuote from jobbers’ stocks, | unchanged. , = —_ — jobbers’ stocks, 
.0.b. Chicago: Common wire and ce- We quote from jobbers’ ‘ks | -0.b. Chicago: No. 8 black annealed 
ment-coated nails, $3.15 per keg base. f.o.b. Chicago: a See | belie pone per 100 Ib.; No. 9 galva- 
| Bread Pans.—No. 212 7.9 pantaiias | nizeal plain wire, $3.50 per 100 Ib. 
OIL STOVES.—As the summer season | No. 214, $12 dozen. tno pag ie Ge galvanized cattle 
advances sa s l New Handled asseroles.—Round | or hog wire, $3.85 per 100 Ib.; 50-rod 
ae show some improvement. | No. 622, $12 = oe 623, $14 poe | spool galvanized hog wire, $3.34 per 
Oil Cook Stoves | Oval, No. 632, $12 doz.; No. 633, $14 spool. Polished fence staples, $3.50 
PERFECTIO doz. Shallow Oval, No. 642, $12 doz.; | ot 100 Ib.; 12-mesh black wire cloth, 
N— No. 643, $14 doz seats i " 1.75 per 100 sq. ft.; 12-mesh galva- 
we © ONE. 5 eaccns ecco $17.50 | i: Patten Me. 206, Sdeccn; Me. | “ee wie cosh. me ber fee ee Ot: 
ss £2 eee eee 22.50 | 209, $7.20 doz. ahs i | l4-mesh_ bronze .wire cloth, $5.75 per 
No, 74 4 - te rainararenh tt CRELEER TEE 28.50 Tea Pots.—2 cup, $20 doz.; 4 cup, ae oe 
a eC 39.50 | $24 doz.; 6 cup, $28 doz. | Wire Cloth.—Black, 12-mesh, $1.75 
_ Perfection dealers’ discount, 30 and 9 Utility Pans.—No. 231, $8 doz.; No. per 100 sq. ft.; galvanized, 12-mesh, 
; per cent on lots of 10 or more; on 232, $14 doz. | ng ad ae, ft.; 14 mesh, $2.55 
ess than 10, 30 per cent. ~ per 100 sq. ft.; bronze, l4-mesh, $6 
PURITAN (Improved Model)— ROLLER SKATES.—Prices are firm | — - sq. ft.; 15-mesh, $6.60 per 100 
Mo. 42 & berneme........0+s00s $17.50 and orders are being placed in fair | : 
a Oe © Wd rs sedeciebece 22.50 volume | pap tae thar eM ante 2 2 ty 
> ee 28.50 , | ee es Sens Seeee 
Puritan discounts same as Perfec- We quote from jobbers’ stocks. | esa poultry ne tting, 5214-5 per cent 
tion. | 7 Chicago: Union roller skates | weaciuitnineen 
—— or boys, 1.40 ty M ir’ ri J y *s% ‘ . . 
NESCO ta hay Fo RR gl for girls, | WRENCHES.—Prices are firm and the 
No. 211 1 burner......... $9.50 F a ‘hicago roller skates : : 
No. 212 2 burners................17.35 a1 40 ee $1.30 per pair; fcr girls, | demand is satisfactory. 
- Ly : tne haga y+ oe ee We quote from jobbers’ stocks, 
No. dec ssh ery sine MRE J > ‘e is ¢ rd | f.o.b. Chicago: Agric re rrenches 
No. 215 & burners..........cecceed 39.50 ROOFING FAI ER.— There is a good | 60-16 ae aa oo — 
= saan — elt euky eile as 5.25 steady demand and prices are firm. | wrenches, 40-10 per cent discount: 
NO. igh shelf only......... 6.50 , .—. ” ; - engineers’ wrenches, 50-10 r ce 
No. 1104 high shelf only......... re by Gaxe from Jobbers stocks, discount off po ‘list: a gy 65.10 
No. 1105 high shelf only 9.7 a Chicago: ee grade slate sur- per cent discount ’ rimo, 65 
Bus la gupta, Sy aa acy aced prepared roofing, $2.30 per | | a 
With vitreous enameled stove tops | square; best grade tale surfaced, | Snap-on Wrenches. -—- Radio and 
| 


s Ss " : 
and pla: h backs: $2.65 per square; medium tale sur- 











— « . 
a oe : aioe atanesncedtes se eed, $2 per square; light tale sur- | vice Set, $15.20; No. 202 Heavy Set, 
Nesco dealers’ discount, 30 and ” raced, | vi.20 per _ Square; red rosin $8.80; No. 303 Ford Master Service 
per cent. ’ an o sheathing, $57 pel ton. | Set, $14.85: No. 404 Universal Socket 
Nesco Rolo, 5 burners and oven, $90.00 what the past few weeks. Prices are $3.70. All Snap-On Wrenches less 40 
Dealers’ discount, 30 and 5 per cent. unchanged. per cent discount. - 
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Movement of Seasonal Goods Fairly Active 
in Pittsburgh Territory—Prices Firm 


ter. 


: : ARDWARE business in this district could be materially bet- 


saries is bound to be felt. 


collections are better than they were earlier in the year. 
prices for the 60-day period beginning July 1 have been announced 
and show a reduction of 2c. per pound in manila rope. 


(Pittsburgh office of HARDWARE AGE) 


In the meantime, however, the 


price of one make of vacuum sweepers has been cut $10. 
with a revision of roofing paper prices constitute the week’s most 


important price changes. 
AUTOMOBILE ACCESSORIES.— 
Complaint of poor business still is the 
common one from those handling auto- 
mobile accessories. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh follow: 

Spark Plugs.—A. C. plugs, lots of 
less than 10, 65c. each: lots of 10 to 
49, 58e.: lots of 50 to 99, 55c.: lots of 
100 to 200, 5le.; lots of 300 or more, 
i7c.: A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 
of 10 to 49c, 44c.: lots of 50 to 99, 42c.; 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor Meters. — Standard makes, 
lots of less than 10, 30 per cent off 


35 per cent off 


lots of 10 to 19, 
40 per cent off 


list: 


list; lots of 20 or more, 
list 
Windshield Cleaners. — Trico, uni- 
versal automatic cleaners, $3.25 each. 
Jacks.—Millers Falls No. 145 $3.75 
each. 
Pumps.—Anthony line, $2.20 each 
Chains.—Single pairs, 30 per cent 
off list; lots of 10 to 50 pairs, 35 per 
cent off list; lots of 50 pairs and over 


40 per cent off list. 
AUTOMOBILE TIRES AND TUBES. 
—There is a very common impression 
that the next change in prices will be 
down and there are some predictions 
that it will come in the next week or 
10 days. Jobbers are making a very 
determined effort to get business, how- 
ever, and it may be that if sales are 


heavy enough that a reduction may be | 


avoided. 
Dealers’ prices on tires and tubes 
handled by hardware dealers follow: 
Fabric Tires 


Non-Skid Gray 

Size Fabric Tubes 
20x33 Cl $7.80 $1.80 
30 x 3% Cl 8.90 2.05 








ee 


| 


Heavy 
Regular Duty Gray Tan 
Cord Cord Tubes Tubes 
30x3 Cl $9.75 $1.80 $2.35 
30 x 3% Cl $9.95 12.65 2.05 2.50 
30x3%S8.S8. 11.85 15.75 
32 x 3% S.S. 17.30 2.45 3.00 
31x44 SS. 15.50 18.70 3.00 3.70 
32x4_ S.S. 17.15 21.40 3.20 3.75 
33x4 SS. 17.75 22.05 3.25 3.80 
34x4 SS. 18.50 22.75 3.30 4.00 
32x 4% S.S. 28.10 4.30 
33 x 416 S.S. 28.90 4.40 
34 x 4% S.S. 29.55 ' 4.60 
35 x 416 S.S. 30.40 4.65 
36 x 4% S.S. 31.20 4.85 
33 x 5 S.S. 37.60 5.65 
35x5 SS. 39.00 6.05 
Truck Cords 
Size Tan Tubes 
32 x 41. $35.50 $4.30 
33 x 41, 36.25 4.40 
34x 4% 37.15 4.60 
30 x5 42.00 5.15 
33x 5 45.30 5.65 
34x 5 46.45 5.75 
35x 5 47.60 6.05 
32x 6 71.85 9.65 
36 x 6 79.85 10.90 
34x 7 106.05 13.25 
38 x 7 118.00 14.75 
40x 5 152.50 17.75 
Balloon Tires 
To fit 20 in., 21 in., 22 in., 23 in. Rims. 
Gray 
Size Ply Casings Tubes 
29 x 4.40-21 in. i $13.85 $2.95 
29 x 4.75-20 in. { 17.90 3.55 
30 x 4.75-21 in 4 18.65 3.70 
29 x 4.95-20 in. { 20.50 3.70 
30 x 4.95-21 in. j 21.15 3.75 
51 x 4.95-22 in. ! 21.80 3.80 
30 x 5.25-20 in. } 23.45 4.00 
31 xX 5.25-21 in. j 24.15 4.10 
30 x 5.77-20 in } 30.85 4.70 
32 X 5.77-22 in. i. 32.80 4.85 
33 X 5.77-23 in 6 34.85 4.90 
33 X 6.00-21 in f 32.80 5.70 
32 x 6§6.20-20 in. F 35.50 6.25 
33 X 6.20-21 in. ri) 37.05 6.55 
33 xX 6.7 (9-21 in. 6 40.85 6.70 
34 x 7.30-20 in. 6 46.25 7.60 
AWNING HARDWARE. — This line 


Find- 
Weather 


While the movement of seasonal goods is fairly active, 

the check-up does not make a particularly favorable showing 
as compared with other recent years at this time and falls consider- 
ably short of what the trade had expected earlier in the year. 
ing the answer to what is wrong with business is difficult. 
conditions are now quite favorable, but it seems that here as else- 
where, people have heavily mortgaged their incomes in installment 
buying of automobiles and other articles that a few vears ago were 
regarded as luxuries and do not seem to have any money, or at least 
have little to spare for the ordinary necessaries. 
ing is not necessarily an unmixed evil, 
that it has given stimulation to production and this may eventually 
mean economies in production costs that will permit reductions in 
selling prices and bring about at least a partial restoration of the 
former practice of cash buying. 
condition of a scarcity of cash for the purchase of ordinary neces- 
Jobbers are encouraged by the fact that 
New rope 


Installment buy- 
because there is no doubt 


The retail 


These, 


anereny © the market is eae mented 


ED 


Cord Tires 





|'CAMPING SUPPLIES.—There 














still shows a fair degree of activity. 
Jobbers quote: 


Eye ends, % in., $5 per 100; % in., 
$8; clamps, in., $6. 50h per 100; % in., 
$8: hinges, 3.50 per 100. 


BOLTS, NUTS AND RIVETS.—Mak- 
ers of bolts and nuts are holding to the 
prices originally established 18 months 
ago. This leaves no room for any 
change in resale prices. Mill prices on 
rivets are irregular. Demands upon 
both producers and jobbers are steady 
rather than active. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list: all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads; 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot —— 
square, tapped, in 5-lb. boxes, 4 
$16 per 100; 5/16-in., $14; %-in. 
2- -in., $10; %-in., $10; %, -in., $8: % 
in., $7. 50; rivets, small wagon and 
tinners, 60 per cent off list. 


BUSHEL BASKETS.—With fruits and 
vegetables maturing well, a very much 
better demand is developing for bushel 
baskets which jobbers quote at $6.50 
per doz. for those made from oak, and 
$2 a doz. for elm baskets. 

is no 
occasion for complaint about the way 
cook stoves and other camping require- 
ments are moving these days. Jobbers 
quote: 


Cook Stoves.—Coleman, $6.25 
each; No. 2, $8.50; Fonteite. “4 161, 
$7.67; No. 252, $5.67; Kampkook, No: 
3, $4.67; No. 4, $7.15: No. 7, $6.00; No. 

9.75; Sterno, No. 46, $4 doz.; 
canned heat, $1 doz. 

Vacuum Jugs, Jars jand Bottles.— 
Little Brown jugs, $2.25 each; Alad- 
din jugs, $2.75 each; Universal jar No. 


600, $4.40 each; bottles, pints, 90c. 

each; quarts, $1.60 each; all steel, 

pints, ate .75 each; quarts, $5.40 each; 
qt ; 


CHERRY STONERS. —The cherry crop 
is good this year and has matured very 
well despite the backward weather. 
There is, accordingly, a brisk demand 
for stoners which jobbers quote at $8.40 
per doz. for Brighton, $12 for Dandy 
and $16.20 for Enterprise. 


COW SPRAYS AND SPRAYERS.— 


Good demand is reported for cow 
sprays and sprayers as the weather is 
becoming seasonable and flies and in- 
sects are becoming too numerous if the 
cows are to be contented. Jobbers 
quote: 


Sprays.—EZ Bos, 
doz.; 1 gal., $13.50. 

Sprayers.—Cyclone, 
oe tank, $5.50. 
$2.50. 


GARDEN IMPLEMENTS.—Good 
movement of these lines still is noted 


by jobbers here, with improvement in 
the call for haying tools. Jobbers 


1% gal., $8.40 per 


$4.50 per doz. 
Baby Midget, 


quote: 


Tools.—Manure forks, 
long handled, 
garden rake, 


first quality, 
$15.25 per doz.: bowed 
14-tooth, $9 per doz.; 
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spading forks, $10.80 to $21 per doz.; 
haying forks, 3-tine, first quality, 
$12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz. 


Hose.—In 250-ft. reels, %-in., 10c. 
per ft.; %-in., 10%c.; %-in., llc.; in 
50-ft. lengths, %c. per ft. higher; 
Gem spray nozzles, $6 a doz. 

Spree e0e eg ae" $6 per doz.; 
6 qt., $6.6 10 qt., $8.10; 
12 at., $10, a6 =" is 2. 


Hose Reeis—Victor, $1.79 each; No. 
2, $2.60; Reeleasy, $1. 
$5 


Plows.—Geneva ee 2, 
Leader, No. 2, $3; No. 5, $3. 


KEGS (OAK).—There is a very steady 
improvement in the call for kegs for 
beverages as the summer progresses 
and fruit crops make progress. Job- 
bers quote: 


each; 


Red White White Oak 

Oak Oak Charred 
GS Oettem «2c $1.20 $1.35 $2.35 
10 gallon ..... .65 1.75 2.75 
15 gallon ..... 1.90 2.15 3.10 
20 gallon ..... 2.15 2.30 3.35 


LAWN SUPPLIES.—Brisk demand is 
noted for sprinklers and a fair number 
of sales of mowers are being made, but 
the call for rollers has dwindled to the 
vanishing point and not many hedge 


shears now are asked for. Jobbers 
quote: 

Mowers. — Plain bearing, §8-in. 
wheels, 12-in., $5 each; 14-in., $5.25, 
ball bearing, 9-in., wheels, 14-in., 
$7.75; 16-in., $8 supreme ball bearing, 
10-in., wheels, 14-in., $10.75; 16-in., 
$11.25; 18-in., $12. 

Mower Oil Cans.—Tinned, straight 


or bent spouts, $1 per doz.; copper 
plated straight or bent spouts, $1.50 
per doz. 

Rollers.—No. 2 size, $8.50 each; No. 


4, $10; No. 5, $12.50; No. 7, $15. 

Hedge Shears.— Western,  §8-in., 
$1.25 per gal 9-in., $1.40; 10-in., 
$1.60; Disston, 8-in., $1.75; 9- in., $1.90; 
10-in., $2; ladies’. shears, W estern, 
85c.; Disston, $1.1 

Sprinklers. ee $6 per  4doz.; 
Rain King, $2.35 each; Pluvius, $1.15; 


two purpose, $1.30. 
PAINTING SUPPLIES.—There has 
been no change in prices since a week 
ago. Business is good, but it could be 
better. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per Ib. in 100-Ib. 
lots, 10 per cent less in lots of 500 
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lb. or more and an extra 4 per cent 
less in lots of a ton or more; turpen- 
tine, $1.01 per gal. in barrel lots; raw 
linseed oil, 13c. per Ib. in barrel lots. 


ROOFING PAPER.—Prices have been 
revised slightly on the leading lines. 
Fairly good demand is reported. Job- 
bers quote: 


Apex, light, $1.40 per roll; medium, 


$1.75: heavy, $2.20; Battleax, light, 
$1.20; medium, $1.45; heavy, $1.70; 
mineral surface, $2.30 

ROPE.—New prices have been an- 


nounced for the 60-day period starting 
July 1. There has been a reduction of 
2c. per lb. in the price of manilla rope, 
which is now quoted by jobbers at 24c. 
per lb. base, but sisal rope remains un- 
changed at 18c. 

SCREEN DOORS AND WINDOWS.— 
Demand still is comparatively strong 
for these lines, a late season evidently 


serving to prolong the demand. Job- 
bers quote: 

Doors.—Standard makes, 2 ft. 8 in. 
x 6 ft. 8 in. plain walnut satin, $18 
per doz.; varnished natural colors, 
$24.25. 

Windows.—Hardwood oiled frame, 
No. 1233, 12-mesh black wire, cloth, 
$3.40 per doz.; No. 1533; $3.85; No. 
1833, $4.20; No. 2433, $5; No. 2437, 
$5.50; metal frame, 18-in., $5.50; 24- 
in., $6.40. 


SCREEN WIRE CLOTH.—There is 
still a very satisfactory movement of 
screen wire cloth from jobbers’ stocks. 


They quote: 
Black, 12-mesh, $1.80 to $1.90 per 
100 sq. ft.; 12-mesh, $2.25. Galva- 
nized, 12-mesh, $2.25. Bronze, 14- 
mesh, $5.75. 


SPORTING GOODS.—Demand for golf, 
tennis and baseball goods is good with 
jobbers here. 


STEEL STORE FITTINGS. — Steel 
shelves, counters and cases manufac- 
tured by David Lupton Sons Co., Phil- 
adelphia, constitute a new line for hard- 
ware jobbers and fairly good sales al- 
| ready are reported. Formerly sales 
| were made direct or through agents. 


| STOVES.—A new line of high pressure 
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gasoline stoves, manufactured by 
the Coleman Lamp Co., Philadelphia, 
known as the Air-O-Gas stove, is being 
introduced by jobbers here. The stoves 
which are recommended for rapid heat- 
ing are quoted at $23.80 each for No. 
202, $29.75 for No. 204 and $33.60 for 
No. 602. 


SWINGS.—<Active demand still 


is re- 


| ported for both lawn and porch swings. 














nee 


Jobbers quote: 


Lawn, $8 each; hardwood, 4- 


porch, 


ft.. $6 to $8 each: 5-ft., $7 to $10; 
6-ft., $8 to $12; springs, 30c. to 40c. 
per pair; chains, 45c. to 80c. per set 
and $1.85 to $2.25 per 100 ft. 


VACUUM SWEEPERS.—Effective 
July 1, the retail price of’ Universal 


vacuum sweepers complete with all at- 


tachments, has been reduced to $49.50, 
a cut of $10. The jobbing price for- 
merly $41.50 now is $35. 

WIRE PRODUCTS.—Jobbers here find 
a very steady demand for nails ard 
plain and barbed wire, and while indi- 
vidual sales are small a very satisfac- 
tory aggregate is noted. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 
(per 100 lb.) Annealed Galvanized 
No. 6 to 9 gage....... $3.00 $3.45 
OE ee eee 3.05 3.50 
Dn csehaddleeneévenn ‘Seine 3.55 
No a toa esdh Sab ve i.e en A 8.15 3.65 
Ph De secteeenseces ces ee 3.80 
SS aS ee ere 4.00 
i Tl aap kuweed.eosedee Se 4.25 
PLE hsredsccsadeesnne Oe 4.45 
Barbed wire (per 80-rod spool): 
2-point DE 66 6¢veeseeeédoneees $3.00 
os eeieneeeeeeeenetece Gan 
SOE GREEID cccccccccccccsccces Gat 
0 
2-point cattle (special) somme ae 
Field Woven wire fence (per 100 
rods): 
EE Gd antes bait nE eens £0006 e 8 $39.00 
 Seticddadeczhede tes 08-4062 94.75 
Poultry: 
pete aahbin besos oot, $35.60 
ee ee ree 13.00 
A ee i ea ev eneenns 6 wee 48.50 
Steel Fence Posts: 
I i ane dt ee Ae eed ey ice et 50c. each 
SE a a 
See Daleeeee ae ee 65c. each 
$2.95 to 


Bright nails base per keg, 
$3.00. 








When the Manufacturer's Representative Talks 


T is a trite bromide to direct attention to the 
fact that the ability to listen is quite as essen- 
tial as the ability to talk. And yet, along with 
a few thousand other equally trite bromides, it 
is duly overlooked and forgotten by a busy world 
until, by some chance, such a man as the present 
occupant of the White House comes into the mer- 
ciless and searching range of the public’s spot- 
light and the whole country remarks with amaze- 


frequently sell goods as the ability to prattle and 
rattle with phrases without end, has 
learned an important lesson. 
times for the salesperson to listen, we would duly 
emphasize, is when the representative of the man- 
ufacturer whose goods he sells drops in. 
the chap who can answer all those perplexing 
and queer questions which his customers have 
been asking him about those goods and which he 


really 
And the important 


Here is 


Has he made 





has been compelled to side-step. 


ment: ‘“‘Look, here’s a President who listens fully 

as much as he talks, perhaps even more. careful notation of them in anticipation of this 
And he’s very efficient, too. What a remarkable occasion? If this representative is not ready and 
thing!” able to answer them at length, we will be very 


much surprised. It is not only his business to 


The seller behind the counter who comes early 
know the right answers but to furnish them. 


to the realization that the power to listen will as 
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Warm Weather Stimulates Demand 
Among Hardware Consumers in N. Y. 


Many Small Rush Orders Reported 


ONTINUED warm weather during the past ten days has stimulated 


consumer purchases of hardware in the New York market. 


The 


aggregate volume of business to date is slightly behind the vol- 
ume of business done at the same period of last year. 
Wholesale houses are busy and dealers are placing many rush orders 


but not for large quantities. 


A few houses, both wholesale and retail, 


report that this year’s business is ahead of 1925 sales but the majority 
report the balance as swinging the opposite way. 
Prices generally have been firm with exception of nail and wire 


cloth prices. These have 


been cut considerably in this market. 





Nail Prices Still Vary in New 
York District 


Though the so-called market price 
on wire nails is $3.45 per keg, the re- 
ports heard at press time indicate that 
$3.35 is the average price at which 
nails are bought today. Stocks are 
adequate and the demand fairly good. 


Rubber Hose Is Active: 


Prices Have Been Firm | 


There has been an active demand 
for rubber garden hose in the New 
York wholesale hardware market. 
Prices have been very firm and stocks 


are considered adequate. The demand 
among home-owners with lawns has 
been good. Contractors are buying 


hose in fair quantities. 
JOBZBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 
Rubber garden hose, Milo, in 25 ft. 
lengths, 12%c. per ft., in 650 ft. 
lengths, 12c. per . Good Luck, in 
25 ft. lengths, 11%4c., in 50 ft. le ngths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in 50 ft. 
lengths, 14c. per Molded, high 
grade, in 25 ft. lengths, 10%c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, lic. per ft. 
Nozzles, Standard, 
doz. less 5 per cent. 
grade, 14%4c. each, less 5 
in dozen lots. 
oot Ar, molded, 


heavy, $6 per 
> Sompe titive 
per cent 


in 25 ft. lengths, 
per ft., in 50 ft. lengths, 11%c. 
. Zulu, smooth, in 25 ft. lengths, 


per ft., in 50 ft. lengths, 11%4c. 


Warm Weather Helps Sales | 


on Ice Cream Freezers 


The past ten days have been very 
warm and sticky, and have helped 
stimulate some additional business on 
ice cream freezers. Dealers report that 
volume to date on freezers has not yet 
been equal to sales of last year, but 
that with continued hot weather, it is 


| 


| ket. 


| 
| 


| 


very satisfactory. 
| what, as will be noted in the quotations | 


Which are subject to a dealer's dis- 
count of 20 and 10 per cent. 


Alaska Grey Goose Freezers.—1 «t., 
each; 2 qt., $3.90 each; 3 qt., 


$3.35 

$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each, These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each; 8 qt., 
$13.50 each, and 10 gqt., $18 each. 
These are list prices and are sub- 


ject to a dealer’s discount of 50 per 


cent. 
Auto-Vacuum Freezers. — No. 1, 
3, $5.33 


$3.33 net; No. 2, $4 net; No. 


net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 

Acme Freezers. bright, galv., 
tapered, 2 qt., $8 per dozen; same 
size, enameled-galv., $10 per dozen; 
4 qt., size, enameled-galv., $18 per 
dozen, and 1 qt. size, Junior, enam- 
eled, $4.80 per dozen. These are net 


prices to dealers. 
Arctic Freezers.—1 qt., $4; 2 at., 


$4.60; 3 qt., $5.55; 4 qt., $6.80; 6 at.. 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 


list prices. Jobbers quote dealer's dis- 
count of 50 per cent off this list. 


-- CU 


Sash Cord Sales Active; 
New York Stocks ,Ample 


The demand for sash cord is quite 
active in the New York wholesale mar- 
Stocks are considered ample. 
Building demands for cord have been 
Prices vary some- 


offered here for your guidance: 


} 
| 


| 
| 


thought there will be some real ac- | 


tivity on this line. 
we quéte several well known brands: 


JOBBERS’ QUOTATIONS RE- 
TAILERS, F.O.B. NEW YORK 

Alaska Freezers.—1 qt., $2.95 nite: 
2 qt., $3.45 each; 3 qt., $4.10 each: 
4 gt., $5 each: 6 qt.. $6.30 each; 8 - 
$8.20 each; 10 qt., $10.75 each: 12 qt 
$14 each: 15 at.. $17 each, and 20 at.., 
$21.50 each. These are list prices 
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For your guidance | 





JOBBERS'’ “ttt age TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Sash Cord. —Samson Spot, No. 8 to 
No. 12, 65%c. to 66c. per lb.; Phoenix, 
same numbers, 36c. per lb.; Sachem, 
same numbers, 3lc. per Ib., and 
Aetna, No. 8, 26%c. to 27c. per Ib. 

No is le. per lb. higher, and No. 
per lb. higher. 


~ 
‘ 


6 is 3c. 


Manila Rope Declines Two 
Cents—Sisal Unchanged 


Manila rope declined two cents, ef- 
fective July 1. This makes manila first 
grade sell to the retailers f.o.b. New 
York at 24 cents. Second grade manila 
will be 22 cents and hardware grade 
will be 20 cents. There has been no 
change on sisal. Rope sales are fair, 
but twine demand is not very good. 
Stocks are considered satisfactory. 








ie 
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Good Sales of Screws, Bolts 
and Nuts Reported 


With prices stationary, a consistent 
demand for bolts, nuts and screws is 
reported by wholesalers in the metro- 
politan area. Stocks are generally 


sufficient. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Bolts and Nuts 

Machine bolts, 3g by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, 
and smaller, 40 off list, larger 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 


3% by 6 
and 


Screws 
Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 


cent; Brass, Round and Oval Head, 
72% per cent. 

These discounts apply to revised 
list of June 24, 22. 


EX TRAS—20-10-10-5 per cent. 


Some Advance Orders on 
Snow Shovels 


According to wholesalers in the New 
York market, advance orders on snow 
goods are accumulating slowly at the 
present time. Prices for the 1926 sea- 
son are as follows: 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 


Snow shovels, steel, long handled, 


$4.50 per doz.; D handled, $5.25 per 
doz.; galvanized, 21% in. wide ‘blade, 
$11.40 per doz. Spring steel, wide 
blade, $10.80 per doz. Ames, long 
handled, $10.50 per doz. 

Iron pushers, curved blade, 18 in., 
$12 per doz.; curved blade, 24 in., 


$13.80 per doz. 


Boys’ snow shovels, $2.20 per doz. 





New Price List on Dry Lead 
Oxide 


A new price list, effective June 16, 
has recently been issued by the Eagle- 
Picher Lead Co., Chicago, IIl. 

Led oxides (dry) in barrels and 
half barrels, litharge, llc. per Ib.; 
red lead, per I1b.; orange 
mineral ‘ 13%c. per lb. The 
above prices are subject to cus- 
tomary advance differentials. 


Wine Press Sales Fair in New 


York Market 


Jobbers report a_fair demand for 
wine presses in the New York market. 
Prices have been steady. It is believed 
that sales will show definite improve- 
ment during July. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Boss line of wine presses, No. 
wet No. 2, $7.50; No. 2%, $10; No” 

$12.75, and No. 4, $16.25, all prices 
ae each. 

Same with hinged tub, No. 1, $7.80; 
No. 2, $8.60; No. 2%, $11.15; ‘No. 3, 
$14, and No. 4, $17.30, all prices are 
each. 


Boss Handy Crusher, $6 each. 
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resistance, holds fast in a gale 


If you've ever seen the remains 
of a casement that’s been torn 
loose during a stiff blow, you'll 
know why more and more build- 
ers and home-owners are turn- 
ing to the secure and positive 
control given by Win-Dor Auto- 
matic Stays. For nothing short 
of a cyclone can loosen them. 

Just as a tractor can drag 
even a tremendous block of 
steel along a concrete floor but 
cannot budge a small steel post 


Dor Stay holds, not with a fric- 
tion or pressure grip, but with 
a definite metal-locked-in-metal 
rigidity. 

Yet, strong as the lock is, 
a touch on the lift-catch re- 
leases it and allows the case- 
ment to swing without resist- 
ance and without straining the 
hinges or tending to warp 
the sash. 

Write us to send you full in- 
formation on the entire Win-Dor 





embedded in 


the concrete 


tamed 


line, together 
with price list 








—so a Win- 





and discounts. 





—ap 








WinkDor 
CASEMENT HARDWARE 


THE CASEMENT HARDWARE COMPANY 
406-A North Wood St., Chicago, U.S. A. 
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This stay locks positively, swings without 


CASEMENT HARDWARE HEADQUARTERS 
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Hardware Trade Active in Boston— 


(Boston office of HARDWARE AGE) 


‘OST New England retail dealers say that May over-the- 


counter sales are the best of the early months. 


This year, 


however, May sales, owing to adverse weather conditions, 
failed to measure up to standard. Although final figures have not 
been computed, it is a certainty that June sales will greatly exceed 
those of May and those for June, 1925. Quite a few retail dealers 
go so far as to say June will have proved one of the best months on 
record. Everybody was crying for hot weather and they had it the 


last of June. 


As a result business increased very noticeably, and 


it is believed that the trade in general will find that sales for the 
first six months of 1926 will top those for 1925 by a comfortable 


margin, notwithstanding the poor start made this year. 


July is 


starting off well, sales so far being on a par with those for the last 


week in June. 


Naturally the activity in the retail is reflected in the jobbing mar- 


ket. 
involve 


Current sales are largely confined to seasonable goods and 
small amounts of merchandise in each individual instance, 


but the average retailer is in the market for goods every day or 


two. 


Some of those lines such as screen doors and screens, hereto- 


fore backward, are coming to the fore as a result of warmer days. 
Retailers are evincing some interest in goods that will be needed 
in the fall, but forward bookings in general are still somewhat dis- 


appointing to jobbers. 


The closing days of the week saw quite an 


influx of unpaid bills, report jobbers, and the general credit situa- 
tion is cosidered much more liquid. 


AUTOMOBILES (TOY).—There is a 
steady, although not brisk movement 
of toy automobiles out of jobbers 
stocks. It is evident that wholesale 
sales for the first six months of 1926 
were well in excess of those for the 


corresponding period last year. 

We from Boston jobbers’ 
stocks: 

Automobiles. — Toy, Dodge, $4.50 
each net; Ace, $5.20; Velie, $7.10; 
Hup, $8.80; Hudson, $8.50; Wills Ste. 
Claire, $11.40; Nash, $11.55; Jewett, 
$14.21; Overland, $14.67; Stutz, $13.26; 
Oakland, Packard, $28.05; 
Page sport, 9; Fire Captain, 
$7.26: Hook and ladder, $9.75; dump 
and auto tow, $21.12. 


BARROWS,—Ouite a number of retail 


quote 


dealers have run out of garden barrows | 
and have had to reorder recently. Buy- | 


ing is of a conservative nature, how- 


We quote from’ Boston jobbers’ 
stocks: 

Barrows. — Garden, from = stock, 
steel wheel, No. 4, $5.50 each net; No. 
5, $6. Wood wheel, No. 4, $5.75: No. 
5, $6.25. From factory, steel wheel, 
No. 4, $5: No. 5, $5.50. Wood wheel, 
No. 4, $5.25 No. 5, $5.75. Toledo 


canal barrows, $5.40 each net. 


BATTERIES.—Dry cell battery sales 


are of satisfactory volume, according to | ! 


jobbers. As might be expected at this 
time, business in radio batteries has 
fallen off to rather small proportions. 
We from Boston jobbers’ 
stoc 
Dattertes.—Coluasbie dry cell, in 
lots of 60, 32c. each net; in smaller 
lots, 36c. Hot shot, in barrel lots, 
No. 1461M, , 65 each net; No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel ey No. 1461M, $1.75; No. 
1562M, $2.07; No. 1662M, $2.45. 
Radio.—Dry cell in packages of 50, 


_ quote 


9 | 




















| 
| 
| 


| 








No. 7111, 29c. each net; No. 6, in lots 
of less than 12, 40c. each net; in lots 
of 12 to 50, $35.22 per 100; in larger 
lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 
$1.60 each net; 8 units to the barrel, 
$1.98 and $2.34 each. 


BOTTLES—tThe opening of the vaca- 
tion season has helped the market for 
vacuum bottles. Most retail dealers 
are carrying well assorted, but not 
large stocks, consequently are obliged 
from time to time to fill in. 


/ 

We quote from Boston jobbers’ 
stocks: 

ee aaa brown, pints, 

.50 each list; Black, pints, 
peel half-pints, $1.50, pints, $1. 75, 
quarts, $2.75. Nickel plated, plain, 
pints, $2.75; quarts, $4. Corrugated, 
nickel plated, pints, $2.25; quarts, 

“). 


Discount—25 and 10 per cent. 


BUILDERS’ HARDWARE.—Builders’ 
hardware is going into consumption in 


_farily large quantities, although most 
retail hardware dealers say sales are 


i 


somewhat behind last year. The build- 
ing boom at most beaches has come vir- 
tually to a standstill owing to the in- 


_ability to sell new homes, and that fact 
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s felt in the builders’ hardware mar- 


ket. 
We 
stocks: 
Hinges. eae strap, 4 
doz. pair net; 5-in., $1.24 
52; 10- -in.. $3.88. 
$1.84; é- in., 
$6.5 0. 
Hasps. Common hinges, 3-in., 62c. 
single per doz.; 4%-in., 72c.; 6-in., 
%5c.; safety hasps, with screws, 3-in., 
ie. — per doz.; 4%-in., $1.02; 
-in., 5 


Butts. —3'1, x 3%, all kinds, in less 


quote from Boston jobbers’ 


4-in., per 

6- hy ot 51; 
inten heavy 
$3.14; 10-in., 




















Retailers’ Stocks Are Sufficient 


than anee lots, 22%c. per pair; 3 x 3, 
22% c. x 4, 30%e. 
het Hd Door ‘Sets. — Stanley line, 


No. 2505J, $4.50 a set; No. "a $5; 
No. 1776J, $2.65; No. 1777J, No. 
1778J, $2.20. Holders, No. 1 Pe $1.65 
a pair; No. 1773, $3. 


CLAM DIGGERS.—Clam diggers are 
still engaging the attention of retail 


dealers located along the Atlantic 
Coast, but there is no real snap to buy- 
ing. 

We quote from Boston jobbers’ 
stocks: 

Clam Diggers.—Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 
extra heavy, 26-in. handle, $18.90; 
Ipswich pattern, four tine, riveted, 
$12.56. 


CLIPPERS.—Real summer days have 
somewhat livened up the market for 
clippers. One hears comparatively lit- 
tle these days regarding German clip- 
pers. Most retail dealers are interested 
only in the American product. 


We quote from Boston jobbers’ 
stocks: 

Clippers.—Toilet, Plymouth, No. 0, 
$1, each net; No. 00, $1.20; Success, 
No. 0, $1.40; No. 00, $1. 60; Mayflower, 
No. 0, $1. 10: No. 00, $1. 25: American 
Gentleman, No. 00, $2; No. 000, $2. 
Brown & Sharpe narrow plate and 
other kinds carried by jobbers, $4.50 
each list; discount, 25 and 15 per 
cent 
Horse Clippers.—No. 169, $2.50 each 
net; No. 179, $1.40. Horse clipping 
machines, No. 1, ball bearing, $14 
each list; discount, 33% per cent. 

Sheep a Machines. — Ball 
bearing, No. oo each list; dis- 
count, 33% a. " cent. 


CLOCKS.—Many people going to the 
country and beaches for the summer 
have found the old alarm clock left be- 
hind last year is out of commission, 
and an investment in a new one is and 
has been necessary. For that reason re- 
tail dealers have unloaded quite a little 


stock. 

We quote from Boston jobbers’ 
stocks: 

Clocks.—Alarm, New Haven styles, 
Tell Tale, black face, radium dial, 
$1.90 each net; Tom Tom, white dial, 
in cases of 24, $2.10; with radium 
dial, ely Tidy Top, white dial in 
cases of 50, $2.10: with radium dial, 
2.75. Waterbury styles, Thrift, ~ 
cases of 50, 75c. each, net; Rela 
alarm, in cases of 25, $2. 15; Vigilant. 
white dial, in cases of 50, $1.29; 
with radium dial, $2.14. Westclox 
styles,. American, in cases of 48, 99c. 
each net; Sleepmeter in cases of 48, 
$1.32; Jack-O-Lantern, radium dial, 
in cases of 48, $1.98; Bluebird, in 
cases of 48, $1.15; Blackbird, in cases 
of 48, $1.65; Big Ben, in cases of 24, 
$2.15; Baby Ben, $2. 15. 


CUTLERY.—June sales of cutlery were 
quite satisfactory, say jobbers. Just 
now there is a fairly lively call for low- 
priced kitchen knives, forks, spoons, 
bread knives, etc., presumably to sup- 
ply demands made by vacationists. 


We quote from Boston jobbers’ 
stocks: 
Bread Knives.—Genco, $2.50 per 
doz. net. 


Knives.—Kitchen, No. 303, 80c. per 


doz. net: No. 333A, $2.50. Slicers, No. 
283, $5.25; No 283A. $6; No. 
$5.25 Butcher, No. 200, 5-in., $3; 
6-in, $3.25; 8-in., $4.75; 9-in $6: 10- 
in., $7; 12-in., $10; 14-in., $12. Ebony 
handle, 8-in., $7.75; 10-in., $10.75; 
12-in., $14.25. Grapefruit, No. 342, $2. 
Straight Shears. — Universal line,. 
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Slide the doors 


on the inside 


Slidetite—the best method for doorways of any width 


Any doors are as good, or as inefhcient, as the hardware with which they are equipped. 
The hardware does the work. 

Slidetite garage-door hardware means good doors; that always work, with the least 
effort, and quickly. It puts an end to door-way problems for all time. 

Doors equipped with Slidetite 
slide and fold back againstthe walls; 
inside, where they belong. 

You see instantly the important 
advantages of the Slidetite method. 
The doors cannot be blocked by snow 
and ice; they always open easily; stay 
‘“put’’; and close just as readily, 
solidly, weather-tight. The doors 
cannot blow shut, against car or per- 
son. They provide an opening the 
full width of the doorway; no posts 
or obstructions. And simple ne 
ments take care of any swelling or 
shrinking of the doors. 

Slidetite Hardware ismost practical 
for doorways with from two doors to 
ten doors; and providesaclear opening 
in any door-way up to 30 feet wide. 








ppecwocseaaeenees 








Slidetite is packed in complete 
sets for 3, 4, 5, 6, and 8 doors. 
To insure satisfaction, buy 

complete sets only. 
tL 


—"T 


When a garage is not deep enough to fold the doors inside—Slid- 
aside is the correct hardware. Doors so equipped slide around che 
corner, flac against che wall. 

Slidaside can be used for two car garages by sliding doors to 
both walls, and is —— to any garage, regardless of distance 
from jamb co side wall. 

Both Slidaside and Slidetite equipment provide for an entrance 
door—does away with expense of a separate entrance. 

















AURORA, ILLINOIS, U.S.A. 


‘New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis KansasCity LosAngeles SanFrancisco Omaha Seattle Detroit. 
Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. - Winnipeg 


(1145-8) 
Largest and most complete line of door hardware made 





68 


$8 per doz. net; 642- 
in., $8.50; 7-in., $9; 7%-i $9.55; 3- 
in., $10.10; 9-in., $12. cel plated, 
6-in., $9.15; 6%-in., $9.55; T-in., $10.19; 
7%-in., 10.75; 8-in., $11.15; 9-in., 
$14. Left hand, 7%-in., $13.80. 

Bent Trimmers. Japanned, 
$9.55; S-in., $10.75; 9-in., $13.55; 
in., $16.90 

Barbers’ 
7ie-in., $12 

Scissors.—-Pocket, 7 
doz. net: 4'-In., . Embroidery, 
S'%-in., $7.65; 4-in., $8.35. Ladies’ 4 
in., $8.35: 4%-in., $8.70; 5-in., $9; 6- 


in., $10.35 

ELECTRIC APPLIANCES.—With the 
advent of warm weather, many moth- 
ers and sisters stopped going to town 
to have their weekly hair treatment. 
As a result there is a somewhat better 
home demand for those electrical ap- 
pliances used in such treatments. 


japanned, 6-in., 


7-in., 
1f- 
Nickel plated, 
net: S-in., $12.80. 
t-in $8.35 per 


Shears. 
per doz 





We quote from Boston jobbers’ 

tocks: 

Hair dryers, Nos. 1 to 7, $7.10 each 

net No. &, $6.60; cheaper models, 

$3.50 to $3.75. Vibrators, $3.75 and 

$5.50) seaters, $3.75 
EXTINGUISHERS.—Numerous New 
England towns and cities prohibited 
bonfires on July 4, and put greater 
stress on the necessity of guarding 


against fires of all kinds. Their action 
has helped the sale of fire extinguishers 
in certain localities. 


We quote from Boston jobbers’ 
ston ks: 

Fire Extinguishers. — l’yrene, $12 
list each; discount 33% per cent. 


Liquid, in quart cans, $1 each list; 
discount .; per cent 


FLY PAPER.—Now that we have had 
several warm days, Mr. and Mrs. Fly 
have come to life, as have those retail 
dealers who previously put off buying 
fly paper, sprays, ete. Buying on cer- 
tain days has actually been brisk, say 


»» 
on 


jobbers. 

We quote from Boston jobbers’ 
stocks: 

Fiy Paper.—s x 14-in., $1.90 per 
carton, net; in case lots (five car- 
tons), $5. 

Sprays.—%-pts., $4 per doz. net; 
pints, $6; quarts, $10; gallons, $32. 

Sprayers.—Standard makes, $2.80 
per doz. net. 

Ribbon.—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 
per carton. 

Tree Tanglefoot.—1-lb. can, $4.80 
per doz.; 5-lb. can, 22 per doz.; 


10-Ib., $42; 25-lb., $96. 
FREEZERS.—Until the last week or 
two it has been a tough proposition for 
the retail hardware dealer to interest a 
customer in a freezer. Today it is a 
different story. Freezers are selling 
quite well in a retail way, and jobbers 
are securing additional orders. 
We jobbers’ 
stocks: 
Alaska Freezers.—1 qt., $2.95 each; 
2 qt., $3.45 each: 3 aqt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 
Alaska Grey Goose Freezers.—1 qt., 
3.35 each: 2 aqt., $: each; 3 qt., 
each: 4 $5.75 each: 6 qt., 
each; 8 qt., $9.35 each; 10 qt., 
each. These are list prices 
are subject to a dealer's dis- 
count of 20 and 10 per cent. 
White Mountain Freezers.— 
»» each; 3 qt., $6.75 each; 
each; 6 qt., $10.45 each: 
each, and 10 qt., $18 each. 
list prices and are sub- 


are 
a dealer’s discount of 50 per 


quote from Boston 


qt., 


2 at., 
4 qt., 


8 qt., 


cent. 

Auto-Vacuum Freezers. — No. &- 
$3.33 net: No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
of 


prices to dealers show a discount 
3314 per cent off list. 
Acme Freezers. — Bright, galv., 
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tapered, 2 qt., $8 per dozen, same 
size, enameled-galy., $10 per dozen; 
1 qt. size, enameled-galv., $158 per 
dozen, and 1 qt. size, Junior enam- 
eled, $4.80 per dozen. These are net 
prices to dealers 

Arctic Freezers.—1 qt., $4: 2 4t., 
$4.60: 3 qt., $5.55: 4 qt., 36.80; 6 qt., 
$8.60; 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
jist prices. Jobbers quote dealers 
discount of 50 per cent off this list 


HACK SAW BLADES.—Common talk 


here is that a change in hack saw prices 


will shortly be announced. 


At least one 


manufacturer has changed his prices 


and jobbers are quoting the line at 50 
and 10 per cent discount, contrasted 
with 50 per cent heretofore. 

HAMMOCKS.—Spotty buying of couch 


hammocks is reported by the jobbing 


houses here. The movement of other 
kinds of hammocks, however, continues 


| sluggish. 


We from soston jobbers’ 


stocks: 
Hammocks.—Couch styles, standard 


quote 


makes, boxed mattresses, deep val- 
ance, khaki duck, $10 and $11 each 
net: with adjustable back rest, $13; 


green and gray duck, with back mat- 
tress, $16 and $17. Canopy, green and 
gray, $6 each: khaki, $4.35. Stands, 
$3 each. 
HANGERS.—There is a steady call for 
hangers. The use of hangers has in- 
creased materially the past few years 


and numerous retail dealers make quite 


| 
} 
| 
j 
| 





'time of the year. 


a feature of them by window displays 
and circular and local paper advertis- 
ing. 


We from Boston jobbers’ 


stocks: . 
Hangers.—Timber or joist, No. 300, 


quote 





for 2 x 6-in. timber, 18c. each, net; 
No. 301, for 2 x 8-in. timber, 20c. 
each net: No. 362, for 2 x 10-in. tim- 
ber, 28c. each, net: No. 403, for 2 x 
12-in. timber, 56c. each, net; No. 213, 
for 3 x 8-in. timber, 23c. each, net: 
No. 214, for 3 x 10-in. timber, 3lc. 
each, net: No. 315, for 3 x 12-in. tim- 
ber, 60c. each, net: No. 319, for 4 x 
8-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 45c. each, net: 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 
HAYING TOOLS.—In common _ with 


farming tools, there is an improved de- 
mand for haying tools, shipments by 
local jobbers the past week in some in- 
stances being heavier than usual at this 


We from Boston jobbers 
stocks: 

Scythes.—Little Giant, 28 
and 30 to 34-in., $16 per 
Clover Leaf, $13.50; bramble, 
brush, $16.50. 

Snaths.—Ash, 
cherry, $16.75: 

Scythe Stone. — Round English, 
$2.25 per doz. net; Star, $1.35; West 
End red, $1.10: Green Mountain, $9 
per gross; Black Diamond, No. 1, $15; 
Chocolate, No. 1, $1.70 per doz.; Car- 
bonate, No. 188, $1.95: No. 190, $1.95; 
No. 191, $2.34. 

Forks.—Three-type, No. 34, 12-in., 

per doz. net; No. 34%, 12-in., 
> No. 133%, 13-in., $10.44: No. 
133%, 13-in., ( 134, 13-in., 
$10.92; No. 135, 13-in., $11.76: No. 136, 
13-in., $13.92; No. 123%, 14-in., $11.04; 
No. 124, 14-in., $11.52; No. 144%, 
14-in., $11.88. 


quote 


to 32-in. 

doz. net; 
$16.50; 
$14.50 per net; 
brush, $16. 


doz. 


/ROPE AND TWINE—Manufacturers 


of manila rope have reduced prices 2c. 
per pound and jobbers have readjusted 
their price lists accordingly. The de- 
cline was forecasted by jobbers a fort- 
night or so ago. 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 24c. per Ib. base; 
sisal rope, 18%c.; hay rope, 19c.; cot- 
ton rope, 50c. 

Lath Yarn.—Sisal, C130, 18c.: D200, 
19c. per Ib. 


Reading matter continued on page 


| 
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Twine.—Hemp in %-lb. balls, No. 
12, 47c. a lb.; No. 18, 42c.; No. 24, 
40c.; No. 36, 38c.; No. 48, 37c.; Yazoo, 
24 10-oz. balls, 80c. a box: bison, 12 
2-0z. balls, 80c. a box. Cotton cones, 


44ce. Jute 2-ply, 30c. Marlin, 2-ply 
in 1-lb. balls, No. 4%, 27c.; No. 6, 
24c.;: in 2-lb. balls, No. 8, 22c. 
Yacht Marlin.—Tarred, 48c. per Ib. 
SANDPAPER.—Sandpaper sales the 


first half of 1926 were considerably in 
excess of those for the corresponding 
period last year, say jobbers, who at- 


tribute the showing to a better method 


of merchandising through new pack- 


ages. 

We quote from Boston jobbers’ 
stocks: 

Sandpaper.—Imperial, sheets 8% x 
10%-in., per package; 
Grit Sheets List 
No. in Box Price 
2/0 100 $1.40 
1/0 100 1.40 
ly, 100 1.50 
1 75 1.25 
1% 50 1.00 
2 50 1.10 
2% 50 1.20 
3 25 70 

Discount 30 per cent. 

Cabinet, containing 300 sheets of 
paper, for display and counter sales, 
$4.60 each net. 


SHEET LEAD.—Local jobbing quota- 
tions on sheet lead have been advanced 
lec. a pound. Compared with around 
the first of the year prices are still 
about 2c. lower. 
We quote 
stocks: 
Sheet Lead.—l6c. a pound base list. 
Discount, 20 per cent. 


from Boston jobbers’ 


WASHING MACHINES.—Jobbers and 
retail dealers are pushing washing ma- 
chines, but everybody says results have 
not been very encouraging to date. 

















We quote from Boston jobbers’ 
stocks: 

Washing Machines. 
wave, $99 each list; 
type, $94 each list. 
per cent. Horton line, 


Voos, sea 
No. E25, Dollie 
Discount 33% 
No. 40, cop- 


per, $112 each net: white enameled, 
$119; No. 34, $92.75; No. 33, $63. 
lroners.—Horton line, No. 3, gas 


heater, $101.50 electric 


heater, $108.50. 
WATERGLASS.—tThere is a sustained 
demand for waterglass, although job- 
bers’ sales are considerably less than 
they were a month or so ago. 


We quote from Boston jobbers’ 
stocks: 

Waterglass.—Pints, $1.30 

net; quarts, $2; gallons, $7. 


Rummage 


A good plan to increase sales during 
dull seasons is to collect all odds and 
ends and left-overs from broken and 


each net; 


per doz. 


‘incomplete stocks, displaying them on 
_counters and tables well up to the front 


of the store, marking all items plainly 
with price tags, and then advertising 
a Rummage Sale in your local news- 
paper. It is surprising what a num- 
ber of shelf-warmers may be converted 
into good cold cash by this method. Of 
course, some special inducement in the 
way of price is very necessary to the 
complete success of this plan; but as it 
is a sure-fire mover of dead stock, what- 
ever discount you allow is all in your 
favor. A turnover, even at a lower 
profit, is much better than a holdover, 
any day. Do a little rummaging in the 
out-of-the-way places and forgotten 
corners of your store and when you 
have made up your collection of rum- 
mage sellers, let folks know about it. 
William Ludlum. 
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To lend or not to lend? 


F. B. Lomas, Cresco, Iowa, hardware dealer, 
has reached a profitable conclusion where Perfec- 
tion Stoves are concerned. Read his experience. 





™ and we'd like to borrow a Perfec- 


tion Stove.” 


Such requests are music to the ears of F. B. Lomas, 
owner of the Lomas Hardware Co., and former pres- 
ident of the Iowa Retail Hardware Association. He’s 
sure to comply. 


Most Effective Advertising 
“Tt certainly is paying us to be generous with Perfec- 
tion Stoves,” he says. ‘‘Lending them for public 
gatherings is the most effective advertising we have 
ever done. And, at that, we haven't a single used 
stove left on our hands.” 


Last year Lomas co-operated three times with the 
Farm Bureau demonstrations, lending a Perfection, and 
supplying a man to demonstrate it. He lent a Per- 
fection for the Girl’s Club demonstration at the Coun- 
ty Fair—and directly traces four sales to 


By A. Blackburn 


exclusively. “‘Once in the home on approval, 
the stove usually stays there.”’ 

A stove in a public place, such as a school, usually 
means many more stove sales, as Lomas has found. 
About two years ago, he sold 10 Perfections for the 
domestic science room of the Cresco School. 


“It was a profitable placing,” he maintains, ‘‘for it led 
to many other sales—to families of the girls who had 
used the stove in the class-room.” 


A Year-Around Proposition 
Perfections are a year-around proposition with Lomas 
—he carries them on his sample floor throughout the 
year, and features them often in window displays. 


“We credit the splendid co-operation of the Perfec- 
tion Stove Company for much of our success,”” Lomas 
says. “But we never overlook a chance to 





lend the stoves. For this is certainly in- 





this ‘‘loan.”’ All told, he sold 47 Perfec- 
tions the first eight months of 1925. 


This lending policy of Lomas’ goes even a 
step further—right into the home. 


Right in the Home 


‘We are willing to place a Perfection in 
any home on approval,’’ says Lomas, who, 
needless to say, carries Perfection Oil Stoves 














Next Month 


Advance infor- 
mation on the big 
Perfection Room 
Heater advertis- 
ing campaign. 


Watch for it. 


creasing our stove profits.” 


PERFECTION STOVE COMPANY 
Formerly The Cleveland Metal Products Company 
7609 Platt Avenue Cleveland, Ohio 
In Canada, the Perfection Stove Co., Ltd., Sarnia, Ont. 


Important: Sellonly genuine Perfection wicks forall 
Perfection and Puritan Stoves. Others cause trouble. 
Be sure wicks are stamped with red triangle. 

















For Quick 


ret, PERFECTION OILSTOVES 4"? 
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Hardware Trade Is Fair in Cleveland 
Territory—Staple Items Active 


(Cleveland office of HARDWARE AGE) ' GLASS BAKING WARE.—Sales con- 
“HE demand for staple lines of hardware continues fair and | tinue rather slow. 


Jobbers quote f.o.b. Cleveland: 






about at normal volume. However, there is some complaint | Casseroles, round or oval, 1 at., 
. . . . 7. » "o>. > >. 
from salesmen of jobbing houses that business is not coming, 2i.)i). * $150: casseroles with fancy 
ag « _ > = ; > " Cc ; ‘ ‘ QOyro « . , ‘oO « covers, 35e hig 
as easily as it does sometimes. Lines that are at present seasonal | Pie Piates, © in, 50c.; 9 in., 60c.; 
are moving fairly well, but retailers are showing little interest in 0 in.. Sic. Rie tell a eas 
placing further orders and sales of seasonal merchandise for fall | C. 
. ; ; “e | yey Dishes, No. 231, 67c.; No. 
shipment has so far been very light. In sporting lines tennis and | 282, $1.1 * . 
golf goods are moving well. Fishing tackle is moderately active. , Tea Pots, pa, Seay S ONpe, Ti 


Tires are in rather light demand, as dealers do not want to be caught GAME TRAPS.—Few orders have been 
with large stocks should prices decline. booked as yet for fall shipment. 


The only important price change is a 2-cent decline on manila Victor game traps, No. 0, $1.10 _ 
rope and a reduction on fodder twine. Generally the market is firm. o.; oar dia Sek Gk eae bon 
Collections are fair, showing a little improvement over a few!  neida jump traps, No. 0, $1.59 per 
doz.; No. 1, $1.83 ~ doz.; No. 1%, 


$2. 83 per doz.; No. 2, $4.38 per doz. 
peninrenaneesiliintenaia HAN DLES.— While ‘business is not 
CORRUGATED ROOFING.—Prices are | heavy, jobbers are taking a fair vol- 
holding at the recent reduction. The | ume of orders. 


weeks ago. 

AUTOMOBILE TIRES AND ACCES- 
SORIES.—tTires and tubes are moving 
rather slowly at present, evidently due 











to talk of lower prices, which is caus- demand is fair. Jobbers quote o>. Seeman: - 
: alers buy f hand t th Cleveland jobbers quote No. 28 Axe Handles.—No. hickory, $4.25 
ing dealers to buy from hand to mouth. wage corrugated roofing at $4.00 per per doz.; No, 2, $2.90 per doz.; finest 
— = : att aa | . 4 ver selected white hickory, $6 per doz.; 
’ > , » ( ~ ATA , , ’ 
Howe VE r, no de finite informati yn ha Square, f.o.b. Pittsburgh. : special white second growth hickory, 
come out that prices are likely to be | BATTERIES.—Owing to a lull in the $5 per doz. 
- ad i , a tre. Accesso- atin : ahem oeptee « Hatchet and Hammer Handles.— 
reduced in the ne ir future demand for radio batteries sales are No. 7, 96c. per dos. finest growth 
ries have been moving quite well but rather light. Prices are firm. hic kory, $1. 50. 
are not as active as they were. Jobbers quote f.o.b. Cleveland: i ed and: bored, XX 4% rer er 
Clelevand jobbers quote Mansfield No. 766 B batteries, $1.30 each for per doz.; 5 ft., $4.50 per doz.; bent, 
tires f.o.b. Cleveland, 30 x 3% in. unit packages and $1.40 for small 4% ft., $4. 15 per "te 5 ft., $5.10 per 
regular cord, $9.95; heavy duty over- lots. , . doz. ; x bent, 4% » $2. 90° per doz.; 
size, $12.65; 32 x 4 regular cord, | _Eveready B batteries, No. 486, 5 ft., $3.20 per Ry 
$17.50; heavy duty, $21.40; 34 x 42 — each for wy packages and $3.85 Manure Fork Handles.—Bent, XX, 
heavy duty oversize, $29.50; balloon each for smaller lots. ) 4 ft., $3.90 per doz.; 4% ft., $4.25 per 
tires. 29 x 4.40, $13.85: 30 x 5%, No. 6 ignition type dry cell batter- doz. ; X, bent, 4 ft., $2.80 per doz.; 
$23.45: 32 x 6.20, $35.50; tan tubes, les, 32c. each. 412 $2.90 per doz. 
30 x 3%, $2.50; 32 x 4, $3.75; 34 x COOKERS.—Steam cookers are still Garden Hoe Handies.—XX, 4% ft., 
41%, $4.60; balloon tire tubes, gray, . . $3.30 per doz.; No. 1, 4% ft., $1. 50 per 
29 x 4.40, $2.95; 30 x 5%, $4; 32 x 6.20, a very active item. doz. 
$6.20. Jobbers quote No. 20 Conservo Garden Rake Handles.—XX, 6 ft., 
We quote from_ jobbers’ stocks, cookers $8 a fo.b. Cleveland or $6.25 per doz.; No. 1, $2.65 per doz. 
2. Saveians: ee rae, ee factory. hate! Handies or ae pattern 
45 jacks, 3.40. lerf spark plugs, - —— — . 4 > > % ft 5 per doz , 4% ft., 
96c. each for all sizes in lots of less CHERRY SEEDERS.—tThis is a sea- $3.75 per doz.; D handle, $5.60. per 
than 50; Champion X spark plugs, sonal item that is moving’ well. doz. 
45c. each for less than 100 and 4lc. Spade Handiles.—X grade, $5.40 per 
each for over 100; Champion regular, Cieveland jobbers quote cherry doz. . 
53c. each for less than 100, all sizes; seeders as follows. Rollman, $10 per a a ' 
50c. each for over 100. doz.; Enterprise Japanned, $16.75 per HOSE REELS.—These continue to 
Fe ‘ . ° doz. : galvanized, $17.50 per doz. > ' move in fair volume 
AXES.—Some orders are still being | = frighton, $8.50 per doz. | . 


Cleveland dealers quote Donley No. 











laced for fall shipme but business | pavec T C DUCT 
?- é ak hipm nt, but busin EAN ES TROUGH AND CONDUCTOR 2 hose reels at $1.75 each; Reelezy, 
iS not brisk. PIPE. mand is fair. Discounts $15.85 per doz. 
Jobbers quote f.o.b. Cleveland: | | are unchanged. ICE CREAM FREEZERS.— Jobbers 
First grade single bitted rustless h b . 
black finished, handled axes, $19.50 | Cleveland jobbers quote eave ave booked a heavy volume of business 
base per doz.: unhandled, $15.50 per trough and conductor pipe at 77¥ in ic i 
doz.; double bitted, handled, 24.50 per cent off list in crate lots de = cream freezers this a~aaeadan and 
per doz.: double bitted, unhandled, livered., orders are still fairly plentiful. 
$20 per doz.; 60c. increase for dozen i fy re : — : J > > Move ; 
lots weighing 42 to 48 Ib. and similar | FANS.—Owing to the continued cool ce anaes Se eo 
advance for each 6 Ib. additional weather, sales of fans so far this sea- | qt., $2.50: . at. $2.96: 4 at. et 6 
ws _— pocaiaggnene |son have been rather light. | qt., $4.50; 8 qt., $5.85; 12 qt., $9.45; 
BOLTS AND NUTS.—tThese continue oats White Mountain Freezers, 1 qt’, $2.40; 
- . | Cleveland jobbers quote Polar Club 2 qt., $2.80; 3 qt., $3.35; 4 qt., $4. 10; 
to move fairly well. Prices are firm at | fans, 6 in. Jr., $3 each; 8 in. Jr., $3.20 6 qt., $5.20; 8 qt., $6.75; 12 -" $10. 
regular discounts. | each; 10 in. stationary, $4.60 each; Auto Vacuum Freezers, : qt., $6: °; 
10 in. oscillating, $7 each. Prices for qt., $5.33; 4qt., $6.66 
Jobbers quote f.o.b. Cleveland: dozen lots are slightly lower. r o a” ‘ 
_ Large machine bolts, cut threads, GALVANIZED WARE.—The demand NAILS AND WIRE.—The demand is 
50 and 10 per cent off list; small Pg oe , = rather slow and retailers are buyin 
rolled threads, 60 and 5 per cent off |is fairly active and regular prices are ying 
list; carriage bolts, large and small | hei . ‘ned from hand to mouth. Prices are firm. 
cut threads, 45 and 5 per cent off | eing maintained. Jobbe t il 
list; stove bolts, 75 and 10 per cent Jobbers quote f.o.b. Cleveland: ke —s =" ion my SS ere. pet 
of et: met meeeend ts. $3.90 off , > ‘ ‘& for car lots and mill shipment 
) ot pres nuts, ) Sprinkling cans, 4qt., $5.90 per doz.; and $2.90 per k f ] h 
- To ee rivets, 65 and 5 per cent | 6 qt., $6.65 per doz.; 8 qt., $8 per doz.; lots. , a a aw 
oO st. 10 qt., $8.75 per doz.; 12 qt., $12.50 
1 oes 1» SS "’ . Jobbers quote as follows from 
- » i " ° > ° aie ” 
BINDER TWINE.—Sales are light and | Per, Go%; 18 ate at. | =: stocks: 
not much business is expected until a 12 qt., $2.80 per doz.; 14 qt., $3.15 per one acne, then car lets, 08 per 
y . doz. : 16 at., $3.80 per doz. eg; No. 9 galvanized wire, $3.45 per 
fall demand develops for twine for ty- | 100 Ib.; No. 9 annealed wire, $3 per 
ing corn GARDEN HOSE.—Buying for the sea- 100 Ib. Ib. ; ;, coment coated nails, $2.40 per 
. : ) shed fence staples, $3.70 
Cleveland jobbers quote first grade | son is pretty well over. per 106 1b. galvanized fence staples, 
binder twine at $6.98% per bale, 50 Ib. | Cleveland jobbers quote % in. $3.95 per 100 1lb.; miscellaneous nails 
gross f.o.b. Cleveland, and $6.87% double braid molded hose 10c. per ft.; and wire brads, 70 and 10 per cent off 
f.o.b. Chicago or Auburn, N. Y same in higher grade, llc. per ft. list. 


Reading matter continued on page 72 
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A group of 1926 
Bassick advertise- 
ments appearing 
regularly in The 
Saturday Evening 
Post and Good 
Housekeeping — 
where millions 
read them. 








° 





O trouble for easy rolling Bassicks to 
make friends with people that use them. 


Likewise, it’s no trouble for you to sell easy 
rolling Bassicks—when the road is laid for 
you by such advertising as shown above. 


Give the advertising every chance to work 
for your benefit——stock and display Bassick 
Casters. You'll win. 


Bassic 


Reg. U.S. Pat. Off. 


For thirty years the leading makers of high grade casters 
for home, office, hospital, warehouse and factory 





Casters 


The BASSICK COMPANY 
BRIDGEPORT, CONN. 
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made on manila rope effective July 1.| SCREEN DOORS AND WINDOWS.— 
fodder twine was | These items are dull, evidently due to 


Barbed Wire.-—s0 rod spools, Lys 
man, 4 point cattle wire, $3.25; sani 
hog wire, $3.50; American special hog 
wire, $2.50. 

POULTRY NETTING AND WIRE 
CLOTH.—The demand for wire cloth, 
especially in galvanized and _ bronze 


metal, continues good. 
shipment from 


is quiet, | 21 oz. and coarser, 


Cleveland jobbers quot poultry 
netting at 50 and 7*% per cent off list; 
galvanized before weaving, 50 and 10 


SLEDS. 





At the same time 
marked down 1c. per |b. 


Cleveland jobbers quote best grade 
of manila rope at 25%c. per Ib. for 
factory shipment and 24c. per Ib, for 
stock shipment; sisal rope 15'%4c. per 
Poultry netting lb. for factory shipment and léc. for 
“ stock; fodder twine, 
lic. per Ib. 


Not much business has as yet 
_been placed in sleds for fall shipment. 
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the backward season. 

STOVE ACCESSORIES.—Stove pipe 
and elbows are rather quiet. Many re- 
tailers have not yet bought for fall 
shipment. 


Jobbers quote f.o.b. factory: Stove 
pipe in crates of 25 lengths, Security 
blued 28 gage, 3 in., $2.85; 4-in., $3; 
5-in., $3.46; 7T-in., $4.05. 


Elbows, Security blued corrugated 
ie 4: 5 











and 7% per cent off list; wire cloth, . 

black, $1.85 per 100 sq ft.;: galva- Cleveland jobbers quote sleds as “8 gage, N., $1.¢ 7 in., 1.1 =. 

nized, $2.05 to $2.10 per 100 sq, ft. follows: Flexible Flyers, 33% per cent | in., $1.25; 6 in., $1.38; 7 in., $1.88; all 
off list f.o.b. Cleveland and 35 per per dozen. 


PREPARED ROOFING.—The demand | cent off list f.o.b. factory. Lightning | Stove boards in full box lots, paper 
Las ee : : : , slide 32-in. 2.5 r zZ.: 34-1 ’ £ are, 26 in., $7.35 per doz.; 
is rather active. Prices are unchanged. Glider, 32-in., $12.50 per doz.; 34-in. | lined, square, <0 , a 
. | $14.25 per doz.: 36-in., $16.35 per doz.; 28 in., $8.30; 30 in., $9.70; 32 in., 
Cleveland jobbers quote slate sur- 40-in., $18.40 per doz.: 45-in 99 OF 11.45; same, wood lined, 24 in., 
face roofing at $2.10 per roll; common per don - ES_in on Ta - eens $11.20 per doz.; 26 in., $13.25; 28 in., 
grade smooth surface roting at $1.25 — 0 FSU.29 PCE COs. $15.50; 30 in., $18, and 33 in., $21.30; 
per roll; high grade smooth roofing at STEER . -ETS. —Galv —_ . a oblong, wood lined, 18 x 24 in., $9.95 
$1.60 per roll. I vEL SHEE rs . Galvanize d sheets per doz. : 18 X 30) in., $12.50; 20) x 20 
_are active and jobbers’ prices are un- in., $15.10; 24 x 36 in., $16.60; oblong 


PAINTS AND OILS.--Mixed paints | 
and automobile paints are in fair de- 
mand. Linseed oil, turpentine and 
white lead are moving slowly, being 
affected by the painters’ strike which 
still continues in Cleveland. 


ular. 


28-gage, $5 per 


Mixed paints, regular shades, best well 
grade, $3.10 per gal. for 1 gal cans , 
(outside white, $23.30 per gal. in 1 gal. Jobbers quote 


Turpentine in bblis., $1.02; less than in full bundles: 


bbl, $1.17 per gal | per doz.; solid shank shovels, Syca- 


linseed oil in bbls. $1.00; less than 
bbl, $1.15. Roiled, 3c. extra per gal 
White lead, in 100 Ib. kegs, 15%e¢. per 
Ib.: in 50 and 25 Ib. kees lostec. per 
Ib.; in 12% Ib. kegs, 15% c. per Ib.; in 


more, $12 per 
per doz 





changed. Mill prices are rather irreg- 


jobbers’ stocks 
galvanized sheets, $5.30 per doz.; 17-in., closed with 
100 Ib. funnel, $6 per doz. 


We quote from 
f.o.b. Cleveland, 


shovels f.o.b. Cleve- 
cans land; No. 2 fourth grade $10 per doz. 


SCREEN DOOR GUARDS.—These are | 


yaper lined, 18 x 24 in., $6.45; 18 x 30 
n., $8; 20 x 30 in., $9.45; 24 x 36 in., 
$10.10. 

Coal hods, galvanized, 17-in., $4.75 
per doz., for open models; 18-in., 


SHOVELS.—The demand is holding up | wRATHER STRIPPING.—Jobbers are 





getting a good volume of orders for fall 
| shipment. 

| Cleveland jobbers quote weather 
stripping as follows: 

Protector, Nos. 336 and 342, ™%-in. 
felt edge, metal bound, $2.20 per 100- 
ft.: Nos. 536 and 542, %-in., $3 per 
100-ft.; wood and felt "%-in., $2 per 
100-ft.: %-in., $2.75 per 100-ft.; 1-in., 


third grade $12 


Ruf-nek, $14.15 | 


or + “new os eee —_ still in fair demand. | $41 per 100-ft.; Home Comfort, 500 ft 
other prices are ne % wil., , » 4 ° 
Cleveland jobbers quote No. 28 and with reel, $4.85 per 100-ft.; same 

> , ’ ry, . ry ’ ’ . . . . *>» re 
ROPE AND FODDER TWINE.—A 32 Donley screen door guards at $6 | white, $6.50 per 100-ft.; Nero, 500 ft. 


price reduction of 2c. per Ib. has been 


per doz, sets, three in a set 


reels with stand, $3.85 per 100-ft. 








The Boss Under the Microscope 


T first thought, it seems a bit discourteous 

for the salesperson behind the counter to 
beneath’ the 
searching scrutiny of the microscope. And yet 


there is no reason why he should not do it, pro- 


figuratively hold his employer 


vided, of course, he gives proper scrutiny to that 
employer’s many good points. Faults he has, to be 
sure, but to offset them what about his indispen- 
sable qualities ? 

At times, you may feel that your employer is 
a bit harsh. But, never forget that no true esti- 
mate of him in that respect may be had unless 
vou ask yourself whether you or any of your fel- 
lows could do better, or as well, under the same 
complex and troublesome conditions. You un- 
doubtedly work faithfully for long hours from 
morning to night; but never forget that his job 
is always with him. He cannot forget it when he 
leaves at night as you probably do. He must in 
these days of keen competition continually, un- 


ceasingly plan and scheme so that your job will 
be there, waiting for you, every next morning. If 
the day were forty-eight hours long, he would, 
likely as not, still be at it. 

It is eertainly within the realm of possibility 
and imagination that you, yourself, will, in your 
turn, some day be boss of this same business es- 
tablishment. In that event, it is highly probable, 
in fact almost certain, that you will, upon occa- 
sion, look back longingly to your present days of 
comparative lack of worry and _ responsibility. 
Never forget that at present your job is to handle 
yourself and perhaps a relatively few others to 
advantage. Some day it may be your responsi- 
bility to handle the whole organization, when it 
has grown still larger. And then you will want 
that same highly-desirable cooperation and thor- 
ough loyalty that he craves and needs from you 
today. If you don’t give it now, you cannot ex- 
pect it to be given you some other day. 








Reading matter continued on page 74 
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Here’s the List you need—It’s Verified 























HARDWARE AGE VERIFIED LIST 
OF WHOLESALERS AND RETAILERS 


Gives names and addresses of Hardware Retailers, with ratings based principally 


upon annual sales; and also shows names, addresses, capitalization, territory cov- 
ered, number of traveling men, names of buyers and lines handled by Hardware 


CONTENTS OF SEVENTH EDITION 


Wholesalers. 


Wholesale Hardware Houses and also Manu- 
facturers’ Agents in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Can- 
ada and Foreign Countries; also General 
Stores, Lumber Yards, etc., handling hardware. 
Chain Hardware Stores in United States and 
Canada. 

5c, 10c and 25c Stores carrying hardware in 
United States and Canada. 


Department Stores carrying hardware and 
housefurnishings in the United States. 


Automobile Accessories Jobbers. 


Mill, Steam, Mine and Machinery Supplies 
Dealers. 

Export Merchants handling hardware and 
kindred lines. 

Sporting Goods Wholesalers and Retailers. 
Mail Order Houses handling hardware and 
housefurnishings. 

Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers is indispensable in economic direct- 
by-mail promotion work and also a helpful guide for salesmen’s calls. Every sales manager 
should have one on his desk, and every salesman could profitably carry a copy in his grip. 
Since the previous issue was published there have been more than 10,000 additions and cor- 


rections, and these all appear in the Seventh Edition. 


Hardware Wholesalers find Verified List of great value in “checking” their retail prospect records. 


$12.00 postpaid 


HARDWARE AGE 


(Verified List Department) 


239 West 39th Street 


New York, N. Y. 
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Cashing In on School Time 


By Frank Farrington 


' \ THEN schools open in the fall boys who have 
had no responsibilities all summer are com- 
pelled to take on responsibility. Boys who 
have worked more or less through the summer give 
up their summer jobs and take on the school work. 
Boys who have been in summer camps come back 
home and settle down to routine for a given number 
of hours per day. 

The necessity for physical inactivity during the 
greater part of the day in a school room means that 
all those boys come out of school in the afternoon 
full of physical energy and anxious to do something. 
Their heads are full of plans and schemes and many 
of them are for something more than play. The 
changed conditions when school opens and the di- 
recting of thought toward serious channels incline 
the boys to think of after-school hours in terms of 
constructive activities. They want to build some- 
thing or make something or they want to do some- 
thing to earn money. 

This mental attitude of the minds of boys in the 
fall gives the hardware man his opportunity to cash 
in on the arrival of school time and the serious work 
of the year. 

Securing Business 

There is actual and immediate business to be se- 
cured through and from the boys, but that is not the 
only phase to be considered by the hardware mer- 
chant who is in business to stay. When you begin 
to work with the boys, you begin to build up the fu- 
ture of your business by lining up those who will be 
the principle buyers ten years from now and from 
that time on. 

I am going to give here some plans and methods 
such as have been used by hardware stores to interest 
the boys. With or without variation they are avail- 
able for use again in other stores. 

In a certain town the boys became interested in 
building back-yard shanties and the hardware man 
noticed them buying nails and he heard them talking 
about what they were doing. He saw an opportunity 
to encourage the boys to learn the rudiments of car- 
pentering and he announced that he would give a 
prize of $5 worth of merchandise to the boy who built 
the best shanty on land where he had a right to 
build. 

In his windows he displayed some simple forms of 
construction such as might enter into the building 
of shanties, showing methods of joining timbers in 
the various simple forms. He displayed a few simple 
tools of the popular priced sorts, and he showed 
boxes of assorted nails at prices the boys could pay. 
He posted also a list of books obtainable at the pub- 
lic library and devoted to simple mechanics. 

It was announced that in awarding the prize in- 
genuity, correct construction, economy and workman- 
ship would be considered ahead of such results as 
might be attributable to money. He did not want 


the prize taken by some boy who happened to have 
all the spending money he wanted. Actual work by 
any professional carpenter was barred, but the boys 
were advised to get all the suggestions they could 
from such sources. 

There resulted several weeks of great boy industry 
which produced shanties in gardens, in front yards, 
in trees, even in cellars when no outside space was 
available. The boys studied the helpful window dis- 
plays of the merchant and they took out library 
books. Their fathers bought some tools for them. 
They earned the money for nails and hinges and lum- 
ber. They used up all the old boards and window 
sashes to be found. The contest got into the news- 
papers and it proved to be a great hit. I don’t think 
the actual immediate business produced for the 
hardware store was so great, but the good will and 
the advertising accruing were important and enudr- 
ing. 

Another hardware man offered prizes for bird 
houses, working along a similar line, but this was 
done in the winter with a view to having the houses 
ready for spring use. 

One hardware man found it possible to develop a 
good deal of interest among the boys by asking them 
to hand in their ideas of what would be the three 
most important tools a man could have if he were 
cast away on a desert island and could have but three 


tools. 


Arrangement 


A window was arranged to show as great a variety 
of tools as possible of such sorts as might be of in- 
terest in such a discussion and blanks were passed 
out at the schools: 


I think the three best tools a man could have 
if he were cast away on a desert island and could 


have but three, would be 


pPeseeeeeeeesee@eees eee eae eee aeaeseese ee eee eeeerwre ee eee Ce 
eee 8 O @2eeOresese © Oe @Oee BOO eaeeedee oee<ceeTetceewe@e@Cee@eewe@goHWeeFee 8 FS 
RPe@egce@ ee e@ Oe eewewee @&€ ee 2 e2@ 6.80 ee Ca re C2 ecw ewe 6 es @&© 8 @ 8 FS 


The window display bore cards relative to the 
discussion and suggesting the reading of “Robinson 
Crusoe” and “Swiss Family Robinson,” “Treasure 
Island,” “Mysterious Island” and other such books. 
Letters were invited upon the subject and not re- 
stricted to boys. Adults could take part in the dis- 
cussion and did. Considerable newspaper publicity 
was secured free. 

By interesting one of the teachers in the school a 
dealer was able to work the following plan: He ar- 
ranged a window display of tools with all items 
mounted on a large sheet of wall board and the 
name under each tool. Then he offered a prize for 
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GARAGE DOOR HARDWARE 


““Twenty-Eighty” Low-priced Steel Hanger 


Designed for dependable, easy operation under cated roller bearings. The track is our stand- 
all conditions, ‘‘Twenty-Eighty’’ is one of the ard Allith trolley track with rounded troughs 
best low priced hangers obtainable. It is for the hanger wheels. The brackets are formed 
adapted for use on all folding-sliding type door in a manner that gives maximum strength and 
installations; can't — oe sag or come off the a wide range of adjustment. 

track and always closes doors weathertight. Dealers: ‘‘Twenty-Eighty’ hangers will meet 
‘*Twenty-Eighty’’ is similar in construction to all the requirements of a considerable part of 
our famous ‘‘Ten-Eighty’’ though built of steel your trade, give long and satisfactory service 
parts throughout instead of certified malleable. and make friends for you. Packed in a handy 
The hanger has a strong frame, adjustable carton complete with all hardware parts and 
vertically and machined cast wheels securely track. Very attractively priced. Write for cata- 


Hi 

| riveted to hardened axles that revolve on lubri- log and prices. 

HW 

| ALLITH-PROUTY COMPANY 

| | DANVILLE ILLINOIS 

Ht Manufacturers of 

H It Garage Door Hardware Spring Hinges Rolling Ladders \ 
| | Fire Door Hardware Overhead Carriers Door Hangers 
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DUOAREERTOTT i 11441400 


The “Home Town” Customer 


The Smiths, Browns, Joneses— about every = 
family in your town knows him. 


} I 7A } 
A word from him means a whole lot, especially UDLOWSAYIOR | 
when that word is “Perfect” and the product is | WIRE CO. 
Screen Wire Cloth. | ————— | 
a tKOLITE 
Because every home his family visits and every m 
family that visits his home usually bring up the 
subject of screens. 
They just can’t help advertising “Perfect”— 
their Windows, Doors and Porches are all screened 
with it. One tells another. 


Keep supplied through your jobber. 


MUVULIAUULALVAUARGRAREOAL ADA A TAREE 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 


MU) 0000 
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what he called a memory test. The teacher was to 
allow boys to write out from memory as much of 
a list as possible of the tools in that window, names 
to be correct as printed in the display and spelled 
properly. No reference allowed to any written list. 
The prize went to the longest correct list. Where it 
proved impossible to have this done in school hours, 
the teacher could give it time after school and would 
probably be glad to do it whether paid for it or 
not. 

“Want to Build Something, Boys?” asks a hard- 
ware man’s advertisement in the newspaper and in 
his window. And he goes on to tell the boys that 
whatever they want to build or make, if they will 
come to him he will try to get them information 
about how to do it, if they don’t already know how. 

“It is my business to help boys to learn how to 
work with tools. Whatever you want to make, come 
and ask me how to do it. If I don’t know how, I'll 
do my best to find out for you.” 

This hardware man has accumulated a little li- 
brary of hand books that enables him usually to dig 
out the information desired without trouble. 


Manual Training 

It might not be amiss right here to suggest the 
desirability of a hardware man in a town where 
the local schools have manual training departments, 
making a strenuous effort to sell the tools used in 
such departments. This is apt to be a matter of 
applying early for the order. The hustling dealer 
is the one who lands such business and to have the 
boys using in school the brands of tools you fea- 
ture in your store will pretty surely make those 
boys believe in your line and boost for it. Before 
boys come to know tools and their grades from expe- 
rience they exhibit their scant knowledge by pro- 
claiming the virtues of the brand they do know, even 
though they have never tried any other. 

In a town where the local hospital held some sort 
of a money raising sale or drive once a year in the 
fall, one hardware man started six weeks or more in 
advance of that occasion to interest the boys in 
making things to be sold for the hospital fund. 

He addressed a circular to the boys and distributed 
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every boy was, of course, interested in having the 
city hospital prosperous and every boy would will- 
ingly do what he could to help it. It told the boys 
that the hardware man would give certain prizes for 
the best contributions brought to him to be sold for 
the hospital fund. These contributions might be 
anything useful or ornamental made by the boy him- 
self from wood or metal by his own hands. 

The offer, well advertised in the newspapers, was 
used by parents as a handle to interest youngsters 
in doing something helpful and useful and as a re- 
sult there was a large collection of articles of more 
or less value, all of which brought good prices at 
an auction for the hospital benefit. 


Advertising Space 


A hardware man who finds it necessary to use ad- 
vertising space in the local school paper in order 
to keep the good-will of the students announces in 
that space that he will give a prize of a home tool 
outfit to the student making the most progress dur- 
ing the school year in the manual training class. 
His advertisement keeps the offer before the stud- 
ents all the year. 

In the sporting goods line the opening of school 
stimulates trade, but an annoying factor in this 
connection is the tendency of some physical directors 
to arrange to do business direct with some out-of- 
town jobber or distributor, or sometimes with a 
manufacturer. Some hardware men take the bull 
by the horns and go right to the physical director 
and offer him a discount on all purchases made in 
quantity for the school, thus meeting the outside 
competition on its own ground. It helps at such 
times to see the members of the board of education 
who are usually local business men interested in 
seeing trade kept at home. They will usually be 
willing to advise the physical director to avoid an- 
tagonizing local tax paying business men by buying 
out of town. 

It is worth making a little sacrifice in order to 
get the physical director lined up as favoring a line 
of sporting goods. The kind adopted for use by the 
school teams is likely to acquire more prestige among 
the boys than competing lines that are used less 


it at the close of school. 


In purport it stated that 


generally. 


Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- | 19, 20, 21, 22, 1926. Headquarters, Ho- | 
T. James Fernley, | VENTION AND EXHIBITION, Columbus, 


| Feb. 15, 16, 17, 18, 1927. 
_ Carson, 


ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, 
Madison Avenue, New York City. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 


i 
} 


——E 


| 


secretary, 342 | 
| ASSOCIATION, 


tel Ambassador. 
secretary-treasurer, 
Philadelphia, Pa. 


New YorRK STATE RETAIL HARDWARE 
INc., CONVENTION AND 


505 Arch Street, 


_ EXHIBITION, Albany, Feb. 8, 9, 10, 11, 


| 1927. 
Sacramento Memo- | 


John B. Foley, secretary, City 
Bank Building, Syracuse. 


NortH DAKOTA RETAIL HARDWARE | 
TION CONVENTION AND EXHIBITION, 


ASSOCIATION CONVENTION AND EXHI- 


BITION, Grand Forks, 
1927. C. N. Barnes, secretary, Grand 


Forks. 


Reading matter continued on page 78 


Feb. 8, 9, 10, | 


OHIO HARDWARE ASSOCIATION CON- 
James B. 
secretary, 411 Mutual Home 


Bldg., Dayton. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 


James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 
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“Overstocking” 


Worries 
don't exist in the 


GLASS DEPARTMENT 


ANY merchants find 

at the close of the 
year they haven’t made the 
profits anticipated simply 
because they overstocked 
on merchandise that moves 
slowly and neglected staple 
lines thathavea steady call 
all year ’round. 









A glass department is one 
of the “old reliable” de- 
partments you can count 
on to keep the red figures 
off the books. Day inand 
day out home owners, car- 
penters, painters and build- 
ers can keep you busy 
filling glass orders. No 
mark-downsales—no costly 
advertising needed to make 
the cash register hum. 

The dest way to start a 
glass department is with 


“She BEST H~" 


It costs no more and is the 
leader in the field. 


SOLD AND DISTRIBUTED BY LEADING JOBBERS IN 
THE PRINCIPAL CITIES OF THE UNITED STATES 


MAS WINDOW GLASS CO. 


World's Largest Producer of Window Glass 
GENERAL OFFICES: PITTSBURGH. PA. BRANCHES IN PRINCIPAL CITIES 
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Door 


—was just like millions of others, 
only it did not slam shut with 









as 

Thee contractor who built the 
house was in the hardware store 
one day. There on the counter 
was a novel demonstrating device 
—a miniature door on which was 
mounted a Rose Screen Door 
Check. | 

While waiting for the clerk he 
experimented—pulled it back— 
let it swing swiftly until it checked 
itself and silently closed. 

“How ans agg he asked. “$2.00” 
was the re “Sold!” It worked 
out so well | | he has put them on 
every house he has built since— 
to the enthusiastic approval of 
the owners. 

Try the Rose out. You'll like 
it. At hardware stores, or write us. 


Frank Rose Mfg. Co. 


Hastings, Nebr. 




















SCREEN DOOR 
CHECK 
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New Features 
For New Profits 


PYRENE advertising in 23 representa- 
tive magazines of national circulation is 
sending customers into the stores for 


The _¢ IMPROVED 


ee 


PYRENE LIQUID 


Why not cash in on this demand? 





Get your share of PYRENE bus- 
iness by keeping these extin- 
guishers displayed out in front. 


You can make your tie-up with 
PYRENE national advertising 
more effective by putting 
PYRENE dealer helps to work 
for you—-a PYRENE display 
tells its own sales story. 





PYRENE advertising is contin- 
ually selling the consumer—is backing 
you up. Dealers have always made money 
selling PYRENE extinguishers—and 
always will. They are favored for their 
dependability. Their new features mean 
new profits. Every home and automo- 
bile owner is a prospect. 


A PYRENE DISPLAY 
Tells Its Own Sales Story 


A PYRENE sales representative or your 
Jobber’s salesmen will gladly explain how 
these improvements have made a good 
extinguisher better. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


*Fortify for Fire Fighting”’ 
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Angling for Tackle Profits 
with ‘‘Service’”’ as Bait 





IVE Ark Weiss his choice and he’d go fishing. 

Give him a second choice and he would be sell- 
ing fishing tackle service to experienced anglers or 
to novice fishermen or to anyone interested in going 
after the finny tribe. Ark is a partner. Note, we said 
“selling service.” Ark has forgotten more about 
where to fish, how to fish, with what to fish and about 
fishing in general than many men will ever know. 
He can even sell gold fish in globes. In fact he did 
sell 30 dozen globes with two fish in one week by 
displaying them inside the store. But getting back to 
fishing, this picture shows Ark with a recent catch. 
The picture hangs in the fishing tackle department 
of the Wilkes-Barre store. This department is up 
front to the left. Ark is giving merchandise prizes 
to those who catch the longest, the heaviest and the 
best fish in nearby waters. He is also giving a prize 
for young boys and young girls who catch large fish. 
Ark intends to make his hardware store the paradise 
and local headquarters of Izaak Walton’s disciples 
living in and around Wilkes-Barre, and we believe 
his knowledge of the line, and his interest in fishing 
will help him do it. 





Of course the manager of a hardware store ought 
to see to it that every salesman in the store sees the 
store advertising and is familiar with it. But that 
isn’t all. Every salesman in the store ought to make 
it his business to find out about the store advertis- 
ing and to learn what is being done in that line. 
The business of the store is the business of the 
salesman. 
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Recommendations 


(Continued from page 40) 
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ity of seeing that their goods making up surplus 
stocks are properly maintained in the warehouse, it 
is not the intention of this plan that they shall do 
any of the physical labor; the warehousing should 
be done under the direct supervision of the receiv- 


ing clerk. 

He shall keep accurate account of incoming 
freight, adding, in every instance, the freight 
charges to the cost of the merchandise. He shall 


take care of all deliveries and shipping, and such 
other duties as may be necessary for the proper 
operation of receiving, delivering and warehousing. 


Sales Promotion 


Under this head all the activities for publicity, 
display and pushing of the sale of goods shall be 
assigned to the man who is ordinarily called a win- 
dow trimmer, or display man. 

He shall, first of all, make such displays in the 
show windows as will induce lookers to become pur- 
chasers. 

He shall trim the windows to produce direct sales, 
using show cards and price tickets as much as pos- 
sible in these displays. 

He shall build these displays as neatly and as at- 
tractively as possible, keeping the cost down to a 
minimum. 

He shall call upon the department heads for as- 
sistance and suggestions. These are to be given to 
him freely and with the thought in mind that the 
object is to produce sales. 

He shall plan, with the cooperation of department 
heads, sales and displays in the interior of the store 
to back up the displays in the show windows. 

He shall write advertising copies and perform the 
duties usually handled by an advertising manager 
of a retail store. 

He shall ascertain from the department heads the 
items in their departments which are not moving 
satisfactorily and in cooperation with them, shall 
plan ways and means to stimulate their sale. In 
fact, he shall endeavor to live up to the title of sales 
promoter. 

Credit Manager 


Nothing plays a more important part in the man- 
agement of a business than a properly maintained 
credit system. 

In my report and survey I have purposely re- 
frained from mentioning at length, this most impor- 
tant factor of business management because it 
seemed to me to have such a vast influence toward 
the success or failure of a business, that the sub- 
ject should be treated as a whole, rather than to 
present a glossary requiring special explanation 
later. 

..In the absence of a definitely assigned responsi- 
bility for credits in your business it sometimes de- 
volved upon your manager, assistant manager, book- 
keeper, and, too often, some of the older sales people 
to grant credits, thus leaving loop-holes for the 
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The patented edge prevents chipping 


It 
Makes 
Glassware 
Profits 


Kasy 


Glassware profits without glassware 
grief! No other Glassware like No-nik 
Safedge. Packaged in special display car- 
tons, 6 units to every sale. No fussing 
with hay or excelsior, no special glassware 
shelves, no breakage in unpacking or 
handling. You can display No-nik safely 
on counters or aisle tables. 


And you serve your customers with thin, 
modern glassware, made by one of the 
oldest manufacturers in this country. No- 
nik Safedge, heavily advertised, offers two 
fully patented features which make it 
amazingly durable. The Libbey Rim pre- 
vents chipping. The Libbey Curve absorbs 
shocks scientifically. 


No wonder No-nik Safedge glasses and 
tumblers are bringing big volume business 
to hardware stores everywhere. Libbey 
advertising mentions the hardware store as 
an outlet. Get ready to cash in on the 
national glassware preference. Ask for 
our hardware dealer’s proposition now. 


Address Dept. H-7. 


The Libbey Glass Manufacturing 
Company, Toledo, Ohio 


Makers of fine glassware for more than a century 


Vlo-nik 


SAFEDGE GLASSWARE 


ibbey 
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wood screws, ma- 
chine screws, cap 
screws and set 
screws. Finished 
plain, nickel, brass, 
copper-plated, 
Sheradized or hot 
galvanized. Also 
stove bolts, sink 
bolts, hanger bolts, 
nuts, rivets, burrs 
and specialties. 


Millions of product 
—one standard for 
accuracy ana quality. 


R899 
REED & PRINCE MFG.CO. 

WORCESTER, MASS.U.S.A. 
WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 

























qe > ee am 


Jf 


li J f if : j 


47 i, if 
| See aaa nada” ‘ 
SS 
{ em AOE 
, fy ffi rf ff 4 SF, if f 
ee \ SST 7 VAG gi 
, r f 5, ii ji of ef oF * F, - 2 
- : 2. . . 2 3 . uf - : 


7 
A a4 
e 4 


























July 8, 1926 


creeping in of many undesirable accounts. Some of 
your losses last year were due to the unwise exten- 
sion of credit by persons unequal to the task because 
of lack of proper information and records. 

In your type of organization the bookkeeper who, 
by virtue of available records of past performances 
has the ability or willingness and desire to meet obli- 
gations undertaken, can, with information gleaned 
from outside sources on applicants for credit, best 
decide on the risk. 

In the instance of a sales person, his or her judg- 
ment is too frequently tempered by the desire to 
make the sale, therefore the person who has only in 
mind the problem of collecting the account after it 
has been entered on the bouks is a vastly safer per- 
son to have to decide the question of credit than is 
one who has expended his best efforts to effect a 
sale—and then perhaps nullifying the results by re- 
fusing to charge it. 

This, to a degree, is equally true of the manager 
and the assistant manager, although in not so pro- 
nounced a form. It is, therefore, wise to install the 
bookkeeper as credit manager, who also should func- 
tion as office manager, and in that capacity should 
head the department in charge of accounts and 
finances. 

It shall be the duty of the credit manager to per- 
sonally interview all applicants for credit, communi- 
cate with persons or firms given by the applicants 
as references, before extending such credits, and 
upon receipt of such information determine the ex- 
tent to which the account shall be limited, stating 
definitely at the time the terms of payment, which 
must be strictly adhered to. 

The accounting division under the supervision of 
the credit manager shall maintain records of all 
transactions—make a daily report of the state of 
the finances; such as, cash balance in bank, cash 
sales, receipts on acount, payments made and the 
status of the commitment budget, to the manager 
who, in the capacity of merchandise manager, is 
constantly informed of the ebb and flow of the 
moneys passing through, and in this manner keep 
within the limits of safe operation. 

It shall make monthly reports of these daily re- 
ports in a composite form, to the board of directors, 
together with monthly trial balances. A_ state- 
ment of comparative business with that of the previ- 
ous month, together with that of the corresponding 
month of the previous year shall also be presented 
to the board of directors each month. This will en- 
able them to determine questions of policies should 
situations develop requiring such action. 

The foregoing is a large-sized order, I will admit, 
yet experience has taught me that desperate cases 
require similar remedies, and if you hope to rise 
out of your present difficulties, there is no other 


way. 
I am willing to stake my reputation on the results 


if this plan is adopted. 
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Enthusiasm as a Hardware | 
Sales-Opener 


LIFELESS clerk or salesman begets purchase- 
A less customers. A bit of enthusiasm is a 
magnet for trade. The fine salesman never 
paraphrases that old adage, “Let sleeping dogs lie,” 
by saying “Let sleeping needs lie.’”’” What is a sales- 
man for but to wake ’em up? Are there not needs in 
abundance that are dormant, hibernating, snowed 
under—why not shovel ’em out? 

What is a salesman? A salesman is a miner using 
brain perspiration—the pick and shovel of the mind 
—to uncover need. The veriest tyro of a clerk can 
wrap up a bit of hardware when a customer fairly 
shouts, “Stand and deliver!” But when he has to 
mine for his chance to deliver the goods it is a 
different proposition; we might say a hardware horse 
of another color. 

Do not rakes suggest hoes to the enthusiastic 
salesman? “New lot just in; wife could use one for 
a mirror in a pinch!” Again how about a teakettle, 
suggesting a preserving kettle? “Big crop o’ fruit 
this year—will have the right flavor if cooked in one 
of our preserving kettles!” Carving knife suggests 
a butcher knife, and the enthusiastic salesman says: 
“First aid to the carving knife; does all the rough 
work and gives the carving knife a long lease of 
life.” 

Again, the salesman says: “Just glance at this line 


of pocket knives—best line we have ever handled. handles. That’s why T. 
Now if you need a knife for genuine service this is 


the make of knife to buy.” Need awakens, and the D. & W. Handles have 


thoughts of the customer fly to his miserable apology | : . 
of a knife with its show-window handle and worth. | P€€M Specified by leading 


less blade—the knife that hides in his pocket as an | dealers and manufactur- 


ostrich hides its head in the sand—and he says: f 
“Well, I don’t know but what I need a knife right | CYS tor over 70 years— 


now.” why T. D. & W. makes 


What is a salesman for? Is he not expected to 
arouse need from its Rip Van Winkle sleep, to bring more than 50% of all the 


it to the fore, to get the cash-register harness on it, handles in the world 


to head it up in your barrel of hardware sales? 
Once you try T. D. & W. 
_ you’ll be sold for life. Ask - 


your jobber! 
COPYRIGHTED BRANDS 
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Good tools require good 








Funny Business 
A little occasional humorous twist given. to ad- 
vertising does no harm. A smile often leads to a 
sale; but if the joke is carried too far, it is very apt 


to rebound as a joke on the joker. It’s a fine thing to Daniel Boone Perfection 
start folks laughing; but if the object of the laugh | American Beauty Triumph 
is to get ’em buying, their mirth must be curbed | Daisy Hercules 
before it runs away with ’em. When an ad is so | Cumatinwes Success 
funny that it’s all fun, to the exclusion of everything | Peerless Eagle 

else, there may be more of tears than smiles in it Beauty Royal Oak 


for the advertiser. Fun in business is a mighty good | 

thing—it keeps things on the move; but funny busi- T p & W | h H di ( 

ness has no rightful place on the selling map. | urner, ay 00 wort all e 0. 
At the same time, we can’t help but express sorrow | Incorporated 


for the merchant who takes life too seriously; who L ° Il K t k 
has all facts and figures and nothing of fun in his oulsvillie entuckKky 


“business make-up. His is a sad existence. | 
a ae 
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The Conductor of the Hardware Business 


ness runs no lightning express for the Station 

of Success; in business, only accommodation 
trains make that station. In business, as in life, he 
who does the most for others usually does the most 
possible for himself—that is, if he keeps hard-headed 
common sense earning its salt! 

It was hard on to closing time when one hardware 
man spent quite a bit of his valuable time because 
he was not willing to allow the good to be the enemy 
ot the best when he was waiting on me. The amount 
involved was small, but the principle involved loomed 
large. Tell me, why does that little incident stick to 
the ribs of my mind? Why does some inner monitor 
say “Remember,” when hardware need is insistent? 
A wonderful magnet that small accommodation has 
been for my trade. 

Mark you, it takes time to be accommodating! In 
fact, it takes time to do anything worth doing, be 
it raising a hill of corn or tunneling through some 
Goliath of a mountain! If we are miserly with our 
time and service, will our customer’s trade not be 
ditto? Here is a great railroad train stopping at a 
little station. A single passenger boards it, paying 
possibly twenty-five to fifty cents for a local fare. 
Does this stop spell any immediate profit or does it 
spell loss for the road? Do they not look ahead ten 
vears and vision a fine station, growing community, 
freight, passengers, etc.? 

Is this not true in the hardware business? A hand 


T= successful conductor of a hardware busi- 


rake and a scythe today; a horse rake and a mowing 
machine tomorrow—or possibly a tractor and gang 
plow. The laws of increase in business are not all 
arbitrary, they may depend on personality, and the 
factor of accommodation should be in evidence. We 
simply must not be miserly with time and effort when 
trade hangs in the balance—which is a fool thing to 
say, for trade always hangs in the balance! Even 
a bargain ad that transforms a hardware store into 
a human beehive avails little in the end unless 
sunny, accommodating personality furnishes good 
backing. 

Presumably the hardware dealer who grudges a 
customer a bit of his time is a direct descendant of 
the fellow who once wrapped his talent in a napkin 
and hid it in the earth, as recorded in an old, old 
book. 

A genuine desire to give the best service possible 
will make a hardware man attractive to customers, 
even if he is as homely as the proverbial hedge fence. 
Is not “Handsome is who handsome serves,” a good 
slogan for the man who stands back of a counter? 
Note that no matter how accommodating a conduc- 
tor, he always collects his fares—in fact, travelers 
are glad to hand over their fares to such a conductor. 
Here again we find a parallel in business, for most 
people are content with having the accommodating 
man reap a decent harvest of profit. Do such people 
not often say, “Glad Jones is prospering; he de- 
serves it!” 


























* HANDLE LOCK 
SocRet Sets 


PATENTED DEC.12Z,% 


Which Sets Will You Sell? 


New Britain made sockets sets in the None Better and 
Handle Lock line are now made in 12 different combina- | 
tions. ‘There are three or four of these that will sell 


quickly in your store. 














No. 3 rT 

: You cannot sell better socket wrench 

Set 
N sets at any price—you can sell None No. 2 
eed Better and Handle Lock Sets at a fair Set 
Better ' 


price and make a good margin of 
profit. A trial order will prove this 
to your satisfaction. Your jobber can 


supply. It not, we will. 
| 2 
NONE BETTE The New Britain Machine Co. ™™ 
@ Socket Wrench Sets” vew wean Connection 
—— 
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He Didn’t Know Any Better 


“rhummy” on the train. Two were veterans—the 
third a youngster, who had been on the road less 
than six months. 

The young man had mentioned that he was getting 
off at Galesburg. 

“Lived there long, sonny?” inquired one of the old- 
timers. 

“TI don’t live there. 
morrow.” 

“What? On Saturday?” was the surprised re- 
joinder. “Why, you can’t do any business with the 
trade on Saturdays.” 

“‘What’s the matter?” asked the youngster, rather 
worried. “Is there something else on in Galesburg?” 

“Oh, no. Galesburg is just like every other town. 
The dealers are too busy to talk to salesmen on Satur- 
days.” 

“Why, that’s a new one on me, sir. I’ve always 
worked Saturdays. I didn’t know they objected to 
salesmen calling.” 

“You didn’t! Well, I guess you’re new at the game. 
We old-timers always strike out for home Friday 
afternoons, eh, Bill?” This was addressed to the other 
veteran. “No use wasting Saturdays on the trade— 
might as well be back home with the kids.” 

The young man was plainly embarrassed. But he 


, HREE salesmen were playing a game of 


I’m working the town to- 


went on to say that he had been picking up some nice 
orders in other places on Saturdays, the same as other 
days, “except I’ve noticed I don’t lose so much time 
waiting for other salesmen to get through ahead of me 
on a Saturday, come to think about it.” 

The young man got off the train at Galesburg. 
The two vets continued on. Bill was still silent as 
the train pulled out. Finally he spoke. 

“Say, Jim, that young fellow may be green, but it 
only goes to prove that when ‘fools rush in where 
angels fear to tread,’ they get the orders. I used to 
work on Saturdays, too, until I heard so many sales- 
men talking about it being no use that I began to feel 
the same way. I’m wondering whether we old-timers 
are aS wise as we imagine—pulling out for home on 
Friday and leaving the field clear for greenhorns who 
cop the business because they don’t know any better. 

“By George, I’m going to cut it out and go back to 
working Saturdays, starting next week. Saturdays 
used to be good days for me, too. Adding an extra day 
to the present five-a-week ought to boost up my com- 
missions pretty close to 20 per cent. I’m through 
being an NSFM.” 

“What’s an ‘NSFM’?” inquired the first speaker. 

“A No-Saturday-for-Mine Salesman,” replied Bill. 
“And to think ‘a little child’ should lead me to my 
senses !”—Meredith’s Merchandising Advertising. 








From January Ist to 
December 3 Ist 


Multiply that forty times and you have the reason why some wrench 
users shout for COES. 


That individual would indeed be queer who deserted a “Friend” that 
had served him faithfully for 40 years. 


Five COES Knife-Handle wrenches came into our possession some 
time ago. The shortest service any of these wrenches gave was. 22 
years—the longest 40 years. 


This represents an average service of 27 years. 


And the COES still maintains the same quality. 
Sizes: 6” to 21”. Your Jobber will supply you. 


COES WRENCH COMPANY 


‘““—In business since 1841” 





Worcester Mass. 
Selling Agents 
J. C. McCarty & Co.........66. 29 Murray Street, New York 
John H. Graham & Co...... 113 Chambers Street, New York 


Fenwick Freres............ 8 Rue de Rocroy, Paris, France 
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BICYCLES 


IVER JOHNSON 





VELOCIPEDES 


JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., vets hburg, Mass. 


New York, 151 Chambers 
San Francisco, 717 Market St. ; 
Ogden, U 


St.; Chicago, 108 W. Lake 8t.; 
N ew Orleans, La., 625 Pine St.; 


' '2327 Grant Ave. 








Belt Punches 
Spring Punches 


A varied and attractive line for the Hardware Trade. Alse: 
=~ Workers’, Trimmers’ 


Osborne High Grade Punches 





Arch Punches 
Revolving Punches 


and Upholsterers’ and Piumbers’ 


The above toola will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had oinety-nine years of successful manu- 
facturing experience, employ only skilled workmen and wee the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write c* rie 
Cc. 8. OSBORNE & 
ESTABL ISHED Is20 


EWARK, N. J. 
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No. 80 Fire Pot 
Ask for Latest Price 





The No. 80 Is 


Noiseless 


SMOKELESS AND ODOR- 


LESS. Produces an intensely 
hot blue flame, which _ will 
quickly heat a pair of large 
coppers and a six inch pot of 
metal at the same time. A 
POPULAR TOOL FOR 
SHEET METAL WORKERS 
AND PLUMBERS. Free 
Circular tells all about this 
wonderful tool. Jobbers supply 
at factory price. 


Clayton & Lambert Mfg. Co. 
6275 Beaubien St., Detroit, Mich. 











This new Green 
Line Tool Case 
means new sales 
to old customers 
and brings new 
customers 
to your _ store. 
Home owners 


sult your jobber. 





Supply This Mighty New Market 





Householder’s General Case 


everywhere want this practical Household Tool Case. 
It fills a big need and it’s a big moneymaker. Con- 


GREEN-CASE, Inc., RACINE, WIS. 


New York Office and Warchouse——89-91 Warren St. 


Fly Books The GIRISIEN Line Tackle Boxes 
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Help! Help! 


UST why it should be neces- 
[ene for a sheriff, of all per- 
sons, to have one, is not at all 
apparent; but Sheriff Al Smith 
of Salina, Kan., has equipped 
his motor car with an arrange- 
ment whereby a device sounds 
the horn intermittently when- 
ever anybody attempts to tamper with or steal it. 

Some such burglar device, if it only could be per- 
fected, would be of inestimable value in the average 
retail establishment. The inventor who could make 
a horn toot at the rate of about five times a second 
whenever a sales person wastes any time would de- 
serve a statue himself on Main Street in every city 
and town. Furthermore, if he could go a step or 
two farther and arrange for a similar horn-toot 
whenever any sales person indulged in antiquated 
or questionable sales technique, his reputation would 
be as comparable with that of the man who invented 
the one-price system of doing business. 

The only difficulty, we fear, is that there would 
be so many horns constantly tooting in so many 
establishments that there would be bedlam. Be- 
cause of their number, such alarms would be as in- 
effectual as the proverbial “Wolf! Wolf!!” in the 
old fable. And, therefore, perhaps, the appeal to 
sales persons’ reason and to conscience, in this mat- 
ter of selling efficiency, may properly be looked upon 
still as the best and only way out. 











Read at Home 


OME time ago I appeared in these columns ad- 

vocating more reading by salespeople and it 
may seem queer that I should say anything against 
reading now. I have not had any change of mind 
about the matter, I am still of the belief that sales- 
people do not read enough, at least, not enough of 
the things which will make them more valuable. 
However, there is a time and place for everything, 
and the place to read the newspapers is at home and 
not behind the counter of a retail store. 

I went into a hardware store one afternoon re- 
cently just after the local newspapers had appeared 
on the streets and I could not see a single clerk, al- 
though I could see about six newspapers from be- 
hind which suddenly appeared as many salesmen. 
I will have to admit that I probably received about 
as prompt service as though there had been no 
reading going on, but the store certainly did not 
have a very rushed appearance with the whole sales 
force reading the papers. 

I believe that everyone, and especially the man 
behind the counter, should read the newspapers. 
In addition to reading the news and keeping up-to- 
date on current events, salespeople should read the 
advertisements. They should, by all means, read 


the advertisements of their own store and also those 
of competitors, but the time and place for this read- 
ing is at home after working hours. 
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Answer the Questions 


' \ /E know of a druggist out in the Middle West 

who has developed a big business in selling 
paint. It is an unsual activity for a druggist and 
everybody naturally asks how he succeeded in doing 
it. His answer is that he went to the trouble of ac- 
quainting himself with the common paint troubles, 
their reasons and the ways to avoid them. Then he 
habitually went to the trouble of furnishing specific 
painting information to his customers, which the 
regular paint stores which were his competitors in 
this department never seemed to have the interest 
or time to give. 

There are two ways for the store to react to the 
customer who is invariably asking questions and 
requesting advice. One way which is much too 
frequently the case, is to consider him in the light 
of a nuisance to be avoided or at least to be shunted 
away as quickly as possible. The other, and far the 
better way, is to look upon the question-asking cus- 
tomer as really paying the establishment and the 
individual in it at whom these questions are directed 
a high compliment. 

To be accepted as the local source for information 
along the lines of the merchandise one carries is to 
have arrived at a highly estimable position. Why 
not, then, capitalize the situation and make the very 
best of it? There is many an old-fashioned shop in 
this country having an ability to hold its trade 
through thick and thin though lacking in improve- 
ments and methods, which is more than holding its 
own on the basis of this very sort of known ability 
and willingness in giving expert advice in the use 
of the products it sells. Time should never be too 
short for the real merchandiser to seize, as sent, the 
opportunity to confer and advise with his customer 
when the latter asks: “What shall I do?” 





Bae Business Is Difterent’’ 


NLY recently a couple of 
noted scientists, operating 
._ in farthest Siberia, discovered a 
prehistoric mastodon, incased in 
glacial ice, fully and exactly pre- 
served in every detail for mil- 
lions of years. In the stomach 
of the animal they found traces 
of the same grasses and fauna which may be com- 
monly seen growing in that part of the world today. 
We customarily think of the world of a billion 
years ago as having very little in common with that 
of today; and yet here was absolute evidence that 
the two of them have much in common. Similarly, 
the average merchandiser prefers to humor himself 
into the belief that his business and his problems 
are quite unique and absolutely unlike any other. 
But, if his problems should be carefully dissected 
and analyzed, they would undoubtedly be found to 
have very much in common with many businesses 
around him, even in other lines. 
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ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stnad “ag the strain the best made 
wrench can ap The Allen process makes 
deep, perfectly. formed socket-holes—no chips in 
the bottom entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % to 1% in.; any 
length, point or thread. Also Socket-Head Cap Saeeea, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tartrorp.°Conn: 








Satisfied 


Customers 


ings I Mfg. Co. 


Chester, 





A Good Seller 


Our mortise set No. 250-B is a 
good seller. Stardily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 
high lustre. Our Patented Dead 
Bolt Night Latch oe 
is another money 
maker ex wt 

Send for New 

Catalog No. 7 


{0 INDEPENDENTIOCKCOmD 


Fitchburg, Mass., U. 8S. A. 


Manufacturers of Cylinder Locks, Padlocks, In@ide Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 


Gtalog | Siye Bu yg s 
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Moe’s Reliable 
Poultry Supplies 






Everything from leg bands to in- 
cubators and colony brooders. 









i a 
LEG BAND 
The fastest seliing and most satisfactory 


line on the market. 
Send for Catalog. 


HOEFT & COMPANY, INC. 


Manufacturers 


2305 Davis St. North Chicago, III. 
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Sparklets Now Distributed by 


Geo. Worthington Co. 


The Sparklet Syphon, for carbonat- 
ing, sterilizing water and other bever- 
ages, is being distributed by The Geo. 
Worthington Co., Cleveland, Ohio. This 
bottle is made by Sparklets, Inc., 19 
West Forty-fourth Street, New York 


a 
e Sparklet outfit consists of the 


syphon bottle and the Sparkler cap- 
sules. The latter is placed in the 
holder in the bottle stopper. The cap- 


sule contains just enough carbon diox- 
ide to charge one quart of liquid. The 
bottle is filled up to the red ring. 
When the capsule holder is tightened 





Sparklet Syphon and Sparkler Capsule 


a pin discharges the contents into the | 


liquid, thus charging the liquid. 
Sparklet Syphons are packed in at- 


| Ohio, 
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Swimming Mouse lies in its scientific 
construction. Its action in the water 
is a short, choppy motion with a fre- 
quent and erratic dive that attracts 
the attention of the fish. It travels 


under the water at a distance of eight 


i 





to twelve inches—just the right depth 


for surface casting. When cast, the 
mouse goes straight through the air 
with little or no air resistance; when 
drawn through weeds, pond lilies or 
rushes, it affords the minimum amount 
of snagging. The latter feature is due 
to the head and front part of the body 
being wider than both rear end and 
spread of hooks, resulting in a practi- 
cally weedless lure. The mouse is fin- 
ished with three undercoats of paint 
with a top dressing of flexible, non- 
cracking enamel. 

The Shakespeare Swimming Mouse 
comes in three colors: all gray, white 
body with red head, and black body 
with white head. 


New Gendron Portfolio 


The Gendron Wheel Co., Toledo, 
has prepared an advertising 


portfolio which contains a number of 
complete advertisements, excellently il- 


lustrated, featuring the company’s 
products. 
The portfolio also contains a number 


of individual cuts and reproductions of 


display material which are available 


for dealers handling this line. 


' 


Copy of this portfolio will be sent 


upon request. 





} 


tractive packages containing one dozen | 


Sparklers (capsules). Replacements of 
the capsules should be a good merchan- 
dising proposition. 
one dozen in a box. 
With this outfit, every home practi- 
cally has its own soda fountain. Camp- 
ers, clubs, sportsmen and tourists are 
all prospects for the Sparklet outfit. 





Shakespeare Swimming 
Mouse 
The Shakespeare Co., 


of fishing tackle, Kalamazoo, Mich., is 
now marketing its Mouse Bait, a spe- 


cial feature of which is its lifelike ap- | 





pearance and the natural motion of its 
swimming legs (hooks). 
The success of the 


They come packed | 


manufacturer | 





Two-Wheel Pressed Steel 
Hand Truck 


A new type of two-wheel hand truck, | 


made of pressed steel, has recently been 
placed on the market by the American 
Pulley Co., Philadelphia, Pa. 

Every part has been designed to give 





the greatest strength for its weight. 
The side members are so shaped as to 


_make a beam whose section is greatest 


where the heaviest load is imposed. 
Cross pieces are flanged to make them 
stronger and more rigid. The form 
of every element in these trucks has 


' been developed specially for its task. 


truck service. 


No flats or ordinary angle iron were 
used as “good enough,” but months 
were spent in analyzing and studying 
The result has been a 
series of trucks light as wood, yet of 
truly remarkable strength. 

Painted a bright red with tough 


enamel, the truck is easy to identify, 


Shakespeare | handsome and well protected. 
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New Blackhawk Display 


Units Effective 


The Blackhawk Mfg. Co., Milwaukee, 
Wis., is now furnishing a neat display 
for its line of Blackhawk Water Pumps 
for Ford cars and trucks, as illustrated 
herewith. 

litho- 


It is of steel, handsomely 


a anaes 


: ory 
ee: 
‘4s . 
xy 





graphed in light orange and black. It 
holds a “Chief” or “Scout” pump from 
stock and is termed a salesmaking 
ballyhoo. 

The company. is also furnishing a 


‘. 


2 
Sa thts an a 
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display unit for its line of Rest-a-foot 
Throttles, a three-colored lithographed 
steel stand. It is in the form of a 
working display, mounted and shipped 
on stand. 





Acorn Light Indicators on 
Display Board 


The Acorn Light Indicator, made by 
the Acornlite Studio, 675 Seventy-sec- 
ond Street, Brooklyn, N. Y., is a very 
ingenious and attractive device de- 





Licht 
CATOR — 
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signed to enable householders to locate 
in the dark the pull-chains of their 
electric lights. With a view of assist- 
ing hardware retailers in the sale of 
this device, the company supplies them 
on the attractive display card illus- 
trated herewith. The light indicators, 
which are made in both crystal and 
amber and crystal combinations, are 
tasteful in design, and should improve 
the appearance of any light-fixture. 
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WINSLOW'S 


Sates 5 St 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 











WANTED ee 
oO 

















THE STEWART | RON-WORKS CO. 


arto 


225 Stewarr BLock CINCINNATI. “OHIO 














STRATTON ™ “2. * 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 





Robertson “Horse Shoe” Magnet Hammers 


Permanent magnet which holds 
the tack in sition for driv- 
i Awarded the Silver Medal 
( e —_ offered) at the Panama-Pacific Mxposition. 


hens aa® Genin tents mechs sattatens 8, Ss. Pat. Of. 
94 Portland St., Boston, Mass. 





ARTHUR R. ROBERTSON 











Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 
Made only by 
ANTI-BoRAX COMPOUND Co. 
Fort Wayne, Ind. 
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Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 





Bronze 
and Copper Spargo Wire Co., Rome, N. Y. 





HACK “TLE NOX” saws 
i” Carp  <-: 


OISTINCTION 





“The Tools in Lhe Plaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS 


HACK SAWS ~- BAND SAWS =- SCREW ORIVERS ~ GLASS CUTTERS 











Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


52 Industrial St. Rochester, N. Y. 





Invisible Hinges 


For houseowners, carpenters, cabinet 
makers, etc. Simple in design. Soss 
invisible Hinges will give long service. 
tae. gee Catalog in Sweet's, pages 


ie SOSS MFG. CO. 
Me 100 778 Bergen St., Brooklyn, N. Y. 















Better Machine Screws 


Lor the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 











—_— 


noe UU 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 


Makers of Every Kind 
of Screw, Nut and Bolt 








Get Your Seed Department Realy 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


anwewes LD. Landreth Seed Co., Bristol, Pa. 

















Confidence in fampion, Brand 


Tungsten Lamps is shown by 20,000 re 
tailers and 5 jobbers who seH them. 
Censolidated Electric 
Lamp Ce. 

DanVers, Mass. 

**Ligonsed the General Electric 
Company's Incandescent Lamp Patents.’’ 





Q. Lindemann & Co. 


Manufacturers 0o/ 


BIRD > ae 
CAGES AN 


35-37 Wooster Street, New York 



























an 
Built-Up 
Sets . Manufactured by Toys 





The Hart & Cooley Co., New Britain, Conn. 





PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 
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Wherever 
Oil is Sold 








Wherever oil is sold, there is a distinct 
need for Brookins Service Station 


Equipment. 

Hardware jobbers who rec- 
ognize this fact and add 
Brookins Equipment 
to their line will find an ex- 
isting market that makes 
their decision a highly 
profitable one. 


THE BROOKINS MFG. CO. 
342 Xenia Ave., Dayton, Ohio 











Brookins Oil Measure 





Brookins 
Gasoline Can 


Carries extra gas to 
stalled cars — won't 
spill. No funnel 
needed even for hard- 
to-get-at gas tanks 
—fliexible metal hose 
reaches them all. 
Made of heavy terne- 
plate in two and five 
gallon sizes. 





Brookins Portable Drain Tank yyaiie in copper finish in one, 
two, four and five quart sizes. 


The Brookins Portable Drain Tank is equipped Has 


flexible metal hose 


with a folding handle and sied-like runners that reaches any oi] intake 
and can be easily shoved under any car or without a funnel. A handy 
drawn from place to place. The screen cov- thumb-valve controls the flow 


ered sloping top catches the oil from the of oll. 


Standard at the best 


crankeate without splashing drop and ©Om J ouinneg service stations. 


ducts it into the tank underneath. Several 
ears can be drained before emptying. 


i a ANN LLL 
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FAULTS Ia 









CASTERS 


ft 
i} 






| 












| 





Floor Sparing ~ 
LTING | San. 







7,000,000 


Customers! 


7,000,000 women know that Faultless 

Casters “move at a touch”—silently, never 

scratching floors. Thousands more buy 

furniture with the Faultless Caster Label. 

They want these labor-saving casters for 

old furniture as well as new! Cash in on 
this big, new market. 


FAULTLESS CASTER COMPANY 
EVANSVILLE INDIANA 


NOELTING 


FAULTLESS - CASTERS 


Makers of Quality Casters for a Third of a Century 
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here isa GRIFFIN 
Hinge made {or par- 
ticular we with every 
door that swings in 


buildings large a small 





Siena en 
ERIE PENNSYLVANIA 


© Branch Offi Mfices__ 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 
28 BINFOAD ST. BOSTON 
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S originators of the Tubular 
and Clinch rivets and with a 
record of more than fifty years of 
successful accomplishment _ be- 
hind us, we know that this product 
cannot be made better or priced 
fairer than we make them and 
price them. 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 











TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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EVERY HOME i 


Sells on Sight 
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$4, AR 
RETAIL 
ITEM 


FINE QUALITY AND FINISH 
MADE /N POPULAR S$/ZES 
and the 


O v . 1 


a 
ACARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


The Profitable }- wo POR 


| THE ACME SHEAR CO. 
Leaders lat j i Bridgeport, Conn. 


Cyclone ‘Red Tag’ Fence is the world’s | me . can 
best known fence. ‘That’s why it’s the best a eats 
selling fence. First choice everywhere. 
lor years Cyclone national advertising has 
been building up demand, paving the way 
to profits for you. Why not make the most 
of this? Sell Cyclone Fence, Gates and 


———— I 


+ =I pata ena Sata eee | . 
' , 























. STORE METHODS 





Products—the leaders that will make the a Wis To provide adequate storage facilities for 
most money for you. Write for latest cat- > Ban ak cae tn wD dha | 
absolute safety—to insure quick service for whole- 


alog today. 


CYCLONE FENCE CO. - 


sale or retail trade — install one or more {[i) 
MYERS NOISELESS CUSHION TIRE STORE LADDERS. 
’ Deep tread steps, full length hand rubber tires, }}) 


overhead track system, firm construction t i 
eliminate vibration and noise and produce a ladder | 





Factories and Offices: | 
Waukegan, II. Cleveland, Ohio | nn Nae he he 7 nearer 
Newark, N. J. Fort Worth, Texas | ff attractively finished — any 
Pacific Coast Distributors: | yy Aaa ay ay 
Standard Fence Oo., Oakland, Calif. 
Northwest Fence & Wire Works, Portland, Ore. } On request. 











Are ACTIVE Sellers 


Hardware Age regularly publishes 
many stories of profits made by 
hardware dealers who handle toys. 
What these merchants are doing 
you can do. 


Read about these successes and 
then turn to the advertising pages. 
You'll find that the toy manufac- 
turers are offering the dealer 
worthwhile merchandising helps. 


There is real money in toys. 





Style “F'’ Fabric for 
erection on wood 
me posts. Furnished in 

' 10 and 20-rod rolls. 





The ‘‘Red Tag’ 
The Mark of 
Quality 
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You Can Depend 
Upon Superior 
Brand Poultry 

Netting 


Roll any bale out on 
your floor and you will 
find that it runs straight 
and true to the very 
end. 

It costs no more to 
get straight  selvage, 
carefully woven even 
mesh and bright heavy 
galvanizing. Your trade 
will appreciate this 
product. 

Specify Superior 
Brand in all standard 
widths and sizes. 


G. F. Wricut 
STEEL & Wire Co. 


Worcester, Mass. 











FORSTNER 
Labor Saving 


AUGER BIT 







Bores Any Arc 


of a Circle 





Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center. 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots. 
leaving a true Fo gee surface. 

the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine. 
and delicate patterns, veneers, screen work. 
scavonints fancy scroll twist columns, newels. 
ribbon molding and mortising. 



























Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 
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STAR DRILLS?— 
Yes, Everybody 


Makes ’Em 


We have made them for years and 








will continue to do so for years. Be- 





cause they give absolute’ satisfaction 
to the Jobber, Retailer and Consumer. 


Kilborn Star Drills are made of 


KILBORN STEEL 


of a toughness and durability hereto- 
fore unknown. Our price is as low 
as consistent with the lasting quality 
we put in them. They are made to 


drill hard concrete, not putty. 





May we have your next order. 


i 
t 


THE KILBORN & BISHOP CO. 
NEW HAVEN, CONN. 


Manufacturers of “GREEN LINE” TOOLS 














300% Gain in Trade 


ron = 4a otu 
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Pie Ox Se ees. 





View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., whieh has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested m increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W. :. Heller & Co. 20 i. oie Taek Cis 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 


I IS i Kg a eat ge a nd i ile le a eis oa ee oe ed oe 
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KIMBALL~ 


These Elevators are 
quickly and easily 
installed in your 
building. They are 
easy to operate and 
give as fine a service 
as elevators costing 
many times as much. 


They are built in 
several capacities, 
ranging from 1,000 
to 3,000 Ibs. 








Kimball makes more light electrics than any other 
one type. These machines have given satisfaction 
wherever electric elevators are used. 


KIMBALL BROS.CO. 


1117-41 South Ninth St. Council Bluffs, Iowa 





L 


LIGHT ELECTRIC ELEVATORS 


é 














































Zimmerman 
Casement Fastener 


Revolutionary in design—extremely neat in appearance—low in 
cost. Simpler, more practical and sightly. A startling improve- 
ment over all previous models. 

The New Zimmerman Casement Fastener sinks flush with the 
window frame. Allows casement windows, when properly hung, 
to open all the way out—flat against the side of the house—and 
holds them there—rigidly. Made in dull brass, oxidized copper 
and nickel finishes. 

National advertising has created a widespread demand for the 
New Zimmerman Casement Fastener and Zimmerman Shutter 
Fasteners among architects, builders and home owners. A profit- 
able specialty for hardware merchants. Write us for full particu- 
lars me prices and trade discounts. 


THe G. F. S. ZimMERMAN Co., INC. 
2 Broadway, Frederick, Md. 


ZIMMERMAN 


on RNR So NR NE OE 
FASTENERS for SHUTTERS and CASEMENTS 
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‘HIT THE | TRAIL HOLIDAY’ 


It’s a far cry from the mushers of ’49 to our present- 
day tourist. The glamour of “Gold” has long since 
gone but still an endless stream of wanderers flow 
through the ,beauty-spots of our country, drawn on by a 
greater lure. ; 


And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” in 
emulation of “those who have gone before.”’ There 
is a no more rabid body of hobbyists than these 


campers. 


You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 
tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 
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E. A. BERG MANUFACTURING CO., Ltd. 


ESKILSTUNA, SWEDEN 
SHARK BRAND CHISELS 


Trade SF che ees Mark 
Made of Swedish tool steel—the very best and noted for their durability 


Service and satisfaction to the user govern the manufacturer of Swedish tools. SHARK 
BRAND CHISELS are guaranteed perfect. Made of the best Swedish Tool Steel and crafts- 


men all over the world appreciate quality. 
Hold the good will of your customers by selling them tools that will give this service and 
satisfaction. 
We carry a full line of Swedish made tools and hardware. 


Order from your jobber today, or write. 


SCANDINAVIAN-WESTERN IMPORTING COMPANY 


509 E. H in Ave. Coristine Bldg. 
iiencselia, tien. 116 Broad St., N. Y. Montreal, Can. 





























Combination Service 


Be Wrench 


MARK 


A practical and convenient tool 
that increases the usefulness of a 
wrench. 


Strongly constructed for gripping 
and holding both round and square 
parts. 


Eliminates lost time and_ the er ay.) 
bother of carrying two wrenches ; 
on one job. 








72% Greater Holding 


Its double purpose feature appeals Power Than Wire Nails. 
to the home owner for general Won't Split the Wood. 
work as well as the expert me- Heads Stay on. 

chanic. Send for Quotations 


Made of a forged steel bar, case- READING IRON 
hardened throughout. COMPANY 


Reading, Pa. 


Featuri =e Bemis and Call Makere of Cut Floor Naile, Rico Hard 
Wrenches will mean more sales Floor Nails, Large Head Cut Foundry, i 
. Headless Out Foundry. Black and Gal- Y 
with less sales effort. vonized Out Shingle, Cut Clinch and lf 
Hinge Naile. ij 





Let us send you details and 
prices. 


. 2 ] 
BEMIS & CALL CO. & 


Springfield Mass., U.S.A. Cu ’ Re All a 
























The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 
tant part in the life of a garden hose. 

Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rustproof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 

Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 


The Genuine. Rust-proof clear through. 
can be made. Of fine appearance with No other material will last on hose like 





accurate machine cut threads and deep, brass. Sherman Clamps are made to give 
clean corrugations, Made in %—'™%—% satisfaction. There is a clamp for every 
and % inch sizes. purpose and any size. 





(Patenteay) HH. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. Tmaaels 
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A REAL STRONG BOX 


The Very “feel” of 
it suggests security 
and strength. Made 
in the most popu- 
lar size and fin- 
ished in olive green 
enamel. 


No solder used .. 
only patented loc k 
seam construction. 


You will be sur- 
prised at the quali- 
ty and low price. 
Ask your jobber 
for Fulton No, 1 
Strong Box. 


PATENT NOVELTY CO., INC. 


FULTON, ILL. 














Can 
4 Se 
(-& : 


TRADE WARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 








BARROWS 





ins 





for 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 





YOUR BEST BET: 


“ALWAYS RELIABLE” 


TORCHES and 
FURNACES 


They have been on the market for just 
$0 yeare. During that time they have 
bullt up a wonderful reputation on quai- 
ity and merits. 


You should stock them and increase your 
sales, 


Jobbers supply at factory prices. 


OTTO BERNZ CO. INC. 
Newark, N. J. 





COVERED BY SEVERAL 
PATENTS 


No. 83 Qt. No. &4 Pt Offices in New York City. Chicago, Fort 
For Gasoline Worth, Denver, Helena, Mont., San Francisco, 
FULLY GUARANTEED lan Angeles, Seattle, and St. Thomas, Ont. 














Repeat Orders 
25 years of constant reg Be de- 
pendable articles have made a great mand for 


Moore Push-Pins 
(Glass Heads—Steel Points) 


to hang up small pictures, photos, charts, 
maps, etc. without marring walls. armonize 
with any color decoration. 





The safe and easy way to hang Heavy 
Pictures, Mirrors, etc. is to use 


Moore Push-less Hangers 
(Scientifically Constructed for Strength) 
Popular 10c Packets 


Are quick sellers with good profit to the dealers 
Description of our Counter Displays, Price List, 
Discounts and Samples on request. Advertised 
in the leading magazines for many years. 


Moore Push-Pin Co. 
(Wayne Junction) Phila., Pa. 


















‘*] Make the best Hammer’’ 
D. Maydole, 1843 





The popularity of Maydole Hammers among Carpe nters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the tounder of tlii>» 
business over 80 years ago. 





THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 

















THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
Oll Burner Cook Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Kurner. Consider 
the sales continually made by satisfied users and the wonderful! 
reputation of the manufacturer. Only by selling Oll Cook Stoves 
equipped with the Lorain High Speed Burner can you share these 
profits. 


AMERICAN STOVE COMPANY) St. Louis, Mo. 











BROWN @® SHARPE 
ne 
Nia Best 
Lhe ) on 


TRADE MAAK 
BROWN & SHARPE NMIEG. « 


THERE IS ONLY ONE 
‘Gotp MEDAL 72%. 


FOR 33 YEARS THE RECOGNIZED STANDARD 


ORDER EARLY. COLO MEDAL CAMP FURNITURE MFG. CO.. RACINE. WIS 








CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


DanVers, Mass. 


> BLAIR 


‘) LAWN MOWERS 

















Want a Good Hardware Salesman? 


The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 

It’s the place where good hardware salesmen look 
first for real opportunities. 
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Classified Advertising Rates 
Opportunity Exchange Section 


| inch 
Each additional 





Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


7 


Positions Wanted Advertisements 
50% off the above rates 


Address your advertisements and replies to 














Set Solid, Minimum of 5 lines... .$3.00 Hardware Age, Classified Opper- 
Each additional line........... .60 . : = tunities, 239 West 38th St., New 
ified Advertisin , , 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Class d 8 York City 
Each additional one line....... .80 4 insertions, 10% off; 8 insertions, 15% 
Average !0 words to a line age = See ee 
Allow One Line for Keyed Address Remittance Must Accompany Order publicat 

















BUSINESS OPPORTUNITIES 


FOR SALE—HARDWARE BUSINESS located in rapidly growing 
section on Queens Bivd., Long Island. Extensive building operations now 
being conducted in neighborhood by large realty corporations. Stock will 
inventory about $7500. Excellent opportunity for party understanding 
lumbing and general repair work. Cash required $3000. Address Box 
F142. care otf Harpware Acre, New York. 


FOR SALE—Hardware, Builders’ Material and 
Plymouth, N. H., with stock invoicing $30,000. Business is attractive 
proposition for the right party. Have been in business 20 years. Keason 
for selling is ill health. For further details address A. F. BURTT, 


Plymouth, N. H 


FOR SALE—Well established hardware business in good Northern 
Indiana town of 4,000. Only one other hardware store in town. Best loca- 
tion. Complete and good stock and fixtures. Will invoice about $12,000. 
Sacrifice at less than invoice account of wife’s deathh HENRY J. 


KLEMM, Nappanee, Indiana. 


STORE FOR RENT—30 x 125, in the heart of the business district of 
South Jersey’s leading commercial city; 100 per cent location. Wonderful 
opportunity for a hardware and housefurnishings store. Reasonable rent. 

or further particulars, inquire D. GARFIELD, 40 E. Commerce St., 
Bridgeton, N. J. 


FOR SALE—Growing hardware and sporting goods business in town of 
28,000. Selling territory about 70,000. Health condition makes immedi- 
ate close out imperative. Inventory around $15,000. Catskill and Adi- 
rondack regions. Valuable contract included. Address Box H-161, care 
of Harpware Acer, New York. 


CROSS HAY CARRIERS AND PULLEYS. We are sole manufactur- 
ers and agents for original Cross Hay Carriers, both complete, and extra 
parts. odern in construction old in dependable use. Place your 


orders now. H. S. BILLINGTON, Hardware, Canajoharie, N. Y. 


MODERN HARDWARE STORE in live Western New York State 
city. Established business. Complete new fixtures, long time lease. Will 
inventory $15,000.00. If interested write Box H-141, care of Harpware 
Acs, New York. 


FOR SALE—HARDWARE STOCK, fixtures, etc., located within one 
of the best farming communities in Southern Michigan; will sell or lease 
building. Store established 40 years: best reasons for selling. Address 
Box H-154, care of Harnware Acre, New York. 








Furniture Store in 


























CITY STORE FOR SALE—Retiring from business after fifty years 
of successful operation. Will sell city store at invoice prices. Attractive 
lease with low rent. Address Box H-152, care of Harnware AGE, 
New York. 








WANTING TO SELL, on account of owner’s death, a good “goinr”’ 
business, consisting of hardware, gents’ furnishings and groceries: chiefly 
hardware. Will se!l all together or separate. Located at Mancos, Colorado. 


Address E. C. ATTANE, P. O. Box 361, Mancos, Colorado. 





DIES FOR SALE for the manufacture of Brass Ring Lawn Sprinklers 
that retail approximately for $1.00. KEYSTONE MFG. CO.. 288 
A Street, Boston, . 





HELP WANTED 


SALESMEN WANTED TO SELL Auto Bulbs and House Lamps on 
a commission basis. Either exclusive or side line. We will only consider 
men who understand the lamp business and who can produce. Would 
also consider men who carry their own stock. Please give full particulars 
in first letter. ATLANTIC APPLIANCE CO., INC., 449 West 42nd St.. 
New York City. 


ENAMELWARE AND ALUMINUM SALESMEN wanted to sell higt 
grade lines direct to dealers. i 
repeat orders. Give experience and territory fully in first letter. 
Box G-852, care of Hagpware Acer. New York. 


SALESMEN SELLING HARDWARE JORBBERS to carrv nationally 
known line leather coats and vests. Garments big seller with hardware 
trade. Commission basis. State territory you cover. THOWUSON & 
KELLY COMPANY, 140 Fifth Ave., New York. 


WANTED—YOUNG MAN with hardware and auto supply experience 
to solicit business on Cape Cod, Mass. Man who lives on the territory pre- 
ferred. State age, experience and nature of present or last employment. 








Addres« 








Address Box H-163, care of Harpware Acer, New York. 


Good commission. also full commission on 





POSITIONS WANTED 





HARDWARE MAN—45 years old with 17 years’ experience in whole: 
sale and retail, all departments. Would like to make change. Prefer East 
or South, though will consider anything. Am at present employed by 
leading hardware store of Southwest Missouri. Can give best ot refer- 
ences. H. L. BROWN, 868 West Lynn, Springfield, Mo. 





YOUNG MAN, 24 years old, with 4 years’ experience in the retail 
hardware business, wishes position with wholesale or retail concern where 
ability and hard work are appreciated. Now employed, and can give best 
of references. Location preferred in the Eastern States. Address Box 
H-133, care of Harpware Ace, New York. 


CATALOGUE COMPILER OF BROAD EXPERIENCE is free to 
consider position for the time required to build a catalogue, or permanently. 
References and full details regarding experience furnished on request. Ad- 
dress Box H-156, care of HArpwAre AGe, New York. 








BUILDERS’ HARDWARE MAN of ability and experience, with a 
good knowledge of the line, capable of ee Good in detail and 
securing results. Address Box H-149, care of HArpwAre Ace, New York. 





THOROUGHLY EXPERIENCED HARDWARE and housefurnishing 
executive and buyer desires connections with progressive hardware or de- 
partment store. Address Box H-162, care of HArpWARE AGE, New York. 





SALES ACCOUNTS WANTED 








Manufacturers Attention 


Have been covering New York State, including 
Metropolitan District, New Jersey and Philadel- 
phia for past 15 years, representing four manu- 
facturers of high grade tools. Would like to add 
one good line. What have you to offer? Address 
Box H-126, care of HARDWARE AGE, New York. 











| Agencies Wanted | 


Manufacturers’ Agency calling on all 
} the hardware and general store in Can- 
ada from coast to coast with their own | 
representatives wishes to secure addi- 
tional lines of kitchenware, hardware 
or hardware specialties. Best of refer- 
ences. Apply Box H-132, care of HArRpb- 
2) WARE AGE, New York. 














MANUFACTURERS AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Acz, Rew York. 
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SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 


ates _—s WE WOULD LIKE TO hear from manufacturing agents, jobbers and 














| SALES REPRESENTATION FOR YOUR PRODUCTS salesmen quilting on hardware trade, housefurnishing trade, and wholesale 
groceries in all states of the country. We specialize in manufacturing 
in the States of North and South Oarolina, Alabama, Tennessee, ) of several fast selling articles that are sold through these channels. n 
Georgia, Mississippi, and Florida. An experienced manufacturer's first letter please state which territory you wish to cover. THE KIEL 
representative located in Birmingham, Ala., now successfully carrying MANUFA URING CO., Youngstown, Ohio. 
two hardware items, is expanding his organization and has facilities 
SALESMEN CALLING ON THE RETAIL hardware trade regularly, 
for giving first class representation to one additional line in states to sell “CAN’T SPLIT” indestructible file, soldering and tool handles as 
mentioned. Address Box H-122, care of HAkDWaRE AGE, New York. a side line. Exceptionally large commissions. Handles absolutely guar- 


at oF - RE | | anteed. Give full particulars in first letter. “‘CAN’T SPLIT” HANDLE 
_ CO., 5-15 Newfield St., Buffalo, N. Y. 











on 








SALES REPRESENTATIVES WANTED EASTERN MANUFACTURER OF builders’ hardware is open for 

representation in Pittsburgh and surrounding territories. In first letter 
state lines carried, exact territory covered and houses represented. Ad- 
dress Box H-151, care of HAarpware Acre, New York. 





Pi oy weed wa rbd “ye HARDWARE TRADE to represent one : 

of the largest manufacturers of a nationally advertised line. We have 

some territory open, commission basis. Give details, territory covered SALESMEN CALLING ON THE RETAIL hardware trade icine 

and lines handled at present. Only proven business getters now having and who are now carrying lines that will not conflict with a good hy re oO 
Address 


contact with trade need apply. Address Box H-158, care of HARDWARE Builders’ Hardware. In replying state what territory you cover. 
Ace, New York. Box H-160, care of Harpware AGE, New York. 























MILBRADT American Steel & Wire 


Company 
Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 


Chicago, New York, Boston, 
Denver, Birmingham, Dallas, 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 























Portland, Seattle 
ee eee BARBED: El d Glidd Glidd Am Special, 
: woo en, en, . pecia 
i bgt Aad a. — Waukegan, Baker Perfect, Atliwood Junior, Lyman. 
suitable for all kinds of NAILS, SPIKES, STAPLES "TACKS, Hot Galvanized Nails. 
abelving. ZINC INSULATED FENCES: , ~~ Royal, Anthony, 
National, U. S., Banner, Steel Gate 
. BANNER | (formerly oi od _—— “POSTS. 
Milbradt Mfg. Co. CONCRETE REINFORCEMENT. 
7 reliable brands. 
2411 N. 10th St. TELEPHONE WIRE 
or every purpose. 
St. Louis, Mo. Quick Delivery. Write us for selling plans. 




















DROP FORGED AXES and SCY THES 


WRENCHES 


Designed and proportioned to give stiff- 
ness and tensile strength. Made accurately 


Catlins me in machining and finish. Send for RIXFORD MFG. CO. 





Scythes since 1812, Axes since 1800 






















ARMSTRONG BROS. TOOL CO. 
314 N. Franciseo Ave., Chicago, Ill., U. 8, A. East Highgate, Vt. 
Get an “‘Edge’’ on Sales! DOMES of SILENCE 
Dealers are doing it with the Dasey The perfect Furniture Footwear! Every 
Fa m. Se ee ay home needs several dollars worth-- Display 
—, ae ready seller—and « profit our Cabinet! Write for particulars. 





DAZEY CHU ° > er 
ra co” * || Domes of Silence Division, 


7 oo HENRY W. PEABODY & CO. 
17 State Street New York City 


American Can 


cn IRON 























If it’s the best tool you can sell 


For Working Stone 


it’s ours 


TROW & HOLDEN CO., Barre, Vt. 
ee ee AMERICAN CAN COMPANY 



























ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


: ENERGY ELEVATOR CO. 
211 New Street, Philadelphia | 


J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 
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Announcing ASBESTOS 





Carey Asbestos Lumber is 
much more satisfactory 
than stucco. ZJIt will not 
crack, wave or buckie—and 
it can't burn. 





























Carey Asbestos Wallboard 
is ideal for wainscoting, 
panels and closet-linings. 








BUILDING MATERIALS 


by Carey 


AREY now offers you a complete line of 
much wanted building materials in as- 
bestos. Permanent—economical—fire-safe ! 


And this new Carey Asbestos Building Material 
has endless architectural possibilities —- for both 
exteriors and interiors. It is much better for the 
half-timbered English or Swiss type of dwelling. 
It requires no paint or protective covering of any 
kind, although, if desired, it can be grained, 
veneered or painted to a beautiful finish. And 
it cannot burn or decay because it is composed of 
tough asbestos fibre and special Portland cement. 


Included in the new Carey line is Asbestos 
Wallboard—ideal for wainscoting, panels, closet- 
linings and a host of other uses. And Carey 
Asbestos Corrugated Roofing and Siding—selected 
by careful builders for garages, warehouses, fac- 
tories—wherever there is a fire hazard or danger 
from gases and fumes from chemical operations. 


The market is unlimited! The demand is 
growing—daily! Write, today, for samples, and 
details about the famous Carey dealer plan that 
insures quick profits—continuous profits! 


The Philip Carey Company 
Lockland, Cincinnati, Ohio 





ASBESTOS 
LUMBER 











July 8, 1926 

















Did You Get Yours? 


If you haven’t one of our new 
Hodell Chain Racks you are 
missing sales every day. This 
entirely new method of selling 
chain is building up the chain 
sales of our customers. It 
makes chain easier and cleaner 
to sell. 





Comes complete with hook for 
hanging. Displays and sells 
chain. Takes only 18”x12” 
of wall space. Order one 
from your jobber or write us. 
The Hodell Chain Rack is 


sent free. 


Porch Swing Chains 
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Ready to use 


Here are Porch Swing Chain Sets, 
cut the proper lengths, all fitted with 


. attachments ready to put up. It takes 


but a few minutes to hang a Porch 
Swing correctly with one of these 
sets. And when they are up they will 
last indefinitely, because this high 
quality Hodell Bulldog Galvanized 
Chain is many times stronger than 
needed, and will not rot or fray as the 
best ropes will. 

Hodell Chain Sets are easiest to 
sell. They are packed attractively in 
separate boxes. Furnished in stand- 
ard sizes, either Y or Straight Chain 
Types. Order from your jobber to- 
day. 

‘$3 SVAN) DQOVUSSIS £9 


Established 1886 Cleveland, Ohio 


‘A / 
# 



























A HODELL CHAIN 
FOR EVERY PURPOSE 
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TIE OUT CHAINS 


Made in 20, 30, and 40 ft. 
lengths, swivels every 10 
feet. 







a 






LL. 























we 
1. | 






YZ. 






— 


GARAGE REPAIRS 


Hodell Chain is best for 
repairs about garage and 
home, 






J 7) 


LF 





—— 


——— 


— 
I 








SASH CHAIN 
Proper sizes in correct 
finishes for all weights of 
double hung sash, 








7. 


AGRICULTURAL 
"IMPLEMENTS 

! Hodell Chain sold in cor- 
rect sizes for repairing 
Agricultural Implements. 
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HODELL CHAIN RACK 


Can be quickly adjusted to 
be set on counter. Rug- 


eee 


gedly built to serve you 
well. Ask for one now 
and watch your chain sales 
grow. 
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Timken Bearings 
make it go—e/fer 


Timken advertising has made the 
name of Timken Bearings stand for 
endurance, power saving, simplicity 
and freedom from service attention. 


Back ot the advertising is the bril- 
liant record of Timken performance 
in 91% of all American makes of 
motor vehicles, and in countless other 
mechanical devices of the best kind. 


The prospect for household utilities 
knows Timken Bearings and has every 
reason to prefer them. When a dealer 
can say “Timken-equipped” it sezt/es 
mechanical questions, in his favor. 


For better sales and for better value 
Timken Bearings are designed into 
better appliances of every type. 

THE TIMKEN ROLLER BEARING CO., CANTON, O. 


Technical information regarding bearing sizes and their mountings can be secured 

from the Timken Roller Bearing Service & Sales Company’s Branches located in the 

following cities: Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Dallas, 

Denver, Detroit, Kansas City, Los Angeles, Memphis, Milwaukee, Minneapolis, 

Newark, New York, Omaha, Philadelphia, Pittsburgh, Richmond, St. Louis, 
San Francisco, Seattle, Toronto, Winnipeg 


TIMKEN 
a... Sa 
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